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MILLION 


tests a. 
day 


Two “E” pin wearers give Ray-O-Vac LEAK- 
PROOF Batteries a final inspection before they 
are packed for shipping to our armed forces. 


Nothing’s Left to Chance~Every Ray-O-Vac 
_ Battery Must Stand Up Under the Test of Battle 


All the many millions of Ray-O-Vac hattetine are carefully 
tested many times as they progress through the plant. But 
even more stern are the rugged tests to which these bat- 
teries are put on the battle fields of the world — tests 


which they pass with flying colors. 


» OO 


When Johnay comes marching 
home again, he’ll ask for Ray-O- 
Vac Batteries. He knows how they 
performed in war time...how they 
will surely perform in peace time. 


oe. 
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Destined for ships of our fighting Navy, 6 
coils of 12” circumference American Superior 
Manila Rope leave the Brooklyn mill of 
American Manufacturing Company. Each 
coil weighs more than five thousand pounds. 
This total of fifteen tons of fibre is enough 
to supply 38 average hardware dealers for 
an entire year . . . haying rope .. . trip 
lines . . . everything! Maybe this ain’t hay 
to you dealers, but it is only a drop in the 
bucket compared to the combined require- 
ments of all our armed forces. You can 
readily see why it has become increasingly 
dificult to keep your jobbers stock amply 
supplied. 


The fine Manila Ropes we sold you be- 
fore Pearl Harbor—AMCO ALL-Weather 
TREATED — AMERICAN SUPERIOR — 
CLIPPER—PENNANT—all have gone to 
war. We are doing our best to supply you 
with good substitute ropes. There are none 
better made and in post-war days there will 
be no better rope than that “Made by 
American.” See your jobber. 


The Rope Conservation Campaign, sponsored 
by the Cordage Industry, is making avail- 
able a booklet "14 Ways To Make Rope 
Last Longer.” Write us for your copy today. 


AMERICAN ROPE 


MANILA 


SISAL JUTE 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis 4, Missouri 
Sales Offices: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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HOW ABOUT 9 
YOUR PLANS = 


Smart retailers are laying their 
peace-time plans, not for the 
mad scuffle for business imme- 
diately following the armistice, 
but for the long pull... the 
years ahead when a well-en- 
gineered product, intelligently 
advertised and promoted, will 
pay off in a big way. 

In behalf of such dealers, our 
board of strategy is trying to 
work out ‘special plans. If you 
are thinking of genuine ‘’Phila- 
delphia’’ Mowers in terms of 
the long pull, let us know now. 
There is no obligation, but it 
will give you priority when the 
tush starts. 





We had hoped 


to make ita 


REAL PARTY 


A Diamond Anniversary—and no lawn mowers. 
What a dilemma! Since 1869—that’s 75 years ago 
—genuine ‘‘Philadelphia’’ Lawn Mowers have been 
a faithful servant to one generation after another. 

Right now we are preoccupied with sterner tools 
of war that are helping to mow down the enemy. 
But we are planning for that day when all our re- 
sources will be swiftly mobiljzed for the drive on 
Deferred Demand. 

When that day arrives, ‘‘Philadelphia’’ will be 
ready with a top line of mowers that will bring you 
worthwhile business. 





fladdlphin 


LAWN MOWER & MFG. CO. 


18th and COURTLAND STS. PHILA. 40, PA. 
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SCYTHESTONES ™™ 


FOR JOBBERS AND RETAILERS IN 1943 
Se Get Aboard for 1944 


This Gold, Red and Black Display which ‘“‘pioneered”’ the merchandising 
of scythestones will go on increasing sales and profits for the Hardware 
Fraternity this year too. 








33 Stones — Price range 10c to 30c 
(all plainly marked) 


4 Types, including 2 big dollar files 
(2 artificial, 1 natural, 1 fabricated) 


6 Shapes and weights 
(You can suit everybody ) 


All in one convenient fibre carton, total weight 24 lbs. 


“Suggested resale $7.65 *Dealer cost $4.97 





Order as early as possible—It helps us to help you 


BEHR-MAN NING siisicr or norron comm TROY, N.Y. 
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1944 


d YARD PLANNING 


Calls for 


STANLEY 
HARDWARE 


These confining war days have won 
néw respect for cool, screened porches 
and attractive, practical yards fenced in 
for privacy. This trend won’t be neg- 
lected when new home or home addi- 
tion plans are carried out. Greater 
attention will be given to “making 
things livable.” And you may be sure 
that well-known, long-serving Stanley 
Hardware will fit into this picture. 

Stanley items for doors and screens, 
and in-the-yard uses will be a leading 
springtime offering by dealers as soon 
as volume manufacture is permitted. 
Capitalize on porch popularity and 
Stanley quality in your post-war sales 
plans. The Stanley Works, New Britain, 
Connecticut. 
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This full page color 
advertisement is ap- 
pearing in the Feb- 
ruary issue of Ladies’ 
Home Journal out in 
January. 





These Leading National Magazines Will 
Carry “U” Plan Advertising in 1944, 


SATURDAY EVENING POST LOOK 

GOOD HOL SEKEEPING McCALL'S 

LADIES’ HOME JOURNAL AMERICAN HOME 
WOMAN'S‘HOME COMPANION PARENTS’ 

BETTER HOMES & GARDENS SUNSET 

FARM JOURNAL & FARMER'S WIFE HOUSE BEAUTIFUL 
ELECTRICITY ON THE FARM HOUSE & GARDEN 
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You must be identified as a “U” Plan for ‘““V” Day dealer mow in order to cash in on Universal's 


big post-war planning campaign which is sweeping the Nation. 


Thousands of dealers have already signed up. Don’t sit back. Act today! There is no time to 


lose. Universal’s big full-page consumer advertising program in color appearing in 14 lead- 
ing national magazines starts in the February issues of Ladies’ Home Journal and McCall’s on 
the stands in January. Forty million messages like these in 1944 will establish your store as 
Post-War Planning Headquarters. It costs you nothing. Do your part now! 


HOW TO BECOME A 
“U” PLAN DEALER! 


1. To become a “U” Plan for “V” Day dealer today, 
contact your nearest Universal distributor. Simply 
say, “I want to become a ‘U’ Plan for “V’ Day dealer.” 
The “U” Plan has been contributed by Universal 
in the interests of down-to-earth post-war planning 
and is available to all dealers in the industry. If you 
don’t know who your distributor is, wire or write 
Landers, Frary & Clark, New Britain, Conn. 


2. Take the first step now. Clip the coupon in this 
advertisement. Send it to Dept. HA, Landers, Frary 
& Clark, New Britain, Conn. and you will receive 
by return mail a complete Plan Book which explains 
the “U” Plan for “V” Day and tells how to make 
it work for you. 


3. Next secure your free promotional package 
from your nearest Universal distributor or direct 
from us at the factory. This package contains every- 
thing necessary to identify your store as “U” Plan 
Headquarters — identification decal, blow-up of 
national advertising, consumer folders, War Bond 
envelopes, priority certificates, ad mats, window 
banners and counter cards. 


Ask yourself—can I afford to miss tying in with the “U” 
Plan for "V” Day. Universal is contributing the Plan, the 
National Advertising, Plan Books and Promotional Pack- 
age. You invest no money—you merely fill out the coupon 
to get started. Do it now! 


CAPITALIZE ON THIS 
BIG OPPORTUNITY! 


1. Thousands of customers right in your commun- 
ity are being prompted in Universal advertisements 
out in January to crystalize their post-war thinking 
now and to discuss their post-war purchases with 
you. But you must do your part. Identify your store 
today as “U” Plan Headquarters. Send for the free 
Plan Book and promotional package. 


2. After identifying your store with “U” Plan 
decal, window display, counter cards and banners, 
prepare your priority or prospect system. Be ready 
to intelligently discuss your customers’ post-war 
needs with them. You can clearly define their wants 
and then translate them into potential post-war 
orders on your books. 


3. Get set now to capitalize on store traffic for im- 
mediate sales of available merchandise and appli- 
ance servicing. Instruct sales groups in the best 
method of utilizing the “U” Plan. Arrange store 
displays to attract attention. “U” Plan promotion 
will direct customers to your store. It’s up to you to 
capitalize on their post-war interest. 


LANDERS, FRARY & CLARK 
New Britain, Conn. 


Dept. HA 








UNIVERSA 


LANDERS, FRARY & CLARK © NEW BRITAIN, CONN. . 








} Gentlemen: 
Please send free “U” Plan for “V” Day Plan 
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BUILDING 
YOUR 
AFTER-WAR 
SPORTING 
GOODS 
SALES 








SLEEPING BAGS 


Winning the war comes first—then 
an outdoor-sports-minded America 
will turn again toward peaceful 
haunts on unbeaten trails. New 
equipment will be first on the want 

- list of the millions whe love to fish, 
hunt, camp and travel in the great outdoors. And when they see this new 
lighter, warmer, more compact Ta-Pat-Co sleeping bag, it's mighty apt to 
top the list. It's one of the Ta-Pat-Co sleeping bags designed for soldiers. 
That means weight and bulk are reduced to the very minimum without 
sacrificing warmth and comfort. It means, too, that when peace-time 
production is again resumed, this new Ta-Pat-Co will be a leading seller 
with sporting goods dealers the country over. Advertising in national out- 
door magazines is now building after-war sales for you on this sleeping 
bag and other Ta-Pat-Co outdoor sports equipment. Your wholesale sporting 
goods distributor will supply you with Ta-Pat-Co when it is again available. 


ine. 





TA-PAT-CO STAY-A-FLOAT HAS GONE TO WAR 


Thousands of unfilled orders for STAY-A-FLOAT were 
on hand when our factories went exclusively on 
war work. When peace-time returns this famous 
patented life-save and swim-vest will again make 
water sports safe for young America. 

















TA*PAT*CO KAPOK PRODUCTS 


Life Save Vests - Duck Hunters’ Life Save Vests 
Child’s Swimming Belts - Life Save Cushions 
Toboggan Cushions - Ring Buoys - Boat Fenders 

Camp Mattresses - Parkas - Sleeping Bags - 


+ Camp Cushions 
Dog Mats 


‘THE AMERICAN PAD & TEXTILE COMPANY | 


GREENFIELD *% OHIO 


in peace and in war, the leading manufacture | 


of Life-Save Equipment and Sleeping Bags 
8 


+ Stay-a-Float | 
+ Outing Cushions | 








helps manufacture 


the PEACE! 
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To help speed the day when we 
may all “go fishin’, huntin’ or roller 
skatin’”, our Union Hardware crafts- 
men are working night and day. 
They’re making millions of war prod- 
ucts, some of which call for advanced 
techniques and almost unbelievable 
precision. 

Come Peace, you'll profit more than 


ever from UNION HARDWARE Values in 


Roller and Ice Skates 
Fishing Tackle 
“Chisels and Screwdrivers 
“Hack Saw Frames 
Gun Implements 


* Available on Priorities. 


IN “UNION™ THERE IS STRENGTH 


BEVEE e w 
HARDWARE COMPANY 
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NEW YORK OFFICE ISi CHAMBERS ST T 
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anuary 1944... the lead-off leaf of a momentous twelve-month 
era that may well be the 194X for which America prays. Ushered in by greetings, 
mindful of the war, January’s expressed holiday hopes, and the keystone of its spirit, 


were for Victory in 1944! May this dawning new month therefore, further inspire 


\merica’s illustrious leadership... its President... its Congress... its People. Certain 
nmr 


are we, that when the month's plans are joined for the record, they will reveal 


that America— and the world of free men were brought closer to their objective! 


ENGLISHTOWN CUTLERY, tin, 28 tin WUSian Sst ienty 


wow 
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CLIMAX 


Wall Paper Cleaner. 


protects your profits 
and your good will 


Demand for wall paper cleaner this Spring will 
be tremendous. You'll be able to sell all the 
Climax Wall Paper Cleaner you can get — and 
you should get all you can because Climax is 


A familiar brand used in millions of 
homes—advertised everywhere year 


after year. a 


Packed in wide-mouthed glass jars 
to insure dependable keeping and 
cleaning quality—protects you and 
your customers. New 34-ounce size. 
* 
Hardware men rate highest among retailers 
for responsible and informative service to 
customers. You know Climax and can recom- 
mend it. Order from your jobber and ask for 
earliest possible delivery. 


CLIMAX INDUSTRIES, INC. 
CLEVELAND 2, OHIO 











WALL PAPER _— 


CLEANER | 


' NG 
MPROVED To REDUCE CRUMBI 
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HERE'S YOUR FUTURE’S 
HIGH PROMISE FOR 
QUICK SALES AND 
PROFITS!... 














@ The high unit-sale and quick profits from Milapaco “handy pack 
department” is something worth remembering for future promotion. 
Leading stores today have already proved it an effective spotlight in 
paper specialties promotion—an “outstanding merchandising idea” 
for quick results and steady repeat sales. Covering popular mer- 
chandise—famous Milapaco lace paper—colorful “bargain” pack- 
ages—dramatic, traffic-stopping point-of-sale display, it will ef- 


fectively boost your unit sale to much higher dollar volume. 


@ That’s a promise we would like to make good TODAY, bur 
Milapaco lace paper place mats and doilies in the sales-producing 
“HANDY PACK” are on the restricted list now. When more are 
available later, be sure YOU take advantage of this fast-turnover 


promotion. 


Milapaco 
HANDY PACK 


Modern, colorful dis- 
play package for your 
“Handy Pack Depart- 
ment.’ Contains 100 
each of a single de- 


sign and size of Mil- 





apaco lace paper 
place mats and large 





doilies, ond 150 of 
the 5”, 6” and 8” 
doilies. 


~-"* Priced —25c to 89c. 


° 
Ca 


BUY MORE WAR BONDS NOW .. . PLAN FOR 
A Milapaco HANDY PACK DEPARTMENT later. 


MILWAUKEE LACE PAPER CO. 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Established in 1898 


Mitapaco 





LACE PAPERS OF CHARACTER 








-HARDWARE AGE JA 








4 
> 
r 














Offices or Werehouses: 
New York City, N. Y. 
FAaaNK €. WOLCOTT Chicago, Hil, 


~. THE SILEX company 22 


THE SMART WAY TO MAKE COFFEE 











HARTFORD, CONN. 
December 27, 1943 


To All Silex Distributors:- 


As the year comes to an end, with problems shared by all, we can at 
least say "it might have been worse." 


Certainly the news from abroad -- the strong offensive of our gallant 
fighting men -- increases the urgency of our effort to build at home, 
for the day when they return. 


We face 1944 with assurance that the end is in sight. Having unusual 
problems -- we have met them and profited by the experience. 


Industry, as a whole, both in war production, and in consumer 
production, has done a magnificent job. We, at Silex, like to feel 
that we accepted the full measure of our responsibility -- took 
these new problems in stride. We did our best. 


Many of these problems are still with us, and there will be some 
new ones -- but we have '43 behind us and our goals are high. 


Be assured that Silex Leadership will be maintained -- that we face 
the coming year with high hope of outstanding accomplishment. 


To you, our distributor, we express our thanks and appreciation of 
your understanding of the difficult conditions under which we pro- 
duced and supplied. : 


As the days in 1944 lengthen into weeks our appreciation will be 
demonstrated by practical and tangible plans for outstanding 
promotion of the Silex line. 

It will be our continued, and constant, endeavor to give you the 
best in service, and to maintain our policy of treating all of our 
distributors alike. 


Success to you in 1944 and in the years to come. 


Sincerely yours, 








CB 


We reserve the right to meke witeble substitutions of Metels or other Materials depending upon their availability. 


OUR TRACE MARE FHEX Whe BE PROTECTEO 
ass COM wants 
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President “” 
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A Margin 


BEYOND THE CALL 
OF NORMAL SERVICE 

























@ Now at a time when we are being urged 
to ‘“‘conserve, and make-do”’ many civilian 
essentials, merchants who were far-sighted 
enough, before war restrictions limited 
sales, to have placed QUALITY first in 
importance, will be remembered—favor- 
ably. The word conservation itself implies 
that the thing being conserved retains 
enough of its original value to make re- 
pairing practical. The extra quality woven 
into Cortland products allows for just such 
a margin of usefulness in an emergency— 
a margin even beyond what is called 
“Standard Practice.” 

Rigid and undivided control of all 
phases of manufacture—in one group of 
mills—from scientific selection of raw ma- 
terials to the weaving and coating opera- 
tions—gives to every Cortland product a 
long life and a useful one. 

It will pay you to remember this fact 
when we again are able to ship you all the 
wire screen cloth, hardware cloth and 
netting you desire to buy. 


WICKWIRE BROTHERS, INC. 


CORTLAND, NEW YORK 


Cortland Brands 


WIRE—SCREEN WIRE CLOTH 
POULTRY NETTING—NAILS 


You can't be 
tunities! 194 
that results in great 
less current consum 
sell fast. The 
the Industria 


4 models f 


_NOW AVAILABLE 


; cer 
at Electrite Fen 
eature new co 


ers 
farmers favor! 
| Commission © 


MANUFACTURED BY iS. 
ELECTRITE FENCE c0., WHITEWATER, W 4 
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Simplified Stocks 


NDER the Midland Trade- 

mark is a complete line of 
harness hardware and chains. 
Concentrating on such a line 
reduces your investment and 
at the same time gives your 
customers better service and 
wutisfaction. Your trade likes 
the plus quality in design, 
strength, material, and work- 
manship they get in products 
bearing the Midland trademark 
—the result of more than 30 
years of “knowing how.” 


Specify MIDLAND from your 
jobber. 


No. 45 
HEEL CHAIN 


THE MIDLAN 
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Signal Corps Photo 


@ Soon after Pearl Harbor the Japs gobbled up 
the world’s largest sources of rope fibre—the Phil- 
ippines and Java. Other sources have been devel- 
oped, but the country’s stockpile is still critically 
low. It thus becomes the duty of every American 
to learn how to conserve rope—and to show others 
—so that our Armed Forces will have all they need 
to hog-tie the Jap and Nazi thugs. 





Some simple and effective ways to make rope 
last longer are explained in a WPB-sponsored 
booklet, “The Rope You Save Fights For You.” 
ICTORY Free copies are available for distribution to rope 
users everywhere. Write us for as many as you 
need. 


Signal Corps Photo 





COLUMBIAN ROPE CO. 
Auburn, “The Cordage City,” N. Y. 











LUMBIANKope 
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<@q THis ADVERTISEMENT 


has been appearing in leading 
state and national farm papers 
and many Sunday newspapers, 
featuring the popular Monarch 
Humid-A-Heet Circulator now 
available on a limited production 
basis. It is not a special "victory 
model" but a product of standard 
Monarch quality. Write for dealer 
information and prices while stock 
is available. 


See Your Local Monarch Dealer 
or Write Direct to the Factory 


MALLEABLE IRON RANGE CO. 


Beaver Dam, Wis. 
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THE WATERPROOFED 


Paratroopers Suit 


WILL BE IDEAL gs 


DUCK HUNTERS” 


A 
é re 


So said a recent news-item depict- 
ing the post-war world. 


Well, maybe it will. Perhaps we have no 
imagination. But we find it difficult to think 
of post-war duck-hunting and wartime par- 
achuting in the same breath. 


Here, at Lawson, we are not making any 
bathroom cabinets. We are making Some- 
thing-Elses—very different Something-Elses 
—for the use of our fighting men. 


And we don’t think we can adapt them to 
post-war bathroom use. (They just wouldn’t 
fit in a bathroom—or in any other part of a 
house. ) 


We are not happy about not making cab- 
inets. We hope you regret it, too. And you 
know that we will be back in the cabinet 
and other household furnishings business at 
the earliest possible date. 


Meanwhile, even if we LIKED to carry 
water on both shoulders, we don’t quite see 
how that can be done. 









, 
BS 


bE 
THE F. H. LAWSON COMPANY 


Cincinnati, Ohio 








16 








New! Good! Available! 


Dist Scodpeh 


* Eliminates tiresome stoop- 
ing .. . breathing of dust. 










* Handle is hinged to fold 
yet stands upright with- 
out being held. 



















Suggested * Sturdily made of tough 
PA composition and hard- 
» 0 0 wood. 
RETAIL 


* Beautifully finished in 
brilliant red or green. 


Golds 
Blat! 


Can be hung 
up or placed 
flat against 
wall. 


Slightly higher 
west of Rockies 
* Perfectly proportioned! 


11x8% inch dust pan, 
3012 inches high to tip of 
handle. 


ASK YOUR JOBBER 
or write to 


STERN-LOUIS CO. 


121 West Wacker Drive 


Sn 








CHICAGO 1, ILLINOIS 











“DUCK BILL” 


is celebrating the New Year 
£ p= with our fighting 
y forces... 







* DUCK BILL NO-TONE 
BALL COCK ELIMINATES 
OBJECTIONABLE NOISE 


So that next New Year he can be 
taking care of the ‘noise right 








here at home... 








ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Complete Line of 
"Plumbing Goad Since 1890” 
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this Advertisement 
—No. 1 in a new series— 
will appear in several 
Outdoor Magazines during 
January and February. 
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Heres MARKET PLANNING for your 






POSTWAR SALES of MYERS SPRAYERS 


Oo 


Wauted: PERFECT FRUIT 


tge Weu Processed-foods market 









—_—_—_- 


AND IT DEMANDS 


PERFECT FRUIT! 









A HUGE NEW 
POSTWAR MARKET 
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Timely “look-ahead” ads like these 
are stirring up future Myers prospects 


“ Here's just one example of Myers’ big plans for your future 
:\ sprayer Business. We're telling fruit and vegetable growers 
* about the new postwar processing methods being developed 
—the strict quality standards being set — the necessity for 
scientific insect and disease control with dependable, efficient 
» ,. Myers Sprayers. Here again, Myers is first — planning ahead 
{for new and expanded markets — and telling growers to take 
* full advantage of their postwar opportunities by consulting 
Myers dealers now. Myers 1944 sprayer advertising covers 
your sprayer market and is working right now to get future 
sprayer prospects for you. 


THE F. E. MYERS & BRO. COMPANY 


~ Ashland, Ohio 








SPRAYERS PUMPS WATER SYSTEMS are Mel [Rey -Vi 1, icmgelel i 
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Ta-pat-co 


COLLAR PADS 





THE AMERICAN PAD & TEXTILE COMPANY 
GREENFIELD, OHIO 
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Powsnares can cut deeper than swords. 
Empty stomachs are as bad as empty guns when it 
comes to winning a war. The responsibility to keep 
the home plows turning rests largely on the shoulders 
of our 13,000,000 horses and mules. The protection 
of collar pads to prevent lost time from sore shoul- 
ders and Collar-Choke* can make a vast difference 
in the total hours of work they do. By reminding 
farmers to buy collar pads you can help conserve 


horse and mule power to raise the food to win the war. 
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TWO VITALLY IMPORTANT 
NEW YEAR’S RESOLUTIONS 





FOR HOME FURNISHINGS BUYERS: 


I will maintain my department’s volume and profit by 
doing my buying in the market where, despite present 
day handicaps and shortages, I can expect to find sale- 
able merchandise. 


I will cut time-away-from-the-store by doing my buy- 
ing where I can see the greatest number of lines in the 
fewest possible hours. 


I will do a more intelligent job of buying by studying 
at the same time hundreds of related lines. 


I will help ease the railroad’s burden by visiting this 
market when necessary, instead of forcing many sales- 


men to come to me. 


I will do my 1944 buying at The Merchandise Mart. 





FOR MANUFACTURERS: 


I will serve the needs of as many customers as possible 
by displaying my available merchandise in that market 
where the greatest number of buyers can see it. 


I will cut travelling expenses and lower my sales cost 
by making my display space in this market my cen- 
tral, perhaps even my national outlet. 


I will maintain my identity as a leader in the home 
furnishings field through neighborly association with 
the other nationally-known lines in this building. 


Even if I didn’t have any merchandise to sell in 1944, 
I’d take space in the building that attracts 400,000 
buying visits annually from every state in the Union. 
I’d be making friends for tomorrow! 


Yes—my doors will be open, every business day in 1944 
—in The Merchandise Mart. 





The Merchandise Mart Buyer's Guide, 
mailed on request to accredited retailers, 
lists over 5600 lines of merchandise now 
represented in this building. 





INTERNATIONAL 
HOME FURNISHING 
MARKET - Jan. 17-29th 


Though 97% of The Merchandise Mart’s 
three million square feet of rentable floor 
space ds now occupied, desirable units are, 
from time to time, available for manufac- 
turers planning for Tomorrow. 








THE MERCHANDISE MART 


The Retailer’s Department Store - Wells Street at the River « CHICAGO 
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Practically 
a parade... 


of CUSTOMERS |! 
of SALES | 
of PROFITS ! 
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Profit-proved DEH YDRAY 
can be the “bread-and-butter” 
backbone of your PAINT 
department! 


Why take our word for it? We're naturally preju- 
diced. Listen to what a dealer in Blair, Nebraska 
says about DEHYDRAY — the dehydrated flat 
wall paint: ‘We would have been having a difficult 
time making our paint department pay if it had not 
been for this wonderful introduction of a dehydrated 
form of water paint.” And a hardware dealer in 
Chicago writes: ‘I have carried this product ap- 
proximately three months and have turned my stock 
six or seven times!” 
DEHYDRAY — the most advanced type of modern 
water paint — is backed by strong national adver- 
tising in American Home, Better Homes and Gar- 
dens and Successful Farming. 
Since this paint is completely dehydrated, your cus- 
tomers pay for no water —they use their own. 
Packaging and shipping costs are less expensive — 
you can save your Customers money! 
DEH YDRAY 
® easy to mix 

easy to apply 

can be used on any interior wall surface 

ideal over wallpaper 

only one coat needed 

dries in one hour 

12 exquisite colors 
Get your share of the business this popular paint is 
creating all over the country — cash in on greater 
profits! Made from non-critical materials, you are 
assured of a steady supply. Start the parade today 
by ordering DEHYDRAY. 


DEVOE PAINT 


The 190th Year of the Oldest 
Paint Maker in America 


FIRST AVENUE AT 44th STREET, NEW YORK 17, N.Y. 


“RETAILS FOR 
$155 
PER GALLON 


(5 Ibs. make one liquid gal.) 














If you are one of the fortunate dealers who 
have sold space heaters, water heaters, and stoves 
equipped with “DL” Float Valves in the past, 
you already know of the ease with which these 
accurate and reliable valves may be cleaned and 
maintained—important these days when so many 
service men have been called away for work 
in war plants or to fight with our armed forces. 


Nearly seventy years’ experience in the man- 
ufacture of precision products for many indus- 
tries has given us the “know how” when it comes 
to designing and making controls for the oil 
burner field. 


In the future, when oil burning equipment is 
again available, be sure to look for the “DL” 
trade-mark on the float valve when you are de- 
ciding upon which line of equipment to sell. 


is Ammunition 
use 17 WISELY! 
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KEEP MOTORS YOUNG and HEALTHY with evex< 


January starts a mew year, but don’t forget that means EVERY 
motor in trucks, tractors and passenger cars is at least a year 
older. And, as motors get older, maintenance gets tougher. 
Yet, every one of your customers faces the stubborn fact that 
present vehicles must go the distance—or else! 


You can look to WIX confidently to handle the big prob- 
lems of really effective lubrication and maximum oil life. For, 
these new day cartridges in oil filters help keep aging wartime 
motors young and healthy. In many big time fleets and on 
thousands of farms where lay-ups for valve, ring and piston 
jobs are Jess, you'll find more and morg WIX Filterefils going 
into lube line filters. WHY? . . . because they cost less and 
Do More—LONGER! To you as a merchant, WIX Filterefils 
represent a fine sales opportunity . . . many alert hardware deal- 
ers are cashing in on them now. For, they service ALL popular 
oil filters—ONE LINE covers every demand. Ask your jobber 
or write us direct for the facts. 





WIX ACCESSORIES CORPORATION ¢ GASTONIA «© N-C: 


WAREHOUSES: NEW YORK ® CHICAGO ® KANSASCITY,MO. © MINNEAPOLIS ® DALLAS ® LOS ANGELES @ SAN FRANCISCO 
CANADIAN FACTORY: WIX ACCESSORIES CORP., LTD. 161 BAY STREET, TORONTO. ONTARIO 
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WE WERE HERE — YESTERDAY 
WE ARE HERE — TODAY 
WE WILL BE HERE — TOMORROW 


Representing 


SOME OF AMERICA’S MOST PROMINENT MANUFACTURERS 


Serving 


THE LEADING DISTRIBUTORS IN THE PACIFIC COAST AREA 





Time Changes Everything —Except Basic Principles. 
Intelligent, Helpful Service and Honest Dealings Are 
Basic—and Survive War and Disaster. 





The Critical Hour Is Here! We Attack the Enemy 
By Sea, Land, and Air. Qur Bit Is Not Enough 
Now. We Must Do Our Best. Also Invest All 
Surplus Funds In War Bonds. 





McCuNE—MERIFIELD Co. 


Manufacturers’ Representatives 
SEATTLE -- SAN FRANCISCO — LOS ANGELES 
* 


Com plete Sales Coverage in the Pacific Coast Area 
for Manufacturers Serving Distributors 


x 
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* STAR RANGES HAVE BEEN LEADERS SINCE 1895 & 
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Robert M. Fogel, buyer and department manager, housewares and appliances, 
Crowley, Milner & Company, Detroit, Michigan 





“DVS ranges have been a source of 
customer satisfaction for 16 years” 


Crowley, Milner & Company is as much a part ment manager, housewares and appliances, 
of Detroit as are the people themselves. And for this famous department store: 
the people of Detroit are as loyal to Crowley, 


: : “D f 
Milinar és thoy ase 06 thale baleved olty. VS ranges have been a source of complete 


satisfaction to us for over 16 years. There are 
Says Mr. Robert M. Fogel, buyer and depart- two reasons for this: first, the ranges them- 
selves are more than satisfying to our cus- 
tomers; second, our treatment by and associa- 
tion with the DVS organization leaves nothing 
to be desired.” 







Crowley, Milner is one of our direct dealers 
with whom it is a privilege—and mutually 
profitable—to do business. 




























A BORG-WARNER INDUSTRY 


*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN * 
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I’ve an idea that much of what I hear about the 
new synthetic tires is pure guesswork instead of 
fact. The multitude of statements claiming to 
present the truth about synthetic rubber all vary 


greatly. [t's so confusing. 


You hear rumors everywhere that synthetic 
tires will not give good service—that inner tubes 
can’t be made of synthetic rubber; and if they 
are, that they will tear to pieces when punctured. 
I hear that synthetic tires won’t hold up under 
full loads—that treads crack and split—and that 
they run hotter than a fire cracker, generally 


blowing out like one, too. 





Gossip also is going around that synthetic tires 
don’t stand up at regular highway speeds—that 
American manufacturers have not been able to 
perfect the synthetic rubber tire—and that the 
synthetic rubber program is as yet not a complete 
solution of the tire problem. 

I'd like to know the honest truth about 
synthetic tires—some of the facts derived from 
someone’s actual experience with them—then I'd 
know better what to advise my customers. I could 
tell them what to do and what not to do—and 
what to expect. 

Possibly you can lead me out of this synthetic 
fog. If so, you certainly will do me a great favor. 


THE MANSFIELD TIRE & RUBBER 


MANSFIELD, CENTURY, 
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Part of what you hear about synthetic tires may 
be true — a lot of it, isn’t.-I size it up mostly as 
back-track talk covering up for claims which 
were too bombastic in the beginning. And I 
think you will agree that’s no way to build any 
customer’s confidence. 

For me, I’m glad I’m selling synthetic tires 
made by Mansfield. I was told from the start 
that synthetic tires,no matter what make, are 
not yet an improvement over tires of natural 
rubber. I was told frankly that synthetic tires 
are as yet emergency tires, but if sold, cared for 
and used properly, they would give a good 
account of themselves. 


Of course, as the factory recommends, I have 
told my customers not to overload, to check 
inflations regularly and to observe Government 
driving speed regulations. Those of my customers 
who have complied with these precautions have 
had no cause for complaints about the synthetic 
tires I have sold them. 

I know that Mansfield has had more than a 
ring side seat in synthetic progress—in fact, they 
have been right in the arena of all of today’s 
synthetic tire development. And when I was told 
that their synthetic tires were ready for the jobs 
expected of them, I believed it, and now my 
experience certainly has borne out that belief. 


COMPANY, MANSFIELD, OHIO 


RICHLAND, UNITED 
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America’s Fastest Selling 


DRAWING INSTRUMENTS 














Now we are able to offer the trade MAXIMUM whole- 
sale discounts on CHARVOS Drawing Instrument Sets, 
so greatly in demand by War Industries, schools, artists, 
and draftsmen all over the country. : ; 
The complete line listed below is now available in any 
quantity, for immediate delivery from stock, at discounts 
which afford you worth-while profits. ; 
Cash in on the present peak demand for Drawing Instru- 
ments by stocking at once this popular, widely-advertised, 
fast-selling Charvos line. 

Write, wire, or phone your orders today! 
Set No. 612—containing: 
Compass, 6”, Straighten- 
ing Device with Pen and 
Pencil Parts and Length- 
ening Bar. 
Ruling Pen 5%” 
Bow Pencil, 3%”. 
Bow Pen, 3%”. 
Screw Driver with 
Needles and Leads. 
Velvet Lined Two Flap 





Pocket Case. 


Price $10.80 each DISCOUNT: 40% 


Set No. 614N—containing: 
Compass, 6”, Straighten- 
ening Device with Pen 
and Pencil Parts and 
Legthening Bar 

Ruling Pen, 5%”. 
Divider, 6” with 
Straightening Device. 
Bow Divider, 3%”. 
Bow Pencil, 3%”. 

Bow Pen, 3%”. 

Screw Driver with 
Needle and Leads. 
Velvet Lined Two Flap 
Pocket Case. 


Price $15.00 each DISCOUNT: 40% 


Set No. 814—containing: 

Compass 6”, new stream- 
lined design with knuckle 
joint in each leg, 
straightening device, 
head adjustable for de- 
sired tension; Pen and 
Pencil parts. and Length 
ening Bar 

Divider, 6”, equipped 
with micrometer adjust 
ment and tension adjustable head. Bow Divider, 3%” center wheel 
adjustment. 

Bow Pencil, 3%” center wheel adjustment 

Bow Pen, 3%” center wheel adjustment. 

Ruling Pen 5%”, octagon shape carbon steel with hand finished point. 
Serew Driver, Needles, Leads, and Parts. Velvet Lined Two Flap 
Pocket Type Case. 


Price $18.00 each DISCOUNT: 3314% 
WRITE FOR ADDITIONAL DISCOUNTS ON 
VOLUME ORDERS OVER $1,000 NET. 


Your orders, large or small, will be filled promptly 
and carefully from one of America’s largest stocks of 
drawing instruments. 


Write! Wire! Phone! 
— The Department Store of Art Materials 


(7) ARTHUR BROWN & BRO. 
67 West 44th St., New York 18, N. Y. 
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GRIFTIN 
HINGES 
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Buy Bonds 


GRIFFIN 


Manufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Ciliates St. 
SAN FRANCISCO: 703 Market Se. 
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The essential job—with priority 
= ee ann be served! 











HIS is why the government 

has released certain products 
of the National line for produc- 
tion to meet these urgent require- 
ments. Perhaps many hardware 
requests you receive from your 
trade are classed as essential 
construction projects, mainte: 
_ nance or repair for which priority 
ratings can be furnished. We shall 
be pleased to fulfill your requests 
to the best of our ability. 


Natienal 


We sincerely regret that for the 
present all orders must carry a 
priority rating, but we look for- 
ward to the fast-approaching day 
when we can again serve you as 
before from unlimited stocks, 


and quickly too. 


Plans here at National have been 
made well in advance for the post- 
war boom in the building field, 
and rest assured that not only will 
our increased production facili- 
ties be ready on time but many 
new materials and products will 
greet patient and loyal dealers 
who have kept faith in National 
Builders’ Hardware. 
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BUILDERS’ 
HARDWARE 

















oo Te ape tt ee ae Tie te 















somata 
Naas ane 








NATIONAL MANUFACTURING COMPANY STERLING 


JANUARY 6, 1944 


29 


















FEATURES 


coupling. 
2. Renewable impeller wearing ring. 
3. Renewable guide bushing. 


casing. 


People who plunk the cash on the counter 
for pumps and water systems want VALUES! 


VALUES are not “cheap prices” or “cheap 
talk’’ that mean nothing to the buyer. 

REAL values are FEATURES engineered to 
give the customer what he wants, namely— 


Running Water in the required amount at 
the needed time at low cost per gallon. 


1. Shaft with true aligning compression type 


4. Patented sealing packer for single pipe ejector. 
5. Threadless pressure pipe connection in pump 


6. Automatic regulator on every pump. 
7. Quiet operation—only one moving part. 





Deming Pumps and Water systems are 
ENGINEERED — not just built—to assure 
your customers the MOST REAL VALUE 
for every pump dollar. 


With the COMPLETE Deming line and the 
VALUES built into every Deming Pump 
and Water System, you have what it takes 
to SATISFY EVERY CUSTOMER! 








THE COMPLETE Line 














PUMPS AND WATER SYSTEMS 

















The Deming Company - Salem, Ohio 
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1 Milk at - = —< —_ 
ing—it a favorable effect 
on milk “let-down.” 





Have everything in readiness. 
Avoid noise and confusion. Do 
mot attempt other jobs at the 


E LAVAL Dealer service includes the rendering of mechani- 

cal service of the highest degree of efficiency to De Laval 

Separator and Milker users . . . and goes far beyond, to make sure 

that De Laval users are shown . . . and know how .. . to use their 
machines so as to obtain every possible advantage. 


For instance . . . the De Laval Speedway Method of Fast 
Gis seth GAdin wa eth en’ Milking, which is a simple, practical 6-step routine for improving 
wits dabae the milking operation, is being demonstrated by De Laval Dealers 
to milker users in order to help them obtain even better milking 

results. This method is illustrated and described at the left. 


Many dairymen throughout the country are now using the 
De Laval Speedway Method of Fast Milking with splendid suc- 
cess. It combines fast milking with improved sanitation. It saves 
time and labor . . . results in healthier udders . . . and reduces 


Draw a few streams from each the amount of strippings. 
warter into strip cup. Inspect 
or abnormal milk. 





Any dairyman using a milking machine can improve his re- 
sults by following the De Laval Speedway Method of Fast Milk- 
ing. It is most effective, however, when used in connection with 
the De Laval Milkers, which are designed and made for fastest, 
best and cleanest milking. 


ee ee 


Next apply teat-cups immedi- TH & 


ately. Toke full advantage of 


ek’ “lerdowst® induced” by » ee 
ao << Ae : LAVAL \ 2 
“SPEEDWAY METHOD (crm 


ay 


RM acs, \_OF FAST MILKING /;,, 
a eS - Min, 


hand or machine. 


THE DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 CHICAGO «¢ SAN FRANCISCO 19 
165 BROADWAY 427 RANDOLPH ST 61 BEALE ST. 
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Post-War Customers 


In the Making 


HEL’S 16, Betty 14. Now that I’m working six days 
a week making bombs for Berlin, they've taken over 


in the kitchen. After school the girls do the marketing 
and cooking, and I must say their home economics class- 
es have taught them to turn out first class meals. . . 
with all the vitamins and calories we need to keep going. 
Of course, I'm willing to give our Grand Range a big share 
of the credit too, and the kids handle it like veterans. We 
plan to get a shiny new up-to-date model when the war's 
over. Then, too, it won't be long until Ethel and Betty 
will be marrying and setting up homes 
of their own. I'm sure that with the won- 
derful experience they've had cooking at 
home, they'll insist on Grand Ranges too. 


WHEN PEACE COMES...1T WILL BF GRAND 


Daand 








PRE-INVENTORY 
of PRISCILLA WARE? 
















A "pre-inventory” is a detailed list of some- 
thing you haven't got—but hope to get! And 
right now is a good time to make up your 
pre-inventory of PRISCILLA WARE alumi- 
num utensils . . . for V-Day delivery. 

We're inviting your merchandise reserva- 
tions on that basis today . . . because all of 
us realize that the post-war demand for alu- 
minum utensils is really going to be some- 
thing! Manufacturers’ production facilities 
will be taxed to the limit. Initial deliveries 
will probably have to be rationed and a 
policy of “first come, first served” will be 
the general rule. 

Established Priscilla Ware dealers . . . those 
who have sold and pushed this uncondition- 
ally guaranteed line in the past . . . will logi- 
cally receive No. 1 consideration. But we ex- 
pect to have sufficient first-run production to 
supply many more independent dealers. 
This is our invitation to you to join the V-Day 
ranks of Priscilla Ware Dealers...in advance 
of the time when you can start selling our 
merchandise across the counter. Please make 
it an “R.S.V.P.” acceptance. 

Leyse has “played ball” with you during the war pro- 
duction tie-up by supplying you with “fill-in” merchan- 
dise. Let's keep on playing ball with each other. 


LEYSE ALUMINUM COMPANY 


Kewaunee 1! Wisconsin 





HARDWARE AGE 






































\CALLYOURJOBBER 


For These Other 
So-Lo PROFIT-MAKERS 


xk 
STAIR TREADS 


e Waterproof 
e Washable 

| @Non-Skid 
eEasy to 
Apply 


9x18 FLAT 
Retails..10c 


9x18 NOSING 
Retails..20c 


9x24 NOSING 
Retails..30c 


A BIG 
SELLER! 


kk 
PORCELAIN GLAZE 


WHT Se ==] Whitens chips, 
| cracks, dark spots 
on porcelain or 
enameled sur- 
faces. 

Retails. ...+.10¢ 


kkk 


BLUE BOND 
RUBBER 
CEMENT 


World's Largest 
Selling Rubber 
Cement 
Retails........10¢ 


kk 
RUBBER- 

TO-METAL 
CEMENT 


Attaches rubber to 
metal, glass, wood, 
etc. 

Retails for....+ 10¢ 


xk 
IMMEDIATE 
DELIVERY 


ANY QUANTITIES 


OF THESE FAST 
SELLERS! 


















Important Announcement 














































So-Lo Kit contains large 
can of So-Lo Plastic, 
tubeofSo-Lo Blue Bond 
Rubber Cement, and 
Roughener. Retails 
for 29c. 


At iast we can announce that we can 
make immediate shipment of large quan- 
lities of famous So-Lo Repair Kits! To- able sales So-Lo is enjoying everywhere, 
day we are nearly caught up with orders. from coast to coast. Stores will welcome 
We have a huge stockpile on hand, and__the news that they can now depend on 
we are rapidly building up our inventory. this accepted, fast-seller to satisfy the 
Now we can keep pace with the remark- mounting demands of their customers. 






















Nationally Advertised! FEATURE FOR PROFITS 

SO-LO is a household word in millions For 15 years So-Lo has been the MILLIONS USE 

ot hommes, Centoeies,cenans, open neon. quickest and best way to repair So-Lo for 
user tells another. And year after year anything made of rubber, leather, 
pedo tpn Fp vy we ty 4 and cloth. The war introduced 
all America. So-Lo ” pine So-Lo to millions of new users, sud- 
Zerventiy used follows: denly faced with the need to keep 
Better Homes & Gardens in repair their rubber tires, shoes, 
Potent outer Mechanics raincoats, boots, and hundreds of 
ow Seo otherarticles. Morethan 20,000,000 
Foouigy Somes ) Bigathly packages of So-Lo have been sold. 
yLutdoor Life For you, So-Lo means certain, 
Christian Science Monitor constant profits—AND NOW YOU 

pity -—% CAN GET ALL THE SO-LO YOU made of rubber, 

Successful Farming CAN SELL—-IMMEDIATELY! See, ee 
Act now to stock up with So-Lo! - 
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Se e@e eee eee ae eee eaeeaeaeaeaaae a 
So-Lo Works, Dept. G.A.-31, Loveland, Ohio 


Gentlemen: 


Please ship me at once............. dozen 29c 
So-Lo at $2.32 per dozen. Bill through my jobber. 


Name 
Address 


City a~ hee State 


Loveland, Ohio BiZigwe 
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CLOSED-BACK Wi , —— Kare 
with Steel |-Beam Handle rN %, of 
v oA Goality ead at My Dy" Asn nee 
MEETING EVERY HARDWARE ae a4 : 
iM ai] win "ee PAT OFF 
NEED OF QUALITY, CONSTRUCTION, y/ 


PRICE 





Stee, tf OE AM HANDLE 
sewed dente yee give 


xtra-strength and max ‘. 
A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY IN SHOVELS, SPADES AND SCOOPS 
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1944 Is Here! 





It should be a year of victory 
and a year of post-war planning 


A. these com- 


ments are written 1943 is 
drawing to a close. The new 
year is upon us. The passing 
of 1943 closes a momentous 
year, one of great historical 
importance in the world’s af- 
fairs and a period of strenuous 
experiences which should en- 
rich our memories and better 
equip all of us to face the 
near-at-hand future. 

1944 is heralded .as a vic- 
tory year. All signs point 
clearly to a victorious finish 
of the European phase of the 
war some time this year. Win- 





ning the war is and must con- 
tinue to be the number one 
assignment for all Americans. 
There can be no compromise 
with that determination—nor 
should there be any let-up in 
our determination to also win 
the peace when victory at arms 
is achieved. 

For those of us who remain 
in the civilian ranks, there is 
a two-fold obligation and op- 
portunity. We must protect 
the war-time civilian ecoaomy 
and prepare for the post-war 
period. As we have remarked 
on several previous occasions, 
those wholesale and _ retail 


hardware distributors who 
have survived to date will un- 
questionably stay in business 
for the duration and be “on 
deck” for the immediate post- 
war era. The real acid test 
they face will come when the 
inevitable post-war boom sim- 
mers down to the equally in- 
evitable “normalizing” of de- 
mand, buying power, employ- 
ment, etc., that will come after 
the first flush of active and 
relatively easy money passes. 
It will be then that the 
thoroughbreds will hold their 
heads high with the confidence 
and assurance that comes from 
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knowing that a good job has 
been done and that a full 
measure of paid-for service 
has been rendered, 

The good will or ill will 
that distributors develop and 
maintain between now and the 
close of hostilities will be a 
vital factor in the “post-war 
and after era.” The same is 
true of manufacturers’ rela- 
tions with their trade custom- 
ers. 

The post-war era promises 
some new and very formidable 
competition for the hardware 
trade. Consumer cooperatives 
are growing very rapidly and 
are planning on more com- 
plete “hard-lines” for their 
wholesale and retail units. The 
mail order houses have plans 
for heavy expansion in the 
branch retail store field. Sev- 
eral tire companies have de- 
cidedly ambitious programs, 
already under way which, in a 
measure, present the most 
threatening of all post-war 
competition faced by the hard- 
ware dealer. 

The tire company chains are 
most threatening competition 
because the prime interest of 
their sponsors is to have prof- 
itable and assured outlets for 
tires and related rubber prod- 
ucts of their own manufacture. 
The other phases of their re- 
tailing activities are relatively 
incidental to this major objec- 
tive of protecting their major 
and original business. Such a 
situation could easily lead to 
difficult price competition in 
the post-war period. 

The various hardware, tool, 
housewares and paint manu- 
facturers who sell these tire 
company chain stores their 
non-rubber products can only 
do so with the full realization 
that they are aiding a new 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 





competitive factor which estab- 
lished wholesale-retail hard- 
ware distributors will have to 
meet. These producers should 
at least provide price equaliza- 
tion, if not outright fair-trade 
price contracts. If they do not 
recognize and respect this 
situation there may come a 
very widespread realignment 
between manufacturers and 
wholesalers. 

There are bound to be many 
changes in business relations 
in the post-war period. For 
proper or imagined wrongs, 
wholesalers are angry with 
certain producers; retailers 
feel the same way toward this 
or that wholesaler and consum- 
ers are identical in their ap- 
praisal of some retail stores. 
The grass looks greener acress 
the street and so some manu- 
facturers may have ideas about 
different selling policies and 
channels when the war is over. 


Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 92 


Such changes are bound to de- 
velop and are a normal part of 
life, particularly after such a 
world-wide upheaval as _ this 
great global war has occasion- 
ed. There will be give and 
take all along the line. 

The post-war period issues 
a great challenge to our Amer- 
ican system of free enterprise 
and to our American way of 
living—a challenge that is an 
inescapable obligation, a great 
privilege and unprecedented 
opportunity for all. 

That American _ business, 
especially the hardware busi- 
ness, can, must and will meet 
the requirements of the post- 
war period demands goes with- 
out saying. We must not win 
the war to lose the peace. 

To encourage hardware men 
to think and plan for the 
strenuous times ahead which 
will come with the welcome 
cessation of hostilities, Harp- 
WARE AGE inaugurated  sev- 
eral issues back “Your Open 
Forum of Post-War Thinking 
and Planning for the Hard- 
ware Industry.” Four unsoli- 
cited contributions to this 
forum have already appeared 
in this publication. The fifth 
appears in this issue. Others 
will follow. They will appear 
in the order in which they 
were received. 

It is the earnest hope of the 
editors that retailers, whole- 
salers, manufacturers and 
their salesmen will give freely 
of their thoughts on this vital 
industry question. 

The columns of HARDWARE 
AcE are open for your 
thoughts on “Post-War Think- 
ing and Planning for the Hard- 
ware Industry.” The illustra- 
tion above will appear with 
each contribution on this sub- 
ject as an appropriate identify- 
ing symbol. 
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“Yes, Jim, second-year 









sales and profits 






























is zoomed for this 


‘ Lockwood dealer” 


“Remember the eastern hardware store that 
sold $58,350 the first year they had the Lock- 
d wood Franchise? I now have figures that show 
they doubled business in their second year — 
with total sales of $113,748. 

3 ‘“‘What’s more, their gross profit rose from 
t $13,140 to $18,522. And their net jumped from 
$3,800 to $9,108. 

, ““You’re on the right road, Jim! Big contract 


Builders’ Hardware sales — and real profits lie 
ahead. And you’ve got a good start with the 
' Lockwood Franchise Plan.” 


What is the Lockwood Franchise ? 


The Lockwood Franchise is not just another 
routine dealer contract. It is a proved plan for 
installing and managing a Builders’ Hardware 
Department, and of merchandising and selling. 

Here are some of the factors that combine to 
make it click for alert retailers: A famous name 
in Builders’ Hardware . . . A distinctive line, 
well rated by architects and builders . . . Exclu- 
sive representation . . . Stocks balanced for 
investment in best-seller items . . . Tested stock 
and display methods . . . A simple, effective 
record system . . . and, the benefit of years of + 
successful Builders’ Hardware merchandising. 

Right now is the time for the forward-look- 
ing merchant to investigate the Lockwood 
Franchise Plan. 








PLANNERS CAN BE WORKERS 


The war effort needs everything we’ve got for that 
final push to Victory — whether we are manufac- 
turers producing war materials, or retailers busy on 
the home front supply line. But, planning for the 
future is important, too. In your spare time, and 





of permissible hardware ... anda 
Division of Independent Lock Co. 
new design universally admired at 


ours, we can discuss the Lockwood Franchise Plan. 

LOCKS ? USE Just write us. . 

. 7. * 
Again in 1944, Architects edn turn 
to Sweet’s Architectural Catalogs 
SEE\O 

i foretaste of tomorrow’s high quality 

FITCHBURG. MA SSACHU SETTS Washington’s Hotel Statler. 


and find Lockwood’s Victory Line 
HARDWARE MFG. CO. 
lines in ‘‘The Ambassador’ —a 
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Do Black Markets Threaten Us 


OR months we have 


been probing the billion-dollar 
black market. Operators 
watched the growing power of 
the underworld in the Big Five- 

gasoline, liquor, meat, raw mate- 


rials and nylon. 


ment, racketeers would dictate to 
many elected and appointed ofh- 
cials. It is the Prohibition prob- 
lem magnified many times. Cor- 
ruption found its way into the 
highest places during the dry era. 
The money which made that cor- 
ruption possible is but a drop in 
the black market bucket. 


have 


Through tremendous amounts 
of money pouring into the coffers 
of the underworld, the black mar- 
ket is coming into a_ position 
where it can create and maintain 
invisible government in the United 
States—locally, statewise and even 


Gangdom’s “organizers” already 
have moved in and are rapidly 
expanding their fields of power. A 
look at the illicit gasoline situa- 
tion in one large eastern city to- 
day is enlightening. Shortly after 
gasoline rationing ‘began in this 


nationally. Under such govern- 


city, by no means an_ isolated 
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RAYMOND C. SCHINDLER 





Raymond C. Schindler, the author of this 
article, is eminently qualified to discuss the 
illicit operations which are rife today. He is 
the detective called in by Nancy de Marigny to 
clear her husband of the recent murder of Sir 
Harry Oakes. 


Mr. Schindler's 35-year record of crime de- 
tection and business investigation began at 
the time of the San Francisco earthquake. He 
worked for years with Wm. J. Burns, who was 
then in the United States Secret Service, and 
later managed the New York office of Burns’ 
Private Detective Bureau. He founded his own 
organization in 1912. 


Though a specialist in business investigation, 
his talents have been applied to political “mob 
busting” and the solution of big murder cases. 
He knows the underworld and the way it op- 
erates as do few others. 


This article copyrighted 1944 BNS 


By RAYMOND C. SCHINDLER 
Chief, 
Schindler Bureau of 
Investigation 


case, a stolen four-gallon stamp 
could be had for five cents— 
about a penny a gallon premium. 
As soon as the racketeers could 
get their machinery going, the 
price advanced to five cents a gal- 
lon extra. It advanced simultane- 
ously to this exact amount at all 
black market outlets in the entire 
area. Today, illicit gasoline is 10 
cents a gallon extra. 

The precision of the moves 
proves that a highly organized 
group is in charge. Investigation 
reveals more—the coupon thief 
today is getting three cents a gal- 
lon; the passer who gets them to 
the gas station operator takes two 
cents; the operator gets a nickel. 

Doesn’t seem like much, does 
it, on an individual sale? But 
let’s consider figures of more sub- 
stantial size. In 1941, the last 
normal year, 24,366,267,000 gal- 
lons of gasoline were consumed 
in motor travel according to the 
United States Public Roads Ad- 
ministration. In 1943, motor trav- 
el was down 34 per cent, statistics 
of the National Safety Council 
show. That means an estimated 
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With Invisible Government? 


The present day directors of the 
black market are the graduates 
of Prohibition’s school. Gasoline, 
meat and nylon stockings are the 
items on which they now concen- 
trate, but their opportunities for 
expanding the field are unlimited 


16,081,736,000 gallons still is be- 
ing used. 

Black market “take” today is 10 
cents on a gallon of gasoline. So 
if only 10 per cent now being 
sold goes out through black mar- 
ket channels, $160,817,360 pours 
into the tills of racketeers from 
this one activity! Every motorist 
who knows the gasoline situation 
in his neighborhood can estimate 
how much higher the actual per- 
centage is for his area. 

Gasoline is always ripe for 
racketeering. Some time ago the 
American Petroleum Institute re- 
tained our bureau to find out what 
was happening to gasoline sales 
of its members. All of the known 
brands were. dropping off rapidly 
in the so-called “rainbow” sta- 
tions—those which sell several ad- 
vertised brands. 

We put shadows on scores of 
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these stations which suddenly 
were purchasing only a fraction 
of the good, high-priced gasoline 
they formerly sold. For weeks 








operatives with binoculars watch- 
ed from cars parked some dis- 
tance from the stations. Here is 
a typical instance of what they 
saw: One night, the lights at a 
station went out at 1] a. m., the 
usual time. About 1.30 a tank 
truck with no name to identify 
it pulled into the station, flashed 
its lights, got an answering signal. 
While our operatives watched un- 
observed, the truck filled all of 
the station’s tanks from the same 
hose. We tailed it to its own 


garage. 


The following 


morning, our 


“While our operatives watched unobserved, the truck 
filled all of the station’s tanks from the same hose.” 








cars made purchases at the sta- 
tion. The gas went into false 
tanks in our cars. It was turned 
over to the institute for analysis 
and found to be the cheapest type 
of bootleg gas, capable of ruin- 
ing a motor. The mystery of the 
drop in brand sales was solved 
and prosecutions cleared up the 
problem. 


The Carry Over 
From Prohibition 


Black market profits do not cre- 
ate these gangs which are taking 
over. The nucleus has been there 
all the time like a virus in the 


would believe or that some vote- 
minded politicians would want to 
face as a legislative or adminis- 
trative problem. The vast sums 
they “took”—and are still “ex- 
torting’”—via labor unions tided 
them over. There is no limit to 
corruption this gangdom can cre- 
ate. 

A new district attorney; recent- 
ly wanted to clean up his gang- 
infested county. He was up 
against a tough proposition. The 
“boys” who were running the pol- 
icy racket there—the samé*who 
are first in the black market—had 
mended their fences well. He 





“Meat obtained in the black market is probably the 
commodity which has reached the majority of homes.” 


body waiting for a lowering of 
resistance to strike. Today’s black 
market directors are graduates of 
Prohibition’s amazing school. 
They were the lieutenants of the 
Schultzes, O’Donnells, 
Diamonds, Maddens and Morans. 
Since their chiefs went out via 
machine-gun and Alcatraz routes, 
they are the successors. 

Repeal and the depression 
spiked their guns some until last 
year. During that period, the 
gangster element might have been 
forced to survive on policy games, 
bookmaking, smuggling and dope 
peddling. This would hardly keep 
them in the style to which they 
had become accustomed. 

But a new gold strike was made 
when gangdom discovered the la- 
bor union and its, too often, eas- 
ily-tapped dues chest. Flanked by 
hard-eyed henchmen, gang chiefs 
muscled in on this lucrative field 
in more spots than most people 


Capones, 
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could not smash them with police 
forces supposedly at his com- 
mand. A “tipoff” would go out so 
fast, all evidence would be de- 
stroyed before the, raiding forces 
got in their cars. He came to us. 

Within a few days our men 
knew the lay of the land. We 
found. the principal “drops”— 
places where collectors brought 
money and betting slips. The take 
for each day reached its highest 
at 4 p. m. 

The question was—how to stage 
half a dozen simultaneous raids 


‘without a tipoff, seize evidence 


_and arrest a score of plug-uglies 
with no desire for jails. The 
taids must be /expertly timed. A 
strike at one spot would make the 
others fade’ instantly. 

We held a council of war. A 
powerful raiding force was need- 
ed. The racketeers and their 
bodyguards were numerous and 
tough. We wanted at least man 





for man when the time came to 
move in. Our problem was a dark 
tribute to the corruptive power of 
illicit funds in the hands of men 
who know how to use them. Local 
police couldn’t be used.» The cat 
would be out of the bag the mo- 
ment one got to a telephone after 
receiving his orders. Sheriff's 
deputies were out for the same 
reason. He couldn’t even use state 
police from that area’ without 
jeopardizing the entire operation! 

An appeal was made to the gov- 
ernor. He gave us permission to 
borrow state troopers from an- 
other county well across the state. 

Zero hour on the raid was set 
for the next day at 3.50 p. m. 
Six of our cars converged on the 
marked policy “drops.” At each 
wheel was one of our own opera- 
tives, In the cars were the bor- 
rowed state troopers. At the last 
possible moment, our special car 
picked up the chief of police in 
the city where the raids were to 
be made. It was the first he knew 
of any impending action. We saw 
that he stayed in the car until the 
moment when our raiders were 
smashing the doors of the policy 
“drops.” 

The raids were successful only 
because of the extraordinary pre- 
cautions we had taken against be- 
ing blocked by the very forces 
which were popularly supposed to 
stamp out the evil. 


Bloody Hands at the Controls 


The black market is not a nebu- 
lous thing in which thousands of 
merchants make an_ individual 
profit by selling uninspected meat 
or other goods at above ceiling 
prices. It started out as that, but 
swiftly changed into a controlled 
racket bringing millions upon 
millions of dollars into the hands 
of underworld kingpins. 

The growth of the organiza- 
tions which will get the lion’s 
share of black market profits fol- 
lows a definite pattern. No major 
illicit traffic, be it black market, 
gambing or vice, can long exist 
without the knowledge of the cop 
on the beat. As the financial 
“take” mounts he is approached. 
Profits are such that he can be 
offered a tempting figure to wink 
at violations. If he succumbs—or 

(Continued on page 89) 
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It Takes Four Men to Handle 
Their Repair Work 





































M. C. Tolzman’s repair shop is 
also laying the ground work 
for post-war appliance sales 





A REPAIR _ shop 


which keeps four men busy dur- 
ing wartime is operated in the 
little town of Lomira, Wis., popu- 
lation +1100, by M. C. Tolzman. 

The variety of work done is 
amazing and shows what can be 
done in wartime to keep such a 
shop operating at a profit. For 
example, the firm has sold milking 
machines and gas engines for 
years. Farmers often call up and 
ask for a service man to come out 
and put a balky milking machine om 
into operating condition. The same 
is true of gas engines. The Tolz- 
man firm has sold such engines 
for 40 years and often gets calls 
to keep them operating. 

To keep customers supplied with 
gasoline for such engines, Mr. 
Tolzman installed the first gaso- 
line pump in his town 40 years 
ago. The firm still sells gasoline 
and kerosene in large quantities 
to the trade and finds it a profit- 
able line. 

This repair shop often takes 
the old gas-driven engines from 
certain makes of washing ma- 
chines and adapts them to oper- 
ate milking machines. This calls 
for a certain amount of American 
“know-how,” and the Tolzman 
staff possesses this knowledge. 

“In addition to this we sell and 
repair water systems. pumps. 
washing machines, refrigerators. ‘ 

(Continued on page 100) The shop is well equipped with a variety of. tools for every need. 
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Better Service Now Paves the |We 


Post-war prosperity for the hardware retailer is 
based on the expert, intelligent service renderd 
to customers today. No customer should be per- 
mitted to leave the store dissatisfied. The greatest 
asset the independent retailer possesses in hold- 
ing both old customers and newcomers is his abil- 
ity to develop the personal touch with his trade. 


U, DER the present 


day conditions of too many cus- 
tomers and not enough merchan- 
dise, there is no time to use the 
overworked phrase, “There is a 
war on,” as a worn excuse for 
sloppy or indifferent service to 
one’s patrons. 


The Time to Build 


Right now is the time to build 
both for the present and for the 
post-war period. And for a hard- 
ware merchant there is only one 
way of doing this. Give extra care- 
ful store service. No “ifs, ands or 
buts.” Be exceptionally careful in 
handling every person who comes 
into the store and see that no one 
goes away dissatisfied. 

This is not just nice talk on 
business. It is the proved, actual 
experience of an established hard- 
ware store which intends to stay 
in business through the good-will 
of its customers, new and old. The 
Reseda Hardware Store is now 
trying to give better service than 
at any time since its establishment 
18 years ago. 

Labor conditions in the Los An- 
geles area, with particular regard 
to store employees, are about the 
same as elsewhere. There are still 
good men and women to be had 
if the ideals of the management 


“They shall beat their swords into ploughshares, 
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are reflected in good working con- 
ditions and the remuneration is 


fairly attractive. Store employees 


can be had who do not have the 
“take it or leave it” attitude. 

Persons who trade in the Re- 
seda hardware store are not con- 
sidered just customers. They are 
regarded as friends of the house 
and are entitled to expert, intelli- 
gent service. 

This store, with its years of suc- 
cessful retail hardware experience, 
has an excellent following of loyal 
customers who have appreciated 
the good merchandise and good 
service given them all these years. 
However, in a community as fast- 
growing as the Los Angeles area, 
now the third largest area in the 
country, there are many new peo- 
ple to whom the place is just an 
active, well stocked store. Then 
too, there are the great number of 
people who have never felt finan- 
cially able to buy the grades of 
goods we carry. 


Service Makes Friends 


Through good intelligent store 
service, it is felt the old customers 
will be inclined to stick with us. 
In the two other groups of new 
prospective customers, many have 
been treated pretty shabbily in all 
sorts of retail, transportation and 
food serving places. They look 
with suspicion upon all places 
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where the service angle enters. 
Therefore, if they are accorded 
top consideration while in our 
store, they are most apt to become 
permanent friends of the house. 

There is just one dominant 
thought back of this entire pro- 
cedure. The Reseda Hardware Co. 
is not only trying to make today’s 
sales. It is making a sincere effort 
to make future customers. Careful 
thinking makes us believe that 
after the present era of easy sell- 
ing, this organization will need 
all the good will it can possibly 
acquire right now. 


Affects Entire Business 


In the present set-up of 
scarce, wanted merchandise, of 
customers going from store to 
store, and even from town to town, 
for what they want and in a period 
of “hot money” burning in the 
pockets of too many people, the 
treatment accorded a person in 
one hardware store is reflected in 
all hardware stores. Disinterested 
or discourteous treatment in one 
hardware store will influence a 
person who has formerly felt hard- 
ware stores were high priced and 
may drive that prospective cus- 
tomer away from all hardware 
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e |Way for Post-War Business 


By LELAND L. PICKERING 
Owner, 

Reseda Hardware Co., 
Reseda, California 
President, 
Southern California 
Retail Hardware Ass’n 


stores. We are fortunate in havy- 
ing a hardware dealer in a neigh- 
boring town who sees eye-to-eye 
with us on this policy of meeting 
the public. And the number of 
times our customers have remark- 
ed on the splendid treatment given 
them there is decidedly hearten- 
ing. 

There never was a better time 
for a hardware dealer to build up 
his customer good-will. More peo- 
ple are coming into hardware 
stores now than ever before. And 
for that reason alone, the service 
angle should be stepped up. Due 
to war conditions, we are now get- 
ting the store traffic we have so 
long tried to get by costly adver- 
tising. Now, through friendly 
treatment and good service, no 
store can afford to miss one of the 
best opportunities to build a last- 
ing post-war business. 

The most potent weapon we in- 
dependent retailers have to use to 
hold old customers and newcom- 
ers alike, is the dealer’s individual 
ability to develop the personal 
touch with his trade. Chain store 
employees are through with a 
prospective customer the instant 
that it becomes apparent that no 
purchase is contemplated. No ef- 
fort is made to get the next best 
item wanted or to suggest where 
such a purchase might be made. 
When one does find courteous 
treatment in a chain store it is of 
the synthetic kind, like many life 
insurance sales’ talks. 

Many hardware men don’t seem 
to realize that our strongest 
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weapon against the mail order 
and chain stores is our ability to 
personalize our service so that the 
customer feels he is getting spe- 
cial individual consideration for 
his particular needs. This consid- 
eration should be on a par with 
the type of service he expects to 
get from his doctor, a truly hard- 
ware store professional service. 





Join the Hardware Age 
Post-War Forum! 


Post-war planning should begin 
now. As soon as the war is over, 
industry will enter into a period of 
expansion and prosperity which will 
be unlike anything we have ever 
experienced. All branches of in- 
dustry will be affected and all of 
them will experience competition of 
the keenest type. There will be 
many new angles to distribution. 
Manufacturers, wholesalers and re- 
tailers alike should all start now 
to plan for the post-war period. 


The HARDWARE AGE Post-War 
Forum is devoted to an exchange of 
ideas on this vital subject of post- 
war thinking and planning. You 
are invited to take an active part 
in its deliberations and to contrib- 
ute your ideas upon this vital sub- 
ject. 





Hardware men should make a 
point of regularly visiting other 
hardware stores and such other 
outlets who are selling or may sell 
hardware. The time consumed is 
well spent in observing methods, 


and their spears into pruning hooks.”..... ii, 4; Michah, IV, 3 


Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks.” 


good and bad, and profiting by 
the lessons learned. 

As far as holding old customers, 
the endeavor here is to give them 
any service offered in the past, 
then to make a particular effort to 
get special items for them. For 
some time a full time man has all 
he can do as a glazier, locksmith 
and the making of keys. 

Major appliances such as oil 
and gas heaters, laundry ma- 
chines, etc., are serviced and in- 
stalled as much as possible. If they 
cannot be* repaired locally, the 
appliances or parts are sent to the 
factory or factory service station 
which invariably finds some satis- 
factory way of repairing them. 
There is nothing like this for 
building good will. Many people 
have made the rounds of places 
without finding anybody who has 
the slightest inclination to help 
them out of a tight spot. 

Regardless of the size of the 
town (Reseda is a part of the city 
of Los Angeles, yet we are over 
25 miles from City Hall) one of 
the best things to do in creating 
good will is to get acquainted with 
the new people that have visited in 

(Continued on page 102 ) 














Gift items, lamps 
and pictures were 
shown to unusual 
advantage in this 
window dispiay. 
An imitation 
mantle and fire- 
place .added a 
distinctive note to 
this attractive dis- 
play. 


| EO of in Fond du Lac, Wis., in the past 


the gift, picture and lamp depart- 
ments at the W. E. Bennett store 





two years has resulted in double 
the business. Today, the store has 


Boudoir dressing 
table accessories 
are displayed in 
a frame of dra- 
peries. The items 
are featured upon 
glass shelves and 
the entire area 
is illuminated by 
means of indirect 
lighting. Ladies 
can’t walk by the 
display and when 
they stop to look 
they udgually pur- 
chase something. 





Sales Doubled When the Gift 


a large volume of women’s trade 
and is known throughout the en- 
tire area as an_ establishment 
which stocks distinctive merchan- 
dise in which women are inter- 
ested. 

This modern hardware store 
has three main display windows. 
One is devoted to regular hard- 
ware items, another to glassware 
or dishes, and the third to gifts, 
lamps and pictures. All of the 
windows are carefully planned, 
show much pulling power and 
please many customers who bring 
their friends downtown just to 
“look at Bennett’s windows.” 

Gifts, pictures and lamps range 
in price from 50 cents to $25 or 
more, and all of them are of the 
distinctive type. A recent window 
showing these lines featured an 
imitation fireplace with mirrors 
and cut glass lamps on the mantel, 
as well as attractive pictures on 
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the wall. A glass top table with 
extra shelves showed a table lamp 
and other items. A handsomely 
framed picture stood on the right 
and on the floor of the display 
were numerous decorative .items 
that any woman would be proud 
to own. 

Displays such as this have inter- 
ested many a woman and caused 
her to enter the Bennett store to 
inspect the gift items. And once 
inside the average woman usually 
becomes a regular visitor. Numer- 
ous ladies go to Bennett's regu- 
larly, they tell the owner, just to 
see the new things and most of 
them remain to buy. 

Quality type figurines are 


stocked in large numbers and 





there is a brisk demand for them. 
Other decorative items for almost 
any room in the house can also be 
fourtld, as well as some religious 
decorative pieces. Tiny cloth dolls, 
distinctive in makeup, are also for 
sale—not for children, but for 
Milady’s room. 

Boudoir and table lamps of va- 
rious sizes and prices are placed 
advantageously throughout the de- 
partment. Pictures and lamps are 
shown in considerable quantity in 
a room at the rear of the gift de- 
partment. Women shoppers love 
to go into the quiet of this special 
room and inspect the pictures on 
display. 

“My wife and I go East several 
times a year to pick out our gift 


Attractive displays and advertising 
also contributing factors to growth 
of business in the W. E. Bennett store 
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ft | Department Was Enlarged 










stock,” says Mr. Bennett. “We 
are careful buyers and our sales 
volume shows that customers ap- 
preciate what we offer. When we 
first went into gifts extensively, 
many people told us we were buy- 
ing too high grade a stock for this 
city, but our quality items have 
moved very well. Our gift and 
glassware lines today constitute 
the largest volume builders in our 
store. We are very happy we went 
(Continued on page 100) 
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Here is a section 
of the department 
featuring lamps. 
mirrors, figurines 
and dolls for mi- 
lady's room. Re- 
ligious articles 
are also shown. 
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Your letterhead is something more than your 
name on business stationery—it serves to in- 
troduce you and your firm to your customers. 
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SOUTH END Hardware & Paint Co. * 
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Repair Work Develops Contacts 
For the Post-War Period 


Kitz & Pfeil handles a variety 
of jobs and is lining up many 
, prospects for major appliances 





The repair shop is well equipped to do all types of work 
and the tools are within easy reach when they are needed. 


. work has 


brought additional business to the 
Kitz & Pfeil Hardware Co., Osh- 
kosh, Wis., and has also served to 
maintain contacts with people who 
will be. major appliance prospects 
in the post-war period. This com- 
pany has always been known as a 
hardware store which specializes 
in stoves. Now, with new stoves 
hard to get, except on ration cer- 
tificates, the volume of stove re- 
pairs -has increased ‘considerably. 
Kitz & Pfeil have one regular ser- 
vice man, and a clerk who can 
“pinch hit” on stove repairs. 

In some instances this past year 
firepots have actually been in- 
stalled in coal and wood stoves 
right on the customer’s premises 
in rural areas, although the ser- 
vice department prefers to bring 
stoves in the main shop for re- 
pairs. 

This service department also 
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handles a variety of other repair 
work including washing machines, 
door stops, etc, Keys are also 
made and locksmith work is done 
for a number of firms. 





A large number of fine service 
tools make work easier for this 
service department. Tools are all 
hung up on a wide board arrange- 
ment placed against the wall and 
are always ready when needed. 

The Kitz & Pfeil firm has a spe- 
cial truck which facilitates the 
transporting of stoves and ap- 
pliances. The service department 
has a set of special planks and a 
dolley which makes loading and 
unloading of stoves and other 
heavy appliances much easier. By 
servicing the rural trade through- 
out the war period on appliances, 
especially stoves and washers, the 
firm is maintaining contacts with 
numerous people who will want to 
buy new items as soon as they are 
available. 





Stove repairs usually are made in the shop, but in a number of 
instances they have been made in the homes of rural customers. 
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Remission DEALER LETTER SES 


How advertising is influencing the future 


Have you ever stopped to consider the 
part that advertising plays in influencing 
the way of the future? 

For advertising does play such a part, and 
a big one—especially today. 

A great deal of advertising today is not 
aimed at immediate sales —for, of course, 
many products are not immediately avail- 
able. Such advertising is selling people on 
the idea of an easier, better, more enjoyable 
way of living. 

Advertising is selling, for instance, the 
‘ wonders that Chemistry can and will per- 
| form. It’s selling the pleasure and con- 
venience of air travel. It’s selling the pri- 
vate, post-war use of a host of products 
which the genius of American industry has , 
developed in the emergency of war. 


And Remington advertising? Remington 
advertising is selling out-of-doors life—the 
pleasures of the open—the enjoyment that 
the shooting sports afford. It is nourishing 
the desire, latent in every one, to go out and 
pit his skill against the native cunning of 
wild things. . 

So don’t be surprised if, when sporting 
arms and ammunition are again available, 
more people than ever come to your store for 
hunting equipment—for Remington equip- 
ment! Remington Arms Company, Inc., 
Bridgeport, Conn. 












































































Rao | Ao , 
Sidelines.. 


Uncle Henry says: Anybody who’s 
afraid of bein’ wrong once in awhile 
shouldn’t ever do or think anything 


at all! 
. * * 


How’s this for power: A Remington 
.30-06 cartridge develops 2,690 horse- 
power between the time the firing pin 
hits the primer and the time the 180- 
grain Core-Lokt bullet leaves the 
muzzle of the gun! 


* cad * 


Fourth War Bond Drive is due soon. 
Let’s all back the attack! 


* * * 





Advertisements like 
this are appearing reg- 
ularly in full color 
and black and white 
in outdoor, farm, boys’ 
and general magazines. 


“Core-Lokt” is a trade mark of Remington 
Arms Co., Inc. 
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~~ For Wisconsin Store 
Gifts,*costume jewelry, lamps and 


greeting cards draw them to the 
Montello Hardware & Electric Co. 





| ae half 


of the store of the Montello Hard- 
ware & Electric Co., Montello, 
Wis., has been designed to appeal 
to women. This merchandising 
move has paid rich dividends in 
recent, years, for the firm is doing 
a fine business on distinctive gift 
items, costume jewelry, lamps, 
greeting cards, china and glass- 
ware. 

G. M. Scanlon, owner, handles 
the hardware end of the business. 
while Mrs. Scanlon takes care of 
the gift section and also handles 
the entire store while Mr. Scanlon 
is out making calls on repair busi- 
ness. 

“We devoted a lot of space to 
this gift department several years 
ago,” says Mr. Scanlon, “and we 
didn’t know just how well it would 
go. It was really in the nature of 
an experiment. However, we 
picked quality items with con- 
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siderable variety in appeal and 
the women in this area took to it 
immediately. Many women cus- 
tomers bring their friends into 





ON AVAILABLE GOODS 


Figurines, plaques, trays, and 

costume jewelry appeal to the 

ladies and there are few of 

them who fail to stop here, 
look and purchase. 


the store and point out the items 
we have for sale.” ' 
Mrs. Scanlon has arranged her 
(Continued on page 108) 





Greeting cards attract women and the firm handles a wide assortment. 
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ers, many lines of merchandise which war eliminated for the duration. 









After Peace — 


New Products, New Designs, 






- New Competition? 







ONSUMERS who have been unable to purchase their normal needs 
are beginning to discuss anticipated changes in products that will 
be produced post war. What will things be made of? What new and better 
materials will be introduced? Will these new materials be better than 
the old? What will the new merchandise look like? Who will sell it? 











Industry, which may have been thinking post war, is now beginning 
to talk post war. Manufacturers are considering the problems of recon- 
verting to peacetime operation. They are planning what they will make 
and the channels through which they will distribute their products. 
Jobbers are attempting to get set to put back on the shelves of their deal- 










Competition to supply the pent-up demand will be keen. There will, 
unquestionably, appear new makers, new distributors, and new retailers 
who will add to the already aggressive competition. 








We are asked by distributors everywhere—“‘What are your plans?” — 
“What changes in merchandise do you contemplate?” —‘‘How soon after 
the war could you make deliveries?” —““What’s going to be your distribu- 
tion policy?” Some of these questions can, and should be, answered now. 









TRUE TEMPER produces eight major hardware lines which include 
a wide variety of essential tools. These tools are basic necessities for 
building, maintenance, planting, cultivation, harvesting, lumbering, and 
recreation. Universal use and steady demand make them an important 
potential-profit factor for both wholesaler and retailer. Quite naturally, 
the hardware industry is interested in both the production and distribu- 
tion plans of a company producing such important hardware lines. 












To foster a better understanding and to create closer cooperation with 
all jobbers and dealers, TRUE TEMPER will publish in the leading 
hardware journals, a series of editorials on its plans and policies for the 
manufacture and distribution of TRUE TEMPER Products. 







These plans of course, are based on the assumption that wartime 
controls and restrictions are to be withdrawn and Industry returned to 
free competition. When that time comes, and the plans can become 
operative, we hope and we believe they will serve all industry iwell. 









We not only invite, but urge, you to send us your comments as each 
article appears. The American Fork & Hoe Company, Makers of True 
Temper Products, Cleveland, Ohio. 
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Synthetic Bristle—Its Present Uses 
And Post-War Possibilities 


A description of its advantages 
and disadvantages when used in 
the manufacture of paint brushes 


‘TL E manufacture of 


synthetic bristle for brushes, which 
began several years ago, has as- 
sumed added importance since the 
Japanese invasion of the East and 
the ensuing cessation of imports 
of Chinese bristle. Synthetic bris- 
tle, originally used in tooth brushes 
and toilet brushes, is now being 
used in the manufacture of paint 
brushes. 

In an endeavor to find out the 
advantages and disadvantages of 
synthetic bristle, its present uses 
and its post-war possibilities, 
HarpwareE AGE recently solicited 
the opinions of a number of prom- 
inent brush manufacturers. Fol- 
lowing are some of the replies we 
have received: 

W. R. Foss, president, The 
Wooster Brush Company, Wooster, 
Ohio, bases his comments on the 
company’s extensive experience 
over several years in the develop- 
ment and manufacture of synthetic 
bristle brushes. He says in part: 


Nylon Satisfactory 


“Practical use, as well as manu- 
facturing experience, developments 
and tests, show that tapered nylon 
monofilament, as made by the Du 
Pont Company especially for paint 
brushes, makes a very satisfactory 
product. In fact, it has some ad- 
vantages over natural hog bristles. 
Most commercial users and profes- 
sional painters who have had the 
opportunity of using properly 
made nylon bristled brushes are 
enthusiastic in their praise. How- 
ever, the use of synthetic bristles 
in brushmaking requires many de- 
partures from the old, accepted 
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methods of brush construction. 
Furthermore, properly made nylon 
paint brushes demand the utmost 
in brushmaking skill and expert 
craftsmanship. . . . 


Long-Wearing Qualities 


“Nylon paint brush bristles 
with required taper, resiliency, 
toughness, strength and inertness 
to paint ingredients are now being 
made. After much intensive work 
over a long period of time, it can 
now be said that nylon tapered 
monofilaments can be made into 
workable painting tools that give 
satisfactory performance. Accord- 
ing to tests, they wear at least 
three times longer than natural 
hog bristles. Nylon has additional 
advantages—it does not deterior- 
ate in storage, will not dry out or 
rot, can be cleaned with normal 
brush cleaners, and moths do not 
eat it. 

“The current cost’ of nylon bris- 
tle is less than half present day, 
government-set prices on natural, 
imported hog bristle. Further- 
more, even the present cost of 
nylon bristles would compare very 
favorably with normal average 
prices of hog bristles, and perhaps 
even less. 

“We are definitely of the opin- 
ion that in the post-war period, 
nylon bristled paint brushes will 
occupy a large and important 
place in the hardware and paint 
trades. This will be particularly 
so of the better quality profes- 
sional and semi-professional types 
of brushes. At present the Gov- 
ernment is preempting for mili- 
tary uses the entire output of 
nylon. So nylon paint brushes for 
ordinary civilian use will prob- 


ably not be available until after 
the war. Nevertheless, the possi- 
bilities of nylon bristle paint 
brushes and their impact on the 
whole pattern of the paint brush 
business for the future are almost 
beyond imagination. They must 
be given full importance and con- 
sideration in any long-term plan- 
ning. 

“As for domestic natural bris- 
tles, some are now being prepared 
and dressed in this country from 
bristles collected from American 
hogs. These domestic bristles are 
of remarkably good quality al- 
though limited to the shorter 
lengths. Just how large a supply 
of domestic bristles can be pro- 
duced in this country is a big 
question. At best, we estimate that 
it cannot be more than one-third 
of the total demand. The amount 
of domestic bristle which has been 
used in paint brushes to date is 
almost negligible. While domestic 
hog bristles are now being dressed 
in small quantity and at a cost 
which compares favorably with 
the present day price of imported 
hog bristle, it is doubtful whether 
under normal circumstances do- 
mestic bristle could compete on a 
price basis against the imported 
varieties. 

“For the time being, paint and 
varnish brushes made of pure 
horsehair or tampico fiber repre- 
sent about all that is available for 
ordinary civilian trade, so-called. 
Some such brushes are fairly sat- 
isfactory. Varnish brushes made 
of a good quality, all pure, arti- 
ficially flagged horsehair will do 
a very commendable job. Unfor- 
tunately, however, even the supply 
of non-bristle brushes is limited 
due to scarce and restricted sup- 
plies of all brushmaking mate- 
rials.” 

Three Synthetic Types 

L. E. Foulkrod, vice-president 
in charge of sales for the Star 
Brush Manufacturing Co., Inc., 
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‘ pe, a Yes, these are unusual days! The customary January Show Days are 
Bigg? being crowded off the calendar by conquests on the continent. 


But the good old days when we gathered at the January Houseware 
Sy ON Show still glow warmly in our memories. 


aa Sets Today, the grim realities of war confront us. And Nesco, like many 
‘ other manufacturers, is helping to pound the Axis with presses and 
eee punches that normally produce housewares for your customers. 


: Tomorrow will be different — Come Victory — and Nesco will be back 
lhe with you at your Houseware Show — bigger and better from the lessons 
that war has taught us. 


Precision products of preferred customer acceptance will move off our 
factory lines, proud to take their places again on your shelves for a 
waiting throng of Nesco buyers everywhere. 


NATIONAL ENAMELING and 
STAMPING COMPANY, Milacukee, Wis. 
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A Third "E” Flag ng 

Granite City, Illinois... Milwaukee, Wi i 
and now the Nesco Plant at Jacksonville, Ill. 
proudly flies the Army-Navy “E” flag. Three 
of Nesco’s five big factories have distinguish- j 
ed themselves by winning this coveted Award i 
for excellence in producing war materials. ae ‘< 
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Samples Displayed at 1462 Merchandise Mart, Chicago-200 5th Avenue, New York 
Guy War Gouds to Help Gring Victory Zuicher 
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Boston, Mass., comments on the 
subject as follows: 

“There are three types of syn- 
thetic brisile that we know of 
which are being manufactured at 
the present time: ‘Deraytex’ by 
Devoe & Raynolds Company, 
“Neoceta’ by Pittsburgh Plate Glass 
Company, and ‘Nylon Tapered 
Filament’ by the Du Pont Com- 
pany. 

“As the first two are develop- 
ments of brush manufacturers for 
their own use, we will confine our 
1e Du Pont ‘Nylon’ 
with which wé-have had some ex- 
perience and which, most likely, 
will be available after the war to 
all paint brush manufacturers. The 
entire production of this product 
by Du Pont is reserved at present 
for the exclusive use of the U. S. 
Navy. 

“Natural hog bristles have al- 
ways varied in price per pound, 
according to length, the longer the 
bristle the more expensive, where- 
as synthetic bristle, being a manu- 
factured product, sells for the 
same price per pound regardless 
of length. It is now being offered 
only in sizes varying from 314 to 
41% in. in length. At current mar- 
ket quotations, bristle (principally 
South American) prices, and cor- 
responding nylon bristle prices op- 
posite the sizes indicated are as 
follows: 


discussion to 


Nylon Bristle 


Bristles Filament 


2% $2.70 per Ib. 
2% 4.75 

3 

3% 

3% 

3% 

$6.00 per lb. 


4 s 

4% 17.50 
4% 20.00 
1% 23.00 
5 23.00 
6 28.00 


“These prices are considerably 
inflated in comparison with pre- 
war Chinese bristle prices, where, 
for instance, the 4 in. sold for 
around $6.00 per pound and 5 in. 
at $10.00 per pound, all the way 
down to around 50 cents per 
pound for 2% in. China. . . 

“The wearing qualities of nylon 
are superior to natural bristle, and 
painters report favorably on its 
working qualities, although some 
of them claim that it does not hold 
as much paint in the brush as a 
comparable natural bristle brush, 
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stating that it requires more fre- 
quent dipping jnto the paint. 

“In the post-war period un- 
doubtedly nylon will have a def- 
inite place in paint brush manu- 
facture, particularly in the heavier, 
longer, stock brushes, as Du Pont, 
most likely, will be able to reduce 
their present cost. . . . As noted, 
even the current price of nylon 
compares very favorably with the 
pre-war prices of comparable 
lengths of China bristle from 4 to 
114 in. Whether it will be able 
to compete with the shorter 
lengths of Chinese bristle of 214 
to 314 in., from which sizes the 
major portion of paint brushes 
for the hardware trade is made, 
is a question. It would seem at 
the present time that there is little 
chance of nylon displacing Chi- 
nese bristle in the cheaper and 
smaller types of paint brushes un- 
less they can be produced at con- 
siderably lower prices than their 
present or contemplated cost. 

“Under the impetus of war-time 
demands and _ prevailing high 
prices, combined with the re- 
stricted supply of Chinese bristle, 
production of Central and South 
American bristle has steadily in- 
creased. This bristle does not, 
however, match by any means the 
excellent qualities of China bristle 
and is inferior in many respects. 
Considerable effort has been, and 
is now being, directed towards in- 


E hear a great deal about 

production for use as being 
somehow more desirable than pro- 
duction for what is called profit. In 
other words we are asked to believe 
that if everyone produced at cost or 
less we should all be happier, says 
Enders M. Voorhees, Chairman of 
Finance Committee, U. S. Steel Cor- 
poration, in Nation’s Business. 

If we remove the dollar sign from 
a business loss, explains Mr. Voor- 
hees, it means somebody somewhere 
has rendered services without getting 
anything in return; and this some- 
body not only must have a benevo- 
lent disposition but also must ulti- 
mately have the ability to produce 
and to live on thin air. 

To carry to the American people 
a portrayal of the basic social func- 
tion of business Mr. Voorhees urges 
business to present its facts to the 
public in an Annual Report the 
public can understand. 


teresting the American and Cana- 
dian packers in the production of 
hog bristle which, surprisingly 
enough, proved to be of excellent 
quality in many respects, even 
superior to China; although, as in 
the case of South and Central 
American bristle, the sizes range 
up to 3%4 in. with a small per- 
centage of 4 and 414 in., 3 in. or 
less comprising the larger part of 
the production. 

“Experienced painters, to whom 


we have given nylon bristle wall . - 


brushes for test purposes, report 
that brush cleaners (solvents) 
which they have used on bristle 
brushes renders the nylon brush 
useless for further work. 

“There is one thing of which we 
feel certain, and that is the open- 
ing of new sources of natural 
bristle supply and the fast develop- 
ment of synthetic bristle under the 
emergency of war conditions, will 
undoubtedly change the com- 
plexion of the type of paint 
brushes that will appear on the 
market after the war is over.” 

M. C. Pecsok, sales manager of 
The Osborn Manufacturing Com- 
pany, Cleveland, Ohio, says: 

“We have experimented with 
several types of synthetic mate- 
rial and have gotten the best re- 
sults up to now from nylon. We 
are not, however, prepared to say 
that as far as we are concerned. 

“As far as the use of synthetic 
material for brushes, other than 
paint brushes, is concerned we 
have used both nylon and pliofilm 
material. Both of these have 
proven very satisfactory providing 
they are properly applied. By 
that we mean that the material 
must be chosen with due regard 
to the nature of the work to be 
done and the operating conditions. 

“Among the advantages which 
we have discovered in the syn- 
thetic materials is longer life, 
greater resistance to certain acids 


and alkalies, less softening when 


used in wet operations and uni- 
form quality. The _ relatively 
higher price of synthetic materials 
has limited their use in industrial 
applications to those jobs where 
they are economically more profit- 
able. With the anticipated reduc- 
tion in price after the war, we 
feel that synthetic brush fibers 


will come into much wider use.” 
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| toburgh WELDED POULTRY FENCE 
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No other fence group enjoys sales possibilities to farmers, city 
dwellers and suburbanites, alike, equal to Pittsburgh Welded Poultry 
Fences and Fabrics. Put your sales emphasis behind these selected 
items, and you not only tap a three-fold market but also triple 
opportunities for the sale of other merchandise through increased 
store traffic. 


Pittsburgh Poultry Fence, the only poultry fence with joins 
welded at the intersections of the line and stay wires, maintains the 
most rigidity in comparable gauges. This full welded construction 
also imparts greater strength; eliminates sharp edges and projec- 
tions which snag clothing and injure fowls; maintains shape of 
mesh; minimizes sag; makes a better looking, smoother “package” 
on the floor. 


The Pittsburgh line, despite war-time limitations of range of 
styles, is still the most complete one. Both Welded and Hinge-Joint 
Farm and Poultry Fence, and Close Mesh Welded Fabrics are in- 
cluded. Ask about availabilities at once. 


PITTSBURGH STEEL COMPANY 


1621 GRANT BUILDING PITTSBURGH, PA. 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


i our unthinking self 
conceit we decide we plan and live 
our lives according to our own ideas 
and preferences. Nothing is farther 
from the truth. Changes take place 
around us that remould and direct 
our modes of living and thinking, 
and curiously these changes are 
usually accepted unconsciously and 
we only realize in retrospect how 
much our world has changed. 


I Encounter Plastic 


About three years ago a friend 
dropped into my office and demon- 
strated some queer and interesting 
things. In a container he had a 
white, milkish looking liquid. He 
took a plain, everyday blotter from 
my desk and dipped the blotter in 
it. When this blotter dried it was 
as stiff and hard as a piece of glass. 
But it was not brittle like glass 
and it was untearable and unbreak- 
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able. He immersed a small block 
of birch wood and when it was dry 
the wood was as hard and metallic 
as steel or stone. What was this 
chemical that could work such a 
change in so short a time? He 
laughed and said it was just a 
“plastic.” He went into the business 
and his concern now has offices in 
several cities. They are preparing 
to produce several lines on a large 
scale. 

Another friend from a Western 
city dropped in and showed me a 
jar to use for pipe tobacco. It was 
a dark color, and looked like glass. 
But it was light and unbreakable. 
In the cover he had a moisture con- 
ditioning gadget that kept the 
tobacco from drying out. He gave 
me one and I have had it in constant 
use. He is selling thousands of 
them. They are practically inde- 
structible. It was a plastic! 

Another friend, an old hardware 
man from the West, dropped in. 
This was three years ago. He was 


interested in a company building 
airplanes of plywood. He was. dis- 
couraged. He couldn’t get anywhere 
with the Army and Navy. They 
didn’t believe in wooden airplanes 
—they were not strong enough. 
“What do you use as a binder?” I 
asked. “Plastic,” he answered. 

The English built the “Mosquito” 
fighter plane of plywood. It is the 
lightest, fastest, best airplane fight- 
er in the world. See what follows 
about this plane later in this re- 
view! It was “Plastic.” 

But like the rest of the morons 
I didn’t pay much attention. For- 
tune was not only knocking at my 
door, it was actually breaking the 
door down. But I went on with my 
interests in tweedle-dee and tweedle- 
dum. 

Now I find that “plastic” develop- 
ments in ships, boats, houses, fur- 
niture, kitchen utensils and hun- 
dreds of other things we use daily 
are working and will make changes 
that are epochal. 


What Is “Plastic’’? 


What is “plastic’? What is it 
made of? What has been done so 
far with it? What about the fu- 
ture? 

Most of the answers are told in 
the following verbatim extracts 
from a lecture made by Lawrence 
Ottinger, president of the United 
States Plywood Corporation, in the 
New York Stock Exchange Govern- 
ing Room on Monday, Nov. 8, 1943. 
His topic was “Plastic Plywood.” 
Space compels me to cut this most 
interesting talk. It was all so in- 
teresting tHat I hardly knew where 
to cut. But if you are interested 
write to Julius G. Berens, 55 West 
42nd St., New York. He will be 
glad to supply you with a copy of 
the complete lecture. Tt was evident 
to the audience that Mr. Ottinger 
could not tell the full story of plas- 
tic plywood for obvious military 
reasons. 

Mr. Ottinger’s digested lecture 
follows: 

“When God decided to build trees 
He consulted His engineers and 
said, ‘What will we build them out 
of?’ and they suggested cellulose 
fibers and cellulose cells. Then He 
said, ‘What will we put them to- 
gether with?’ ‘Well, we will put 
them together with a plastic.’ So 
then He said, “What kind of a plas- 
tic will we use?’ ‘Well, we will use 
lignin.’ 

“They decided that trees were 
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going to be narrow and tall, and 
that they were going to be embel- 
lished with branches and foliage. 
That being the case, and because 
they would have to stand high 
winds, they thought they had _ bet- 
ter make them extremely strong 
longitudinally; but they didn’t have 
to be as strong crosswise because 
they wouldn’t be subject to that 
kind of tension. For those reasons 
you will find in lumber that the 
great strength and the stabilizing 
characteristics are in the length. 
and that the weaknesses—the ten- 
dency to expand and to split—are 
all crosswise. 


Plywood 


“It is still true that only God 
can make a tree, but man can re- 
manufacture that tree into a great 
many interesting and intricate dif- 
ferent forms. One of them is ply- 
wood. And plywood in its simplest 
terms is man’s method of correcting 
the inequality in strength of wood 
as it grows in the living tree. Again, 
in its simplest terms, that is accom- 
plished by crossing the grain of 
adjacent laminations of various 
types of wood—three ply, five ply, 
seven, nine, eleven, up to almost 
anything we had, including lumber 
cere stock. You get the character- 
istics of the long grain with the 
characteristics of the short grain by 
putting those laminations together 
under high pressure and with a 
satisfactory bonding agent. 

“The raw material for plywood 
is obtainable all over the world, 
and, of course, very largely in the 
United States. In this country our 
raw materials are being depleted 
very rapidly because of the war; 
not only because we are supplying 
our own needs but through lend- 
lense, the needs of our allies. There 
are hundreds of millions of feet of 
birch alone going to Great Britain 
for the Mosquito bomber, the most 
sensationally fast and efficient thing 
that has ever been on wings. 

“The heart of plywood is, of 
course, the bonding agent. I call 
it a bonding agent instead of an 
adhesive, because when you get into 
plastics they really are not adhe- 
sives; they do not work like ad- 
hesives. They started out years ago, 
when plywood was first made, with 
what is known as a hide or animal 
glue. That goes back to the days 
of Tutankh-Amen, as a great many 
pieces of furniture taken out of 
Tut’s tomb were of laminated wood. 
They call that plywood, even though 
they had not discovered then the 
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principle of crossing the grain; but 
they did find they could make beau- 
tiful things by superimposing a thin 
veneer of fine wood over a thicker 
piece of less expensive wood. 

“Dr. Baekeland, of whom you 
have heard a lot in this series of 
lectures, came along and made his 
exceptional discovery of phenol and 
formaldehyde, which, under pres- 
sure, became Bakelite. Then we be- 
gan to make plywood in hot plate 
presses, using phenol formaldehyde 
as a binder; and when we did that 
we had a combination of plastics 
and veneers which could not be 
separated under any circumstances 
short of complete destruction under 
fire. Even in the case of fire, the 
phenol formaldehyde plywood burns 
as a whole; it doesn’t separate into 
its various veneers. However, that 
is true only of plywood made from 
phenol formaldehyde; and all other 
plywoods, no matter what they are 
made from, when fire hits them they 
separate into their individual parts 
and are consumed rapidly. 


The Use of Lignin 


“IT mentioned lignin before. That 
is a very promising plastic because 
it is so plentiful and so cheap. It 
cannot be used as a binding agent 
between veneers because it requires 
too high a temperature. It can, how- 
ever, be used as an extender for 
the phenolics, and the results seem 
to be pretty much the same as when 
phenolics are used alone, up to an 
extension of 35 per cent, even with- 
out any increase in the use of heat; 
but the lignin may not be used be- 
yond that point. Lignin will ulti- 
mately be modified and will be 
much more useful. Of course, the 
ideal thing for the plywood indus- 
try—and it really will not have 
arrived until one wants to use it, 
without restriction — indoors and 
out-of-doors. You would probably 
be surprised (or maybe you 
wouldn’t) that a differential of, say, 
a third of a cent a foot will take 
certain types of plywood completely 
out of the market. Although a dif- 
ferential of a third of a cent a foot 
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will make a difference of only 
seventeen or eighteen cents on a 
piece of furniture having fifty feet 
of plywood in it, yet some purchas- 
ing agent would feel like commit- 
ing suicide if he couldn’t save that 
much on a piece of furniture that is 
supposed to sell for twenty-odd dol- 
lars. 

“The plastics are not used only 
as bonding agents for plywood; 
they are used as impregnants for 
various purposes and reasons. One 
purpose is to increase the hardness 
of the wood which is used, so that 
it will stand abrasion; and that is 
nicely illustrated in the book which 
some of you have, which refers to 
the pontoon boat which we made 
for the Army. The outer two layers 
are of birch, and they are impreg- 
nated with phonolformaldehyde and 
molded. Incidentally, those boats 
are 18 feet long, they have a 64- 
foot beam, they are about 34% feet 
deep, and are molded in one piece. 

“Then we have made a large num- 
ber of radomes. I can tell you now 
about this as we are not making 
them that way any more. They are 
very fussy about anything concern- 
ing radar. Apparently the very deli- 
cate electronic mechanism must be 
properly housed so as to be affected 
as little as possible by immediate 
surroundings and extraneous cur- 
rents. Otherwise it might not be 
possible to catch and return the 
delicate current which returns when 
the radio beam strikes an object. 
The wood used in making these 
domes was impregnated in the man- 
ner I have indicated. 


Plasticizers 


“Another purpose performed by 
plastics of certain kinds is as a 
plasticizer. I don’t know how much 
you know about the use of semi- 
technical language (I don’t know 
too much), but a plasticizer is real- 
ly something that makes a material 
soft enough to be shoved into a 
mold, or to be bent around into a 
compound curvature. As applied to 
the plastics that usually happens 
when they are heated, and then 
they harden later on. That has en- 
abled us to make things of wood 
that couldn’t be made without a 
plastic which would also act as a 
plasticizer. When we refer to a 
plasticizer of wood, what is meant is 
that the plasticizer has an effect 
upon the lignin which holds the cel- 
lulose fibers together, thereby mak- 
ing the lignin soft, and thus making 
it possible to do things with wood 
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ji 1s the Rickbeil’s 
Hardware story—and it’s a hum- 
dinger. Here it is, in F. H. mah 
beil’s own words: 


*‘We have always done a good 
job on refrigeration but thought 
that volume of business was gone 
for the duration. We found Cool- 
erator can be sold if time is taken 


"We sold 136 


COOLERATORS 
in a town of 
875 families!” 
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With Coolerator fine refrigeration on the sales floor, the Rickbeils, Worthington, Minnesota, 


can “‘talk turkey’’ when they talk refrigeration. 


to sell its fine features. We sold 
136 Coolerators our first year with 
it. We are satisfied that there is a 
good market for Coolerators when 
the war is over. We find that 
people on the farms especially are 
completely sold on ice refriger- 
ation. Our local ice company covers 
a large territory and gives excep- 


tionally good service. This has 
been a big help to us in selling 
Coolerators. 


“50 Coolerators are enroute to 
us now for our winter and spring 
season and we’re mighty glad to 
get them in now and be sure to 
have at least that many to start 
off with.” 


Coolerator 


WASHED AIR REFRIGERATOR 
THE COOLERATOR COMPANY, DULUTH, MINNESOTA 


Coolerator is distributed exclusively by the following firms. For particulars, write or wire the distributor in your territory. 


Alabama Appliance Co., Inc., Birmingham 8, Ala. 
.Pittsburgh 22, Pa. 
Columbus 15, O. 


Anchor Distributing Co.... 
Appliance Distributing Co..... 
Arnold Wholesale Corp........ Cleveland 1, O. 
3allou, Johnson & Nichols. 
W. Bergman Co., Inc......... Buffalo 3, N. Y. 
Broome Distributing Co..Binghamton 25, N. Y. 


Broome Distributing Co.....Syracuse 1, N. Y. 
Cain & Bultman, Ince...... Jacksonville 1, Fla. 
Ebner Ice & Cold Stg. Co..... Vincennes, ind. 
Electrical Equipment Co........ Phoenix, ‘Ariz. 
Farrar-Brown Co. ........++- Portland 5, Me. 
Flint Distributing Co..Salt Lake City 11, Utah 
Griffith Distributing Corp...... Cincinnati 6, O. 
Griffith Distributing Corp...Indianapolis 4, Ind. 
Holeomb Gunn, Inc.......... Little Rock, Ark. 
Hanover Ice & Coal Co., Inc...Lebanon, N. H. 
Otis Hidden Company........ Louisville 2, Ky. 
Huntington Whol. Furn. Co., Huntington, W. Va. 
Interstate Electric Co....... Shreveport A, La. 
Jenkins Music Co.......... Kansas City 6, Mo. 


Jenkins Music Co..... Oklahoma City 2, Okla. 
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.Providence 2, R. I. 





Jenkins Music Company...... St. Louis 1, Mo. 
Jenkins Music Company...... Wichita 2, Kans. 
Kemp Equipment Co........ Rochester 8, N. Y. 
Lincoln Sales Corp.......... Baltimore 2, Md. 
Listenwalter & Gough, Inc...Los Angeles 54, Cal. 
V. J. MeGranahan Distr. Co...... Toledo 2, O. 
Marshall-Wells Company....... Billings, Mont. 
Marshall-Wells Company...... Duluth 8, Minn. 
Marshall-Wells Company....Spokane 2, Wash. 
Osear Mayer & Company....Madison 3, Wisc. 
Mississippi Valley Furn. Co..Memphis 2, Tenn. 
Motorola Distributors, Inc....Boston 15, Mass. 


Northeastern Distributors, Inc.. . Boston 15, Mass. 


**G. W. Onthank Co...... Des Moines 9, Iowa 
Peirce-Phelps, Inc......... Philadelphia 23, Pa. 
J. L. Perry Company...... Nashville 3, Tenn. 
Republic Supply Corp........ Detroit 26, Mich. 
Roskin Bros., Inc............+. Albany 4, N. Y. 
Roth Appliance Distrs., Inc.. .Milwaukee 4, Wisc. 
Sampson Electric Co.......... Chicago 16, IIl. 
Tom Savage & Son........... Denver 2, Colo. 
Schoellkopf Company, The...... Dallas 2, Texas 


Seaboard Ice ‘Company..... Asbury Park, N. J. 
Southern Furniture Sales Co..Knoxville, Tenn. 
Southern Furn. Sales Co...Chattanooga, Tenn. 
Southern Radio Corp........ Charlotte 1, N. C. 
Southern Wholesalers, Inc...Washington 5, D. C. 
Stern & Co. (Stern Bldg.)..Hartford 1, Conn. 


Stratton-Warren Hdw. Co...Memphis 2, Tenn. 
Straus-Frank Company..... Houston 1, Texas 
Straus-Frank Company.San ‘Antonio 6, Texas 


Sunset Electric Company....... Seattle, Wash. 
Thompson & Holmes, Ltd...San Francisco 3, Cal. 


Times Appliance Co...... New York 10, N. Y. 
R. B. Wall Company....... Wilkes-Barre, Pa. 
Walther Bros. Co......... Montgomery 2, Ala. 
Walther Bros. Co........ New Orleans 13, La. 


Grand Rapids 2, Mich. 
.Milwaukee 2, Wisc. 


J. A. White Dist. Co.... 
Wisconsin Ice & Coal Co.. 


Wyatt-Cornick, Inc.......... Richmond 16, Va. 
The Yancey Co., Inc........... Atlanta 3, Ga. 
Zork Hardware Company...... El Paso, Texas 


Davenport, 
8. D. 


**Warehouses at Minneapolis, Minn., 
fea, Omaha, Neb. and Siour Falls, 
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which could not otherwise be done. 
When heat is taken away from 
the wood thus treated, or possibly 
through the use of some sort of 
chemical treatment, the wood is 
brought back to all its former 
strength, and very often that strength 
is greatly increased. 


Bonding Metal and Wood 


“We have found a plastic to do 
the job of bonding metal to wood. 
Of course, it may not sound like 
much of a trick. However, when 
you bear in mind that powder boxes 
of this type are used out-of-doors, 
where they may be hit by the sun 
(and in the tropics the sun may 
raise the temperature to 140 or 150 
deg. F.); and when you keep in 
mind further that, under heat, metal 
expands and wood contracts you 
can appreciate that the bonding 
agent has to be something that is 
elastic. Nothing will stand that 
stress but a bonding agent that will 
expand and contract so as to take 
up the differential coefficient of ex- 
pansion between the metal and the 
wood. We used a combination of 
latex and casein—we still do now— 
but then we developed a plastic to 
do the job. The type of plastic is 
not like phenol formaldehyde or 
urea formaldehyde, because those. 
when polymerized, are very hard 
and very stiff. They have no elas- 
ticity at all. But the thermoplastics 
of the Vinyl and Butyl types have 
elasticity, and those plastics we 
have developed for the bonding of 
metal and wood. 

“As a result of this work to make 
a powder box, we made a sink, a 
stainless steel sink of conventional 
size, by superimposing stainless steel 
of about 28 gage over birch ply- 
wood. When that stainless steel is 
bonded to the birch plywood with a 
plastic, you have something which 
will stand impact, which will be 
free from denting, and which will 
be much lighter than the heavy 
utensil which has heretofore been 
made. And the cost difference is 
enormous! That sink can be made 
for 40 per cent or less than 40 per 
cent of a conventional stainless steel 
sink. And we can go further with a 
drainboard. We can make a drain- 
board at a cost to us of somewhere 
about 50 cents a foot; whereas a 
drainboard of 8 or 10 gage stain- 
less steel, which would have to be 
used in order to have something to 
stand up, would cost around $2.50 a 
foot. This would seem to open up 
stainless steel to the lower and 
moderate priced home. 
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“You are probably interested in 
plywood in the aircraft field. There 
are a great many trainers built of 
plywood, such as those being built 
by Fairchild and a number of the 
others, and a very large number of 
gliders, but in this country no 
fighter planes. There is one cargo 
plane. 

“In England it was a different 
story. England knew a good deal 
more about plywood in its technical 
sense than we did. I think it was in 
yesterday's News Week there was 
a two-page advertisement by the 
builders of the Mosquito plane 
which stated that it is the fastest 
thing on wings in the world today. 
That plane is built 100 per cent of 
plywood, a good deal of which has 
been manufactured in the U. S. A. 
Wood has furnished most of the 
veneer. There was a case where 
they had a good design. 

“In the boat field the perform- 
ance of plywood has been outstand- 
ing. That hardly needs much dis- 
cussion. All of you undoubtedly 
have read ‘They Were Expendable.’ 


All the boats built by Elco—the 
P. T.’s, and all the P. T.’s built by 
Higgins, have been almost 100 per 
cent plywood. In some cases the 
hull is made of lumber, and in some 
cases it is made of plywood. On 
the first 100 or so of the Elco P. T. 
boats we molded the whole super- 
structure. In so doing we saved 
about half the weight and gave it 
greater strength, but they went to 
conventional plywood construction 
later on because they found they 
had to take out the engines and 
other parts frequently. We had 
made out of this a monocoque con- 
struction, and they had to cut it up 
in order to take out the parts—the 
engine and so forth out of the 
housing; so that they went back to 
a construction which they could un- 
screw when necessary. 

“Now I haven’t said much about 
paper. but paper has tremendous 
possibilities in combination with 
plastics. Paper has a great affinity 
for resins, and many things can be 
done with it; and the increase in 

(Continued on page 104) 





Step-Up Table for Paint Sundries 


VERY hardware store carries 
a large number of items in 
small bottles and cans most of 
which are not a definite part of any 
one department. Much of this mer- 
chandise sells on sight and cus- 
tomers, given the opportunity, will 
select and buy many of these items. 
It therefore behooves every hard- 
ware merchant to display these 
items in a prominent place. 
The fixture shown in the sketch 
is ideal for displaying this type of 


merchandise. It has five display 
surfaces. It requires a relatively 
small stock of individual items to 
make a satisfactory display. It 
lends itself to large quantity dis- 
plays also. Items shown on this 
fixture stand out no matter how 
small they may be. 

An ideal place to locate a display 
of this type is near the wrapping 
counter. The table should also be 
located on a cross aisle table for 
best results. 
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Small items may be shown to advantage on a fixture of this type. 
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New Roofs... 


and new Sales Peaks 





A visitor to a well known farming section reports that half the barns there have 
been recently re-roofed. Every one of those new roofs is public notice that rural 
America has extra income. In the whole country it amounts to billions. A lot of 
that money is going into war bonds. Far more is going into long-needed repairs 
and into long-coveted goods for home and personal use. Much of it, in other 
words, is going straight into stores like yours—for more and larger quantities 
of goods and materials than rural people ever bought before. 


To get your full share, meet those dollars _It’s far and away America’s leading rural 
half-way. Feature in all your displays the magazine, and its nation-wide influence is 
products advertised in the FARM JOURNAL _ reflected in the active demand for FARM 
which is read by 2,700,000 rural families. JOURNAL advertised products. 





These are the products in your line advertised in Of the 
current issues of the FARM JOURNAL. Display them. FIRST FOUR 
aeeaumnm EEPtESEn uensus —_SRAEMOLE, meauaTon yrs cae ho 
BAG BALM DILATORS FRIGIDAIR PURINA FEEDS interest only ONE 
BILTRIVE 1 RUBBER HEELS FULL-O-PEP FEEDS PYREX WARE is rural 
“BLACK LEAF 40” FYR-FYTER RCA PRODUCTS 
BOND F HT a gl — GENERAL ELECTRIC REPUBLIC STEEL 
BOSS een OVES GOLDEN FLEECE POT Sew ROOTONE . —— 
CARBORUNDUM FILES DR. HESS & CLARK PAN-A-MIN R-V-LITE WINDOW MATERIAL FARM 
CAT'S PAW RUBBER HEELS DR. HESS POULTRY INHALANT DR. SALSBURY'S PRODUCTS : . 
& SOL ory WATER — SANI-FLUSH JOURNAL 
CHORE GIRL CLEANER MAZOO STOVE SAVOSS 
CLOROX KOW. KARE SPOHN'S =— 
COLEMAN APP'.IANCES LARRO A STEVENS GUNS 
COOLERATOR MONARCH GES jh ld CLIPMASTER 
CORONA OINTMENT MYERS WATER SYSTEMS XITE 
CYANOGAS DR. NAYLOR’S PRODUCTS Hy S. STEEL 
DEEPFREEZE NORGE WESTERN CARTRIDGES 
DISSTON an EAT PARMAK ELECTRIC FENCER WESTINGHOUSE PRODUCTS 
OUO-THE! eevees Caan a HEATERS WINCHESTER FLASHLIGHT 
EVEREADY MLASHLIGHT PETERS CARTRIDGES BATTERIES 
BATTERIES PHILCO PRODUCTS ZENITH RADIOS 








Successful merchandising is based on facts. Write today and have us tell you the 
number of FARM JOURNAL readers in your own county. They may exceed the 
figures for either the SATURDAY EVENING POST, LIFE, or COLLIER’S as they do 
in two out of every three counties in the United States. 


GRAHAM PATTERSON, Publisher ss oI IRN A L Washington Square, PHILADELPHIA 


AND Farmers Wife 
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Over $2000 in Furnace Filter 
Sales in Two Months 


Wolff, Kubly & Hirsig 
finds they also lead 
to extra business in 
furnace improvements 


Filters are piled high 
to attract attention 
while the signs catch 
the eye from any part 
of the store’s floor. 


|| homeown- 


ers whose houses are equipped 
with forced warm-air furnaces 
face the problem of keeping both 
the air and the home clean. Fur- 
nace filters offer a simple, in- 
expensive solution to the problem 
and they also serve to reduce fuel 
consumption which in itself is a 
major worry in these days of ra- 
tioning and shortages. 

Last year, at the Wolff, Kubly 
& Hirsig store in Madison, Wis.. 
sales of filters amounted to over 
$1,000. This season alone their 
sales of this item have doubled 
that amount in the space of two 
months. At first, it was thought 
that this business was an autumn 
proposition. Now, however, sales 
keep up a steady pace all through 
the winter. This coming spring it 
is planned to tell customers about 
the necessity of clean filters if 
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they use the blower for summer 
cooling. Later in the summer, the 
firm will do as it did last summer 
and emphasize the necessity of 
getting the furnace ready for the 
fall. 

Stocking air filters has proved 
to have other advantages for the 
firm. They give a “foot-in-the- 
door” opening for suggesting fur- 
nace improvements. Low cost of 





ON AVAILABLE GOODS 





the initial stock was a help to 
investment and profit. Once the 
homeowners had been converted 
to the filters, they came back for 
replacements. 

Mobility of display has long 
been a Wolff, Kubly & Hirsig pol- 
icy. Things are moved around 
frequently in order to give a fresh 
interesting appearance to stocks. 
A large display of these filters was 
arranged at a good traffic point on 
the first floor of the store and an 
easy-to-read sign was used to tell 
their story. Attention was also 
attracted to the display by piling 
the filters high so that they would 
catch the eyes of customers in 
any section of the floor. In addi- 
tion to the interior display, the 
firm also features these items in 
its windows. 
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WIR 


on the 





Strong sleel cable helps unload this Liberty Ship at a 
British seaport.—( Wide World Photo.) 






WHEREVER our fighting men go, prod- 
ucts made from wire gre helping them win 
important battles. 


WIRE FENCE also plays a vital role on the farms of America, helping win 
the Battle of Food. Farmers everywhere report their livestock-legume-crop 
rotations depend on good fence . . . that pastures and roughage and down 
grain can be turned into valuable wool and meat and milk only when the 
farm is well fenced. These important considerations have caused the govern- 
ment to release additional steel for the production of more fence, barbed 
wire, and steel posts. 





Idle SCRAPIRON 
on farms is seri- 
iously needed for 
war production. 
Urge farmers to 
collect and sell 


every pound— 
NOW! 









Keystone, therefore, is now shipping larger quantities of fencing materials 
and steel posts to dealers. Extra heavy coated Red Brand fence is not yet 
being made, however, because of the war demands for zinc. But Keystone’s 
present fence will give good service because it’s tightly woven of copper- 
bearing wire that’s protected by a durable galvanized coating. 


KEYSTONE STEEL & WIRE CO., PEORIA, ILL. 


54 Years of Fence Making Experience 
ED BRAND FENCE stczt pos: 
h STEEL POSTS 
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Take Care of Your Store Equipment! 


The final installment of a series of 
three articles devoted to a subject 
that is growing more important daily 


—_ equipment of 


every type has to do more work 
and last longer during these war- 
time days when there are no re- 
placements to be had. The least 
that any responsible employee can 
do is to treat business machines 
with care and make it a particular 
point to conserve supplies. 

The following suggestions 
should be of decided assistance 
in supplementing the hardware 
dealer’s own ideas on how to 
make office equipment last and 
how to conserve supplies. 


Duplicating Machines 
1—Keep duplicator clean and 
free of dust, dirt and grime. 
2—Use soft cloths and cleans- 
ing benzine or kerosene. 





Handle your duplicator gently and 
always make all of the necessary 


mechanical adjustments carefully. 


3—Keep all cleansing fluids 
away from rubber parts, other- 
wise they may become swollen. 

4—Take care of the rubber 
parts of the machine, they are 
hard to replace. 

5—Keep impression roller free 
from ink. 

6—Exercise special care to 
keep lint from accumulating on 
the rubber parts of the machine. 
Wash with soap and water. 

7—Keep machine properly lu- 
bricated. Oil all bearings and 
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other places where friction oc- 
curs with a good medium-weight 
oil. 

8—Ink pads last longer if they 
are agitated at the beginning of 
the day before work starts. 





9—Change the ink pad every 
30 days, or oftener if the machine 
is used continuously. 

10—Cut down on “overruns.” 
Produce only the exact number 
of copies you need. 

11—Run only one “test copy” 
for positioning. Save paper and 
ink. 

12—Handle duplicator with 
care. Make adjustments care- 
fully, not roughly. 

13—Change the speed of the 
electric motor only when it is 
running. ' 

14—“Gang up” the work when 
it’s practicable—running all 3 by 
5 cards at one time, letter-size 
and legal size materials at other 
times. This saves time in making 
adjustments. 

15—Cover the machine when it 
is not in use. 

16—If your office is left un- 
heated at night to conserve fuel, 
be sure that all office appliances 
are warmed to daytime room tem- 
peratures before starting the day’s 
work. 


Display Accessories 
1—Be careful not to break bulb 
edge glass dividers for compart- 
ments when you handle them. 
2—Clean glass dividers when 
you change displays on tables. 
Use a glass cleaner or soap and 


water. Dust this equipment reg- 
ularly. 

3—Broken dividers should not 
be discarded. Cut out the broken 
section and use them as short 
dividers. 


Do not throw away 
broken bulb edge 
glass dividers. 
Cut out the broken 
section and use as 
short dividers. 


4—Do not try to use spring 
type price ticket holders on wood 
shelves. 

5—Do not bend or twist price 
ticket holders. 

6—Clean price tickets with art 
gum eraser and use them over 
again. 

7—Store your show card hold- 
ers where they won’t become bent 
or damaged when not in use. 

8—Do not lose metal hardware 
clips that hold glass dividers in 
place. 

9—If you use paper in the bot- 
tom of bins on tables, make it do 
double duty and turn it over, 














Save paper and forms around the 

office. Store them in a smooth, 

level space free from extreme heat 
or excessive moisture. 
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e The saws that sell are the 
saws with quickly proven qualities. The 
sales points of Atkins “Silver Steel” 
Saws are in their teeth, blades and 
handles—instantly seen and easily 
demonstrated. The tapered grinding, 
skilled smithing, correctly balanced 
handles and clean, easy cutting action 
begin to reveal themselves as soon as 


Youaud Athi 
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the customer takes the saw in hand. 


Today, when saws are used hard, 
and must be used long, the customer is 
influenced more than ever by these 
sales points. He wants the best—you 
can give it to him with an Atkins. 


E. C. ATKINS AND COMPANY 
410 So. Iiiinois Street, Indianapolis 9, indiana 


FOUR WARS 
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using both sides before it is dis- 
carded. 

10—When moving or changing 
displays on glass shelf units, re- 
move plate glass shelves care- 
fully, clean and replace in the 
new display. 

11—See that metal equipment 
is put together properly and that 
it is tight. 


Hand Trucks 
1—Do not overload. 
2—Use with care when loaded. 
3—Keep well lubricated to in- 
sure longer life and easier opera- 
tion. 


Portable Platform Scales 


1—Do not throw merchandise 
or items to be weighed on the 
platform. Place them carefully on 
the scale. 

2—Take it easy when moving 
the scale from one part of the 
store to another. 

3—Clean all bearing parts with 
a stiff brush occasionally in order 
to remove all dirt and grime. 








Use staples instead of paper 
clips whenever possible for 
they contain much less metal. 


1—Adjust the scale at regular 
intervals to imsure accurate 


weighing. 


General Conservation 
in the Office 

1—Use staples instead of pa- 
per clips. There is less metal in 
staples. 

2—Stapled papers take up less 
filing space. 

3—Don’t thoughtlessly bend pa- 
per clips. 

4—Remove clips from discard- 
ed papers and use them over 
again. 





5—Save rubber bands. 

6—Save erasers. 

7—Use mucilage instead of 
rubber cement. 

8—If you have a_ mechanical 
pencil, use it oftener. Save wood 
pencils by using them less, use 
them longer, and sharpen them 
closer to the stub. 

9—Save paper around the of- 
fice. Store in a smooth level 
place, free from excessive mois- 
ture or extreme heat. Cover pa- 
per to protect it from dust and 
grit. 

10—Put carbon copies on the 
backs of letters being answered. 
This eliminates most second 
sheets, reduces the need for clips 
and saves space in filing cabinets. 

11—Use file folders and manila 
envelopes over again by pasting 
new labels over old tabs and ad- 
dresses. 

12—Don’t destroy waste paper. 
Sell it or give it to a charity to 
be reclaimed. Cartons for am- 
munition and food for the armed 
forces are made from waste paper. 


Job of Simplifying Tax Forms Must Start 
With Clarification of Tax 


NSWERING those who shout 
for a simplified form on which 
to make income tax returns, Henry 
H. Heimann, executive manager-on- 
leave of the National Association of 
Credit Men, 1 Park Avenue, New 
York, in his Monthly Business Re- 
view, says that the only way that 
tax forms can be simplified is to 
simplify our tax laws. He directs 
this remark especially to the new 
tax bill now up for consideration in 
the United States Senate. This new 
bill, although in some aspects it has 
much to recommend it, does nothing 
to clear away the maze surrounding 
the general tax plan. 

“The proposed bill continues to 
place most of the burden on the 
middle class, largely liquidates in- 
centive for business through an 
added corporate tax and avoids all 
reference to a general sales tax,” 
Mr. Heimann declared. “Those who 
argue for a redistribution of wealth 
will find such a plan much to their 
liking. There is still plenty of 
wealth in the nation, but its redis- 
tribution is being speedily accom- 
plished in a thousand and one in- 
visible, indefensible and _ insidious 
ways. If we want to stop that, then 
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let us at least try to insist that the 
distribution group adopts their poli- 
cy in an equitable distribution of 
the tax load of the American peo- 
ple. Here is something that needs 
a just and equitable redistribution, 
but the new tax bill really accom- 
plishes nothing of the sort.” 

Continuing his argument on the 
tax bill Mr. Heimann declares that 
the bill clearly indicates “that the 
redistribution policy is a one - way 
street. If we continue on it, we will 
soon come to the dead end. A gen- 
eral sales tax would represent a 
real redistribution of the cost of 
government and if the redistribution 
group wants to be consistent, why 
don’t they have the courage to adopt 
it?” 

Mr. Heimann said that the reac- 
tion in Washington when the Army 
turned back some $13,000,000,000 
into the United States Treasury was 
one of sarcastic criticism rather than 
wholehearted commendation which 
should have greeted such an an- 
nouncement. 

“Thirteen billions of dollars isn’t 
chaff in any nation’s financial lan- 
guage,” Mr. Heimann pointed out. 
“In reality the present Congress was 
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pleased, the public comforted and 
sound money advocates for the first 
time saw a ray of hope of some ceil- 
ing, even though it be celestial, in 
the mounting government debt. 

“Tt is high time, and probably not 
too late, to look into other expendi- 
tures, but to my mind the reception 
given the announcement of the Army 
reveals very clearly how punch- 
drunk from unsound fiscal blows our 
people and press really are. Having 
a real example of thrift before us, 
in our bewilderment we suddenly 
reach a decision that perhaps many 
appropriations, so easily voted, are 
unnecessary. If our appreciation of 
the Army’s example had been ex- 
tolled to the nation and held up to 
our people as a beacon of light to 
safety in a troubled financial sea. 
the spirit of thrift might have caught 
on more readily. People want to 
do the really patriotic and sound 
thing. However, unfortunately, in 
our prodigality with taxpayers’ 
money we have actually reached the 
point where a thrifty man or a sav- 
ing department is in some quarters 
labeled as reactionary and economy 
of government something fit for the 
past ages and wholly out of place 
in a modern world.” 
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It will pay you 
fo hear our story 











A lot of industrial dealers want to start 
with a clean slate on some of their lines after 


this global war has subsided. 








A lot of you want to take advantage of 
some of the lessons the past three years have 


taught you. 


Out here at DURO—there are some mighty 








big things afoot—things that can mean a great 


deal to any dealer of light machine tools. 


Before you make a decision we urge you to 
hear our story. Just drop us a line and we'll 


arrange it for you. 


DURO TOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2677 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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Tomorrow's Customers 


NE of the most important 
O things for the salesman in 

a retail hardware store to 
remember is the old saying, “The 
boy of today is the man of to- 
morrow.” The boy—or girl—who 
visits your store today may be- 
come an important future cus- 
tomer of your firm. By the same 
token, he may become an impor- 
tant customer of your competitor’s 
down the street. Whether or not 
he becomes your customer depends 
in large measure upon the treat- 
ment he receives when he visits 
your store. 

Many a salesman disregards the 
youngster who is waiting to make 
a purchase and gives his attention 
to an adult who has entered the 
store after the child. Usually, he 
regards the child as a child, as 
someone who is making a small 
purchase or is being sent on an 
errand. The adult customer repre- 
sents ready money. Let the child 
wait. After all, he is only a young- 
ster and waiting will be good dis- 
cipline for him. 

The child may wait but he also 
remembers and in many instances 
his memory is as good as an ele- 
phant’s. He will remember the 
salesman who neglected him and 
he will associate him with the store 
he represents. The memory will 
persist and when he grows older 
and makes more important pur- 
chases you may rest assured that 
he will make them elsewhere. Not 
only that but he will see that his 
friends follow his example. The 
result will be that the store has 
lost a permanent customer or cus- 
tomers. And the pity of it is that 
it all could have been averted by 
ordinary courtesy and attention on 
the part of the salesman. 

It’s good policy to treat children 
in the same manner as you would 
treat adults. Don’t keep them wait- 
ing. Don’t be impatient with them. 
Try to help them at all times. Be 
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a friend to them. It will pay you 
in the long run. 

Many a youngster is sent to the 
store on an errand and arrives 
there in a thoroughly confused 
state. Is it better to tell him you 
don’t understand what he wants 
and send him home or to make an 
honest effort to find out what he 
really wants? Call up his home on 





to his parents. They will appre- 
ciate the courtesy and will become 
firm friends of your store. The 
youngster will feel that you have 
“pulled him out of a hole” and 
will also be your friend and a 
friend of your store. It means just 
a little added effort but it’s an 
effort that is bound to pay divi- 
dends. 

Treat the children right at all 
times. It’s the decent thing to do 
and it’s mighty good business in 


the telephone and explain the case 


the bargain. 





Test Your Hardware Sense! 


Grade yourself to see how good you are. Each question cor- 
rectly answered is worth 20 points. A grade of 100 is very 
good; 80, good; 60, fair; 40, poor and 20, very poor. The 
correct answers to these questions will be found on page 104. 


Work the problems first—then substitute the figures of 
your business for those in the problems 


1—A hand vacuum cleaner retails for $15. Margin on the 
line is 40 per cent. The dealer finds that he must pay a com- 
mission of $4 on each cleaner in order to get salesmen to push 
the item. Assuming that it is unprofitable in this business to 
sell an item where selling salary is more than 50 per cent of 
the margin on the line, determine if the item is a profitable one 
to sell under the present arrangements. 

2—-Last year a business sold $25,000 worth of merchandise. 
Total salary expense in dollars and cents was $3,250. Deter- 
mine the salary expense percentage in this business. 

3—Owner Smith spends 10 per cent of his time on office 
work, 30 per cent in management and buying jobs, and 60 per 
cent selling. He draws a salary of $2,500 per year. How much 
of his yearly salary should be charged up as office salary, man- 
agement and buying salary, and selling salary? 

4—A dealer wants to set up sales quotas for each month of 
the year. His estimated volume is $32,000. Last year he ob- 
tained 4.0 per cent of the year’s sales volume in January; 
1.6 per cent in February; 6.5 per cent in March; 10.2 per cent 
in April; 11.0 per cent in May; 8.1 per cent in June; 9.7 per 
cent in July; 8.2 per cent in August; 7.3 per cent in Septem- 
ber; 11.4 per cent in October; 9.2 per cent in November; and 
9.8 per cent in December. Determine the monthly sales quotas. 

5—Jones would like to establish an ideal stock for a line of 
hammers to guide his buyers in placing orders and to increase 
turnover on the line. He feels that a stock to cover two-months’ 
requirements is adequate for the regular business of the store. 
In the previous year, 12 doz. competitive hammers, 36 doz. 
better grade hammers, and 6 doz. high quality hammers were 
sold. Determine the ideal stock for each grade hammer. 

(Answers on page 104) 
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The following APEX 
Products are now 
available in this 


handy 
5-Gallon 
UTILITY 
CAN 


—a stand-out merchandising package of proven 
display and sales value. 





Protex Motor Oil, All Grades 

Film-X Motor Oil, All Grades 

Cream Separator Oil 

Castor Machine Oil 

Gas Engine Oil, Medium and Heavy 

Green Harvester Oil, Medium and Heavy 

Red Engine Oil, Medium and Heavy 

Transmission Oil—600W Light, Medium, 
Heavy 

Transmission Lubricant 

Steam Cyl. Oil—Low P. or High P. 

B & S Engine Oil 

Thread Cutting Oil 

Killer Cattle Spray 

Floor Oil 


Other containers include glass jars in quart 
and gallon sizes. Oils also available in 30- and 
55-gallon drums. 


APEX Products are widely known for high 
quality at reasonable prices. Ask your jobber 


about APEX Selling Helps. 


“The largest supplier of Motor Oils and Greases to Inde- 
pendent Hardware and Implement Dealers in America." 
Jobbers in 40 states, Canada and Mexico sell APEX Products. 








APER Olk PRODUCTS co. 


MA RS F PETROLEUM PF 


7th AVENUE NO MINNEAPOL 
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There's a good market 
for V-Be/ts 


gine 


~ SMALL DRIVES 








Owners of washing machines, oil burners, 
home workshop equipment, and many other 
appliances, know that such equipment is 
not replaceable for the duration. They know 
that the only answer is careful maintenance 
and replacement of parts. There is the ideal 
market for V-Belts. 


To corner this business in your neighbor- 
hood, get the Gilmer “Eye-Ful” Tower Belt 
Assortment. Mounted on an attractive counter 
display stand and holding 35 assorted 
V-Belts, you have the answer to any one of 
887 V-Belt questions in a jiffy. You will not 
only satisfy your customers’ demands... 
you will make a profit of $14.01 on a 
$21.01 investment. Order yours today. 


L. H. GILMER COMPANY 


TACONY, PHILADELPHIA 35, PA. 

















L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
Send me the complete Gilmer "Eye-Ful” Tower Assortment 
No. 350 as follows: 

1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalogue, America’s Belt Bible 

Bill me $21.01 through your nearest jobber. 


NAME 





ADDRESS 

















Show Giftwares, Greeting Cards and 
Window Shades in Early February 
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GIFT AND 
PARTY 
HOUSEWARES 
WINDOW 


MERCHANDISE: 
Glass cake stands, 
glass relish dishes, 
glass butter and jelly 
dishes, pottery gift 
items such as vases, 
cookie jars, flower 
holders, figurines, 
decorative ovenware, 
glass ovenware, 
framed pictures. 
fancy ash trays, table 
mirrors, cruets, etc. 


BACKGROUND: 
Plan to use a back- 
ground material that 
will tie in with St. 
Valentine’s Day, Lin- 
coln’s Birthday or 
Washington's Birth- 

day. 


GREETING 
CARD 
WINDOW 


MERCHANDISE: 
A complete variety of 
greeting cards dis- 
played on panels of 
various shapes. One 
variety of cards to 
be shown on a panel. 


WINDOW 
SHADES 
WINDOW 


MERCHANDISE: 
Window shades of 
various types also 
venetian blinds, win- 
dow glass cleaners, 
sponges, squeeges, 
chamois skins, etc. 
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—=—— “SEAL-SAC? oS 


Announcing the REMOVAL of 6.2 
GENERAL OFFICES 


fom FALL RIVER, MASS. & 










! 








‘ “ 
6 E. 39th STREET 
NEW YORK CITY 


Telephone: MUrray Hill 3-5997 





c 


| ... to keep pace with our widening 
scope of activity —to make our 
service even better than it is — 





Our FACTORY remains at 385 

Pleasant Street, FALL RIVER, 

MASS., and continues as our ship- 

ping point . . . All mail should be 

addressed henceforth to our NEW 
YORK Office. 


SEAL-SAC, ... 


Additional “*Seal-Sac’’ Offices: 
CHICAGO LOS ANGELES SAN FRANCISCO 


= “ENDURO-TEX” = 


Imagine plenty of 
cO RY corree BREWERS... 
cll you can dell 


qn” —That’s 


something 


to look 


One of the world’s largest lines, 
forward to Anchor Brand hardware includes 


Bits e Buckles e Bull Rings and Snaps e Calf 
Weaners e Can Openers e Chain Repair 
Links e Clasps e Curry Combs e Dog Collar 














We are sorry that we 
can't fill orders as fast 


as we'd like. However, Hardware e Halter Hardware e Harness Hard- 
the merchandise you | ware e Harness Repair Hardware e Linemen’s 
are receiving from us | Belt Hardware e Mail Bag Hardware e Riding 
is the same quality as_ | Hardware e Rings, Dees, Squares, Loops ¢ 
before the war. | Safety Belt Hardware e Snaps @ Spurs e Stir- 


rups ¢ Swivels e Tent and Awning*Hardware 


at [. ae i | e Upholstery Nails ¢ Web Strap Hardware 


| 
good will and yours is | 
coavus ~— NORTH & JUDD 
pendable quality of | 


tom CORY Brewers. MANUFACTURING COMPANY 
NEW BRITAIN, CONN. 
rex | Boston . . New York . . Philadelphia . . Chicago . . St. Louls . . San 
Francisco . . Los Angeles 


CORY GLASS COFFEE BREWER CO. - 325 N. Wells St. - Chicago 10, Ill 
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“Tra-Test ‘Opens New York Office, 
Makes Executive Personnel Changes 


Tru-Test, marketing and mer- 
Merchandise Mart, 
54, Chicago, IIl., has recently an- 


chandising, 


nounced the opening of its New 





%, . 
ay! 


LELAH HORNING 


York City resident office, located 
at 225 Fifth Ave., New York 
City. Lelah Horning, who has 
assisted in coordinating merchan- 
dising of toys, housewares, and 
gifts through Tru-Test, since 
1938, will be in charge of the 
office. Elise Allen, Chicago, 
Ill, will act as Miss Horning’s 
assistant and secretary. 

George C. Van Veen, previ- 
ously central western sales rep- 





GC. VAN VEEN 
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RUSSELL COOK 


resentative for Pharis Tire & 
Rubber Co., Newark, Ohio, for 
15 years, has been appointed di- 


rector of distributor relations 
with Tru-Test’s wholesale dis- 
tributors and dealers. Russell 





E. C. HUNTER 


Cook, for the past 17 years as- 
sociated with the Townley Metal 
& Hardware Co., Kansas City, 
Mo., wholesalers, as buyer of 
housewares and appliances, has 
been named manager of house- 
wares for the company. He will 
be located at their Chicago 
office. E. C. Hunter, associated 





with the Katz Drug Co., Kan- 
sas City, as buyer and mer- 
chandiser of toys and sundries 
for the past 17 years, has been 
appointed manager of the toy 
department. He will also be lo- 
cated in the Chicago offices. 





ELECT LUNT DIRECTOR 
WICKWIRE SPENCER 


The Wickwire Spencer Steel 
Co. recently announced the elec- 
tion of Samuel D. Lunt as a 
member of the board of directors, 
succeeding Charles G. Terry. Mr. 
Lunt is the managing partner of 
Hamlin & Lunt, Buffalo, N. Y., 
stock brokers, members of the 
stock exchange. He was former- 
ly connected with the Bancameri- 
ca-Blair Corp., New York City; 
Liberty Share Corp., investment 
affiliate of the Liberty Bank of 
Buffalo; and with Birge, Wood 
& Trubee, members of the New 
York Stock Exchange. 





HESS RETIRES FROM 
AM. STEEL & WIRE CO. 


Albert J. Hess has recently re- 
tired as manager of the cold 
rolled strip and springs depart- 
ment of the Chicago office of 
American Steel & Wire Co., 
U. S. Steel subsidiary, Cleveland, 
Ohio. Mr. Hess joined the 
Washburn & Moen Co., one of 
the éonstituent companies going 
into American Steel & Wire in 
May, 1890, as an office boy and 
clerk. He progressed through 
the ranks as a salesman, corre- 
spondent, and assistant manager 
before being appointed to his 
present position, in 1928. He 
plans to take a well earned rest 
at his home in Oak Park, IIl., 
He is a member of the Masonic 
Order and the American Furni- 
ture Club of America. 





SHAW & CO. OPENS 
SAN FRANCISCO OFFICE 


Shaw & Co., Los Angeles, Cal., 
has recently announced the open- 
ing of San Fancisco offices and 
warehouse at 320 Tenth St., San 
Francisco, Cal., 3. This company 
is the exclusive agent for Repub- 
lic Drill & Tool Co., Chicago, IIl., 
and Rockford Screw Products 
Co., Rockford, Ill. 





=» 


LEMPERLY, VICE-PRES. 
AND SALES DIRECTOR 
OF SHERWIN-WILLIAMS 


Charles M. Lemperly was re- 


cently elected vice-president and 
director of sales at the annual 





Cc. M. LEMPERLY 


meeting of the Sherwin-Williams 
Co., paint manufacturers, Cleve- 
land, Ohio. In April, Mr. Lem- 
perly was appointed director of 
sales, having been director of 
advertising and publicity for a 
number of years. He entered the 
employ of the company in 1907 
as a junior clerk in the advertis- 
ing department. During the seven 
years that followed, he 
every position in the department, 
and in 1914 was appointed man- 
ager. 
identified with all of the com- 
pany’s 
paigns. 
the paint industry, having been 
one of the originators of the 
“Save the 
He has been a member of the 
Cleveland Advertising Club since 
1913. 


filled 


He has been actively 


sales plans and cam- 
He is well known in 


Surface” campaign. 


ANDREWS MANAGES 
HOLLINGSHEAD HOME 
PRODUCTS DIV. 


E. O. Andrews has recently 


been named manager of the 
household products division of 
the R. 
Camden, N. J. Mr. Andrews was 
formerly sales manager of the 
Midway Chemical Co., New York 
City, for 12 years. 


M. Hollingshead Corp., 
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George J. Macklin, General Manager 
Of Sager and Barrows Works 





GEO. J. MACKLIN 





George J. Macklin returns to 
the Sager and Barrows Lock 
Works, a division of Yale & 


Towne Mfg. Co. at North 
Chicago, Illinois, as general 
manager succeeding John P. 
Dunphy. Mr. Macklin was as- 


sistant general manager of this 
division for 10 years prior to 
1941 when he resigned to be- 
come vice-president of Eagle 
Lock Co., Terryville, Connecti- 
cut. His past experiences well 
fit him to take full charge of this 
division with which he had been 
associated a total of 15 years. 
He is well known in hardware 
circles. 








E. C. HADLEY ASSISTS 
CARPENTER, REMINGTON 
PRODUCTION HEAD 


E. C. Hadley, formerly tech- 
nical division manager, Reming- 
ton Arms Co., Bridgeport, Conn., 
has recently been appointed 
assistant to D. F. Carpenter, vice 
president and director of manu- 
facture. He will succeed E. A. 
Doyle, who will return to E. I. 
du Pont de Nemours & Co., Inc., 
A. E. Buchanan Jr., organizer 
of the company’s research divi- 
sion, succeeds Mr. Hadley as 
technical division manager, and 
he will be assisted by George 
0. Clifford, formerly manager 
of Remington’s Ilion, N. Y., arms 
plant. Other personnel changes 
are: M. R. Warden, formerly 
military production section as- 
sistant manager, will be assist- 
ant manager, production division, 
with jurisdiction over production 
in the Bridgeport, Ilion, N. Y., 
Kings Mills, Ohio, and Findlay, 
Ohio, works, while W. F. H. 
Mattiage, formerly manager of 
Utah ordnance plant, will be- 
come manager of the Bridgeport 
works, 


ALLEN SALES MOVES: 
SEEK MORE LINES 
Allen Sales Co., manufacturers 


agents, recently moved its head- 
quarters from 432 W. 29th St., 
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New York City to new quarters 
at 366 Broadway, New York City 
13, N: Y. The company, which 
is seeking additional lines, at 
present represents All-Nu Prod- 








ucts Co., Camden, N. J., waxes 
and chemicals; U. S. Plywood 
Co., New York City, Weldwood 
glue; Kindle-Lite Corp., Brook- 
lyn, N. Y., flares and fire logs and 
Cadie Chemical Products, Inc., 
New York City, chemically treat- 
ed polishing cloths. Allien Sales 
Co. covers New York, New Jer- 
sey and Connecticut. 


KOKINS PRESIDENT OF 
WARREN TELECHRON 


I. W. Kokins, who had been 
vice president of the Warren 
Telechron Co., Ashland, Mass., 
since 1935, has recently been 
elected president of the company 
to succeed Henry E. Warren. 
Mr. Warren, founder of the com- 
pany, recently resigned after 
having passed the retirement age. 
Mr. Kokins, who has spent over 
30 years in the electrical manu- 
facturing industry, joined the 
Warrent Telechron Co., in 1926 
as general manger. In 1935 he 
was elected a director ani laver 





that year became vice president 
of the company. He is active in 
the National Association of 





I. W. KOKINS 


Manufacturers, being a member 
of the Post-War Committee, and 
is also a member of the indus- 
try’s advisory committee. 











UNIVERSAL WINS THE “E": For superiority in production of war materials, the Army- 
Navy “E” was presented to Landers, Frary & Clark, New Britain, Conn., recently. Brig. 
Gen: Guy H. Drewry, district chief of the Springfield Ordnance district, presented the “E” 


to the employees of the company, and Capt. A. K. Atkins, U. S. 


Navy, the lapel pins. 


R. L. White, president of the company, accepted the award of the flag, and James Degnan, 


representing the employees, accepted the award of the insignia. L. A. 


Brown, vice-presi- 


dent and works manager of the Universal plants, acted as master of ceremonies. Left to 
right: R. L. White, president of the company; General Guy H. Drewry, Capt. A. K. Atkins, 


USN, and James Degnan. 
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DON’T GET * 


+ 


x “AT IT! 


Sell More Gun Oil 
Than Before! 


FOR TOOLS—RODS— REELS— 
ALL METAL 


Famous for firearms, Fiendoil is just 

as invaluable to home craftsmen! 

Sell this metal preserving, anti-cor- 

rosive for use on locks, hinges, hedge clippers, 
mowers—the stored away rustable things that 
can’t be replaced! 


Dealer Price $2.80 per Dozen in 
SELF-SELLING DISPLAY CARTON 
Sells 35¢ per Bottle 


McCAMBRIDGE & McCAMBRIDGE CO. 


DIAMOND TOOLS 


Are On Every Fighting Front 


. With the Army, the Navy, the 
Marines, on tanks and in airplanes . . . 
Diamond Tools are doing their part to keep 
Uncle Sam’s fighting machinery moving 
forward . . . They are used on the farm and 
in every essential war industry on the home 
front. 


We’re doing our best to take care 
of our customers, but war needs must 
come first. 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. . . Duluth, Minn. 














Gillette Safety Razor Elects 
Three New Vice Presidents 


G. Herbert Marcy, 


the Gillette Safety 
Boston, Mass. 


ant director of the 





G. HERBERT MARCY 


durable goods division. With the 
exception of his leave while in 
Washington with the government, 
he has been with Gillette for 19 
years, his last position being that 
of sales manager. Mr. Smith, 
advertising manager for the com- 


| pany for the past six and one- 


half years, had previously served 
the organization as account 
executive representing an adver- 
tising agency. Serving Gillette 
as a consulting physicist since 
1927, and joining the organiza- 
tion as works manager in 1937, 
Mr. Young continues to act as 
plant superintendent in his new 


KEYSTONERS HAVE 150 
AT CHRISTMAS PARTY 


Hospitality, refreshments and 
good cheer prevailed at the En- 
gineers’ Club, Philadelphia, Pa., 
Saturday, Dec. 18, for the An- 
nual Open House and Christmas 
Party of The Keystoners. More 


than 150 members and guests | 
| including 


sales and operating 
personnel of hardware and mill 
supply distributors and manu- 
facturers salesmen and manufac- 
turers agents attended the party. 

The Keystoners’ party was suc- 
cessfully conducted by the enter- 


| tainment committee — Howard 


A. Craig 
Smith, and Louis H. Young, have 
been elected vice-presidents of 
Razor Co., 
Mr. Marcy is the 
newly appointed assistant to the 
president who recently returned 
to the company from Washington 
where he was engaged for 15 
months with the WPB as assist- 
consumer 





A. CRAIG SMITH 


capacity as vice-president. He 
was formerly MIT professor. 
The president of the company, 
J. P. Spang, Jr., said, “Today’s 
pressing demands and plans for 
post-war expansion called for 
election of the new officers to 
assume their share of the greater 
responsibilities.” 








LOUIS H. YOUNG 


| Pruner, American Saw Mfg. Co.; 
B. F. Butterfield, Greenfield Tap 
& Die Co., and Luke Boyd, Stan- 
ley Electric Tools. 


PALMER MANAGES SALES 
WIRE & SPECIALTIES 
DIV. FOR ROEBLING’S 
W. C. Palmer, associated with 

John A. Roebling’s Sons Co. 

since 1926, has been appointed 

manager of sales of round, flat 
wire and specialties division, 

Trenton, N. J. He was formerly 


- e i 
| assistant branch manager of the 


company at Cleveland. 
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John P. Dunphy has returned 
to the sales organization of Yale 
& Towne Mfg. Co., as Divisional 





ELECT PENMAN PRES. 
AT HDWE. TRADE ASSN. 
CHRISTMAS PARTY 


At the annual Christmas Party 
of the Hardware Trade Associa- 
tion of New York, held Dec. 
21, at the Railroad Machinéry 
Club, 30 Church St., New York 
City, E. T. B. Penman, Neal & 
Brinker Co., Inc., was elected 
president. More than 50 mem- 
bers and guests gathered for a 
visitation from Santa Claus, Roy 
C. Schmidt, Stanley Tools, again 
doing the honors as “St. Nick,” 
by distributing gifts, each mem- 
ber and guest having brought 
one for the exchange. 

C. D. Merritt, Reed Mfg. Co., 
E. J. Dugan, Thomas W. Kiley 
& Co., Inc., and H. L. Usher, 
Oliver Iron & Steel Corp., were 
elected vice presidents, with E. 
S. Norvell, E. C. Atkins, & Co., 


continuing as secretary-treasurer. 





E. T. B. PENMAN 


John P. Dunphy Returns to Yale Sales Dep 








Sales Manager for the Stamford 
Division. For the past three 
years he has been general man- 
ager of the Sager Lock Works 
Division and the Barrows Lock 
Works Division, both of North 
Chicago, Illinois. Prior to that 
Mr. Dunphy had been manager 
of field sales for the Stamford 
Division following many years in 
sales work for Yale. 

His many friends in the trade 
and his associates will welcome 
his return to sales work for the 
Stamford Division. John Dunphy 
has long been a well known 
figure in the hardware industry 
and at hardware’ gatherings 
where his congeniality has earned 
him a well-deserved reputation 
for good fellowship, a keen sense 
of humor and as a master story 
teller. 


M. L. Langel, Osborn Mfg. Co., 
retiring president became chair- 
man of the board and Fred A. 
Scholl, Long Island Hardware 
Co., chairman of the executive 
committee. Members elected to 
the board of directors are: D. C. 
Stagg, Patterson Bros., Inc.; Tom 
B. Hogben, The L. S. Starrett 
Co.; Sydney H. Atkinson, R. J. 
Atkinson, Inc.; Roy C. Schmidt, 
Stanley Tools; O. A. Lanchan- 





tin, J. K: Larkin Co., Inc., and 
Arthur Vincent, Morse Twist 
Drill & Machine So. 
ST. CHARLES CO. 
WINS WHITE STAR 
The St. Charles Co., St. 
Charles, Ill., manufacturers of 


the St. Charles steel kitchens, 
has recently been awarded a 
White Star to be added to its 
Army-Navy “E” award. The 
company is now in full produc- 
tion on tracer bodies for anti- 
aircraft shells, primers for trench 
mortars, dome nut rings for the 
Air Corps and galley equipment 
for Navy landing craft and Army 
supply vessels. The White Star 
indicates the maintenance of the 
high standard which won the 
company the pennant. 





BEST SUPPLY BUYS 
ILION HARDWARE CO. 


Alex Reardon, for years oper- 
ator and proprietor of the Best 
Garage and the Best Appliance 
& Furniture Co., both of Ilion, 
N. Y., has purchased the Ilion 
Hardware Co. business and will 
operate it under the name of 
Best Supply Co. 

















A NEW PROFIT OPPORTUNITY 
WITH A PROVEN 
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_Kryocide (STRAIGHT) 1 Ib. 


. This famous insec ticide—widely used for effec- 
tive protection of commercial crops — is now 
available for retail sale to Victory Gardeners. 


The home garden market is immense—will be 
bigger than ever this year. Don’t miss the 
= possibilities of this fast- — necessity. 

ryocide proves unusually popular for its 
ease of use—its good coverage — its lasting 
qualities— and the remarkable job it does 
in controlling destructive chewing insects. 


Kryocide D-50 
(READY-mIxeD) Be prepared to cash in on the 
1 Ib. national advertising campaign. 


Order now! Get in touch with 
your jobber—cr write to Dept. HA. 


NSYLVANIA SALT 


ai ew oo ae 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


New York « Chicago « St. Louis « Fittsburgh « Mi polis « Wyandott 


ase 
MA 


« Tacoma 



















Established 
1876 


Jackson Superior Products 
MANUFACTURERS OF 
WHEELBARROWS, LAWN ROLLERS 
CONCRETE CARTS, SALAMANDERS 
DRAG SCRAPERS, MORTAR PANS 
MORTAR MIXING BOXES 


These products are subject to various limi- 
tation orders but are available for certain 
classes of users. Details and name of our near- 
est jobber furnished upon request. 


W rite for Catalog 42 HA 


Jackson Manufacturing Company 
Harrisburg, Penna. 









with PHOENIX and JUNIATA 
horse and mule shoes 


Work animals do appreciate 
good shoes... and it pays to 
keep their feet in the best of 
condition. You know, horses and mules work 
better and longer when they are properly shod. 
Not only that, but steel is conserved when good 
shoes are used .. . they last after others have failed. 


For over 50 years, Phoenix has been manufac- 
turing quality horse and mule shoes from the 
finest open hearth steel . . . fashioned to the cor- 
rect shape... punched and creased exactly right. 


Phoenix and Juniata Horse and Mule Shoes 
are made in a variety of sizes and patterns... 
and are sold by leading dealers through the 
regular trade channels. 


Write for your FREE copy 


This interesting and informative book- 
let explains fully the care and treatment 
of horses’ and mules’ feet. The booklet, 
endorsed by leading veterinarians and 
horsemen, is available to your cus- 
tomers FREE. Write today for your 
FREE copy and details of distribution 
to your customers. 


PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS 
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a, 
LT. WILLIAMSON, JR., 
NOW A BOMBARDIER 


Edward Williamson, Jr., 
was recently presented with his 
gold bars and silver wings upon 
graduation from the Big Spring 





LT. EDWARD WILLIAMSON, Jr. 


Bombardier School, Big Spring 
Tex. Lt. Williamson, son of 
Mr. and Mrs. Edward William- 
son, Sr., Angola, Ind., attended 
Indiana University in Blooming- 
ton, and Tri-State College, An- 
gola. He was sales manager of 
Williamson & Co., hardware dis- 
tributors, Angola, Ind. 


Terrace Grill of the Hotel 
Muehlebach, Kansas City, Mo. 
The party was well attended by 
the members and their wives, 
and everyone enjoyed the eve- 
ning. The officers of the club 
are: W. L. Poynter, president, 
C. E. Hanson, vice president, 
and Don Cook, secretary-trea 
surer. 


STEARNS RETIRES 
FROM G.E., SUCCEEDED 
BY SREDENSCHEK 


W. M. Stearns, manager of 
trade relations and special con- 
tracts, General Electric Co., 
Schenectady, N. Y., will retire 
Jan. 1, after 39 years of service. 
He will be succeeded by W. A. 
Sredenschek, who for the past 
three years has been his assis- 
tant. In 1904 Mr. Stearns en- 
tered the employ of the Fort 
Wayne Electric Works, Fort 
Wayne, Ind., which later became 
a main apparatus plant of G. E. 
He was named assistant manager 
of special contracts in the com- 
mercial general department in 
1927, and in 1940 was promoted 
to his present position. 

Mr. Sredenschek joined G. E. 
in August of 1921, and was con- 
nected with the testing depart- 
ment where he was placed in 


charge of student transfers. Two 
years later hie started in the sales 
training department, and in 1931 
was named supervisor of sales 
training. In 1936 he was ap- 
pointed assistant to the vice 
president in charge of sales. 





HEART OF AMERICA 
XMAS PARTY 
The Heart of America Hard- 


ware Club recently held its an- 
nual Christmas party at the 











CINCINNATI TOOL WINS BASEBALL LEAGUE PENNANT 


The Cincinnati Tool Co., Norwood, Cincinnati, baseball team 
recently won the Industrial League Pennant. The team con- 
sisted of the following: N. Shively, J. Harrison, R. Beding- 
field, R. Currens, L. Brazier, J. Kuntz, R. Rinschler, R. Hoff- 
man, W. Conway, playing manager, J. Wilder, C. Kemper, 
R. Bakie, H. Hake, C. Lammert, E. McLaughlin, W. Voss, and 
S. Rinehart. business manager. The team won the last 13 
games of 1942 and won the first nine games of 1943 season, 
making 22 consecutive victories over two seasoris. They lost 
but two games this season. Those players whose batting 
average exceeded 300 were: H. Hake, 450; J. Wilder, 417; 
E. McLaughlin, 368; W. Voss, 333. 


HARDWARE AGE 








W.. 
WES 
GEN 
Willi: 
been % 
sales n 





house 
quart 
his ne 
have 
activi 
inclu 
the 
comn 
verti 
been 
mere 
divis 
was 
man: 
nort 
with 
City 
man 
the 
whe 
lam 
ther 





of 
con- 
Co., 
tire 
vice. 


. 


past 
sSis- 

en- 
ort 
‘ort 
ime 


ger 
ym- 


‘ed 


ninger radio program for “Kem- 
Tone.” This program features 
mental feats and mind reading. 
The show will be presented on 
Wednesday evenings at 9:00 
P.M., EWT, over 162 stations 
with the Kem-Tone sponsorship, 
starting Jan. 5. The company 
will continue its “Metropolitan 
Opera Auditions of the Air” on 
the Blue Network Sunday 4:30, 
EWT. 


W. J. MASSEY NAMED 
WESTINGHOUSE LAMP 
GEN. SALES MANAGER 


William J. Massey has recently 
been appointed general lamp 
sales manager of the Westing- 


PROVEN GENERAL 
SALES MGR. FOR 
STERLING TOOL 


J. A. Proven, formerly west- 
ern regional manager in Los 
Angeles of the Victor Adding 
Machine Co., Chicago, Ill., has 
recently been appointed general 
sales manager of the Sterling 
Tool Products Co., Chicago, Ill. 
While with the Victor Adding 
Machine Co., he held the posi- 
tions of service manager, liaison 
engineer, assistant manager and 
most recently western regional 
In his position with 





WILLIAM J. MASSEY 


house Lamp division with head- 
quarters in Bloomfield, N. J. In 
his new capacity, Mr. Massey will 
have charge of all lamp sales 
activities of the lamp division 
including district sales offices; 
the illuminating engineering, 
commercial engineering and ad- 
vertising departments. He has 
been associated with the com- 
mercial activities of the lamp 
division since 1907. In 1914, he 
was named assistant to the sales 
manager, and in 1923 became | 
northeastern district manager 
with headquarters in New York 
City. Appointed assistant sales 
manager in 1938, he moved to 
the Bloomfield works in 1941, 
when sales headquarters for the 
lamp division were transferred | 
there from New York City. 


manager. 








J. A. PROVEN 


SHERWIN-WILLIAMS the Sterling Tool Products Co., 





BUYS DUNNINGER 
RADIO PROGRAM 
The Sherwin, Williams Co., 


Cleveland, Ohio, paint manufac- 
turers, recently bought the Dun- 








Keith-Simmons Acquires Hardware 


Stock of McWhorter, Weaver & Co. 


Keith-Simmons Co., Nashville, 
Tenn., hardware wholesalers, 
has acquired the hardware and 
housewares and sporting goods, 
inventory of McWhorter, Weaver 
& Co., of that city and will move 
it to its warehouse at 11-14 Cum- 
mings Station. 

McWhorter, Weaver & Co. will 


continue operations at 178 No. 
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he will take charge of an ex- 
panded sales and _ advertising 
program that will feature the 
Sterling 1000, electric portable 
sander. 


| 
I 


2nd Ave. but will confine its 
business to the distribution of 
radio arid appliances. 

This transaction was an- 
nounced Nov. 30 by both com- 
panies. Wm. M. Parrish is 
president of Keith-Simmons Co. 
and Wm. Weaver is president of 





McWhorter, Weaver & Co. 


Time Lag in Shipments 
is important to you 


Come V-Day you will need a quicker service in 
Drapery Fixtures than ever. Naturally we will 
strive for 48-hour shipments but there are factors 
which you control. A frank exchange of view- 
points and ideas now may well help the kind of 
post-war planning that will pay worth-while 
dividends in another year or two. 


Naturally we have many ideas of what our customers ex- 
pect and want. But have we raised our own sights high 
enough? Merchants have plenty of problems with our 
lines—variety for customer selection, inventory control, 
margin, turnover and custom service, to mention a few 

But we're determined that our own post-war planning 
be based on facts and that Judd post-war service must give 
our customers exactly what 
they expect and need. That’s 
why we hope you'll tell us 
now what you will want in 
merchandise, price, promo- 
tion and service to make our 
line a more profitable one 
for you. And we hope to 
hear, too, from those who 
have thought of Judd as a 
supply source for the future 
even though we’ve not done 
business together yet. 

So won’t you write us to- 
day or any time you have an 
idea that might help us give 
you what you want. Feel 
free to take your hair down 
and if you think we deserve 
criticism let it come. We'll 
not only take it but say 
“thank you.” 
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Boosters Hold Big Christmas Party 


A record breaking attendance | Expansion 
Schmidt, Stanley Tools and Harry 


of 274 turned out for the merry 
Christmas Party of the Hardware 
Boosters, Monday Evening, Dec. 
20, at the Hotel Abbey, 149 W. 
51st St., New York City, which 
also marked the group’s thirtieth 
anniversary, the group having 
been founded in December, 1914. 
A group of servicemen, guests of 
the Boosters, also acted as a color 
guard. Following the club’s an- 
nual Christmas custom gift bags 


and a number of larger gifts 
were distributed during the eve- 
ning. A souvenier journal in- 


cluding numerous complimentary 
messages and a history of the 
Boosters’s activities was another 





| 


| 


feature of the evening’s program. | 


President T. J. Crofton, H. 
present, extended greetings of the 
Boosters and introduced guests 
present for the festivities. 

At the head table with Presi- 
dent Crofton Ed Neal, 
Nicholson File Co., representing 
The Keystoners; J. Ernest Bol- 
duc, Wickwire Spencer Steel Co., 
representing The Nutmeggers; 
Honorary Life Member H. R. 
Conner, Behr-Manning Corp., a 
past president and charter mem- 
ber; G. L. Cobleigh, Behr-Man- 
ning Corp., past president, The 
Nutmeggers; Merle Langel, Os- 
born Mfg. Co., immediate past 
president, Hardware Trade Asso- 
ciation of New York; Thomas 
Grogan, presid-ent, Brooklyn 
Hardware Association; Charles 
Kleinhardt, Hardware & Supply 
Dealers’ Association of Manhat- 
tan & Bronx Boroughs; Saund- 
ers Norvell, honorary life mem- 
ber; Charles J. Heale, vice presi- 
dent and editor, Harpware AcE 
and J. M. Witten, circulation 
manager, HARDWARE AGE. 

A professional variety program 
including singers, dancers, story 
tellers, and a comedy magician 
further enlivened the party with 
Pat Henry Jr. Barnes, radio en- 
tertainer and master of cere- 
monies on three different radio 
programs as master of cere- 
monies. Gordon Dilworth, Metro- 
politan Opera House Audition of 
the Air and St. Louis Opera Co. 
baritone, sang several selections, 
thus having his second Christmas 
appearance before the Boosters. 

A. C. Flamman, Hughes, Flam- 
man & Simpson, legal counsel for 
numerous hardware groups, as 
vice-president of the Boosters and 
chairman of its entertainment 
committee, headed the arrange- 
ments for the party. Assisting 
him were: Tom Finn, Atlas 
Products Corp.; Willard H. 
Kemp, The Yale & Towne Mfg. 
Co.; E. W. Law, Abrasive Prod- 
ucts, Inc.; E. R. Schmidt, Star 


were: 


B. | 


Sherman Mfg. Co., welcomed all | 





Bolt Co.; Roy C. 
J. Schmitt, H. Blumberg & Sons 
and Kenneth A. Heale, Harp- 


WARE AGE, treasurer and secre- 
tary respectively of the Boosters. 











LLOYD A. CUMMINGS 


representative of Shapleigh 
Hardware Co., 900 Spruce St.. 
St. Louis. Mo., has recently 
been appointed Colonel on 
Governor-Elect Thomas lL. 


Bailey’s staff. Mr. Cummings 
is a lifelong friend of the Gov- 





McKinney Mfg. Co. The elec- 
tion of officers and board of 
directors will be held after din- 
ner, at which time the members 
will also vote on _ proposed 
changes in the constitution and 
by-laws. 


PITTSBURGH GLASS 
MAKES CHANGES IN 
EXECUTIVE PERSONNEL 

At a. recent meeting of the 
board of directors of the Pitts- 


| burgh Plate Glass Co., New York 


| executive 


| of 


City, the following changes in 
personnel were ap- 
proved, to become effective as 
Jan. 1, 1944. Clarence M. 
Brown resigned as chairman of 
the board, but will remain active 


on the executive committee. 
Harry S. Wherrett, now vice 
| chairman, will succeed Mr. 


| Brown as chairman of the board. 


ernor-Elect, and he makes his | 


home at the Hotel Riviera, 


Biloxi, Miss. 








CENTRAL STATES HDWE. 
CLUB DINES JAN. 18 


The sixth annual meeting and 
anniversary dinner party of the 
Central States Hardware Club 
will be held January 18, 1944, in 
the Illinois Room, La Salle Hotel, 
Chicago, Ill. The entertainment 
committee consists of Walter M. 
Floto, American Steel & Wire 
Co.; R. G. Hollingsworth, P. & 
F. Corbin; and Frank J. Koch, 





Robert L. Clause, now president, 
will become vice chairman of 
the board, and Harry B. Higgins, 
now executive vice president, has 
been elected president. 


MAJESTIC SAYS 
PUBLIC WANTS 
RADIO PHONOGRAPH 


As a result of a nation wide 
check-up undertaken by the 
Majestic Radio & Television 
Corp., Chicago, IIl., the company 
has announced that it has found 
that the general public wants a 
radio that will incorporate a 
phonograph, and also Frequency 
Modulation after the war, E, A. 
Tracy, president of the company, 
states, “we were impressed by 
the public’s attitude as they are 
aware that television may not 
be too widely available imme- 
diately after the war.” 





, 


| 





SHERWIN-WILLIAMS 
PROMOTES L. T. STATHAM 
C. M. Lemperly, director of 
sales of the Sherwin-Williams 
Co., announced the appointment 





L. T. STATHAM 


of Leonard T. Statham as man- 
ager of the company’s North 
Central Sales District which in- 
cludes Ohio, western New York, 
western Pennsylvania and parts 
of Kentucky and Michigan. Mr. 
Statham succeeds M. J. Fortier, 
whose appointment as vice-presi- 
dent and general manager of the 
Acme White Lead & Color 
Works, Detroit, Mich., has been 
announced recently by George 
A. Martin, Chairman of the board 
of directors of the company. 
Mr. Statham joined the com- 
pany in 1921 at its Hamilton, 
Ontario, branch and in 1924 
was transferred to the Bingham- 
ton, N. Y., branch. In 1940 he 
was promoted to the North Cen- 
tral District headquarters in 
Cleveland as store sales manager. 





M.E.W.A. PRESIDENT, W. PADGETT, ATTENDS “HEART OF AMERICA” MEETING: 
Walter M. Padgett, president, M.E.W.A., recently attended the local “Heart of America” 
Automotive Affiliated Representatives Meetings in Kansas City, Mo. Seated left to right: 
J. D. Stevens, A. J. Walker, Earl H. Ebert, international president, Automotive Affiliated 
Representatives, Walter M. Padgett, president, M.E.W.A., Bert Mosher, director, Roy 


‘McKnight, and Fred E. Somers. 


Standing left to right: Bert J. Clark, M. H. Swanman, 


Ira Wilkinson, Carson W. Chiles, E. G. Craft, Harold Snyder, George O. Simpson, and 


Earl Goetze. 


Mr. Mosher showed Mr. Padgett the local A. A. R. 


Buying Guide now being distributed to all wholesalers in the mid-west area. 


1944 Wholesalers 
This guide 


has an alphabetical listing of various items handled by A. A. R. members. 
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SALES vn MENASHA 
WASH TUBS »» WOODEN PAILS 


\\ - aids / ‘ From Coast to 
’ ; fi j Coast dealers are 
getting extra sales 
and profits with these 
two easy - to - sell 
items. They’re in big 
demand right now as 
suitable replacements 
for hard-to-get metal 
containers which will 
not be available again in 
quantity until after the 
war. No priorities needed. 
ORDER TODAY from 
your Jobber or write us for 
literature and prices. 
11-Gallon Capacity No. 114—14 Quart 
WASH TUB WATER PAIL 


HAROLD P. SAMMANN CO. 
1737 W. HOWARD ST. 
CHICAGO 26, ILL. 










JOBBERS: 45 to 60 DAY SHIPMENT 
NOW GUARANTEED. 






































Your Aales will shy- rocket 


WITH THE NEW 


FLY ROCKET 


ALL PURPOSE 
SPRAYER 







Durable lightweight con- 
struction, All parts will not 
rust. Pump tube is %” 
hard chip-board, waxed inside 
and out to profect it from oil and 
spray liquids. Overall length 14”, 
height 5”,8 0z. amber jar included. 


NEW Double-Action 
EASY DUSTER 


A new ACTIVATOR device cre- 
ates a miniature “dust storm” in- 
side the duster body so that a 
uniform dust cloud is expelled 
through the discharge tube. 


Improved Model! 


The hard, chip- board pump 
tube is waxed for protection 
from spray liquids. New palm- 
fit handle. Plastic head, nozzle, 
and syphon tube will not cor- 
rode. Fits any standard quart 
mason jar. Sold without jar. 






roe 
‘ Makers of 
FARM EQUIPMENT 


for over 20 years. 








THE 
AMERICAN SPECIALTY CO. 


AMHERST, OHIO WRITE FOR DEALER CIRCULAR TODAY. 


SPRAYER Lt 
— 
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NORMAN MINTZ 


Norman Mintz, Silver Lake Co., 
Boston, Mass., cordage makers, 
passed away on Christmas morn- 
ing at the Beth Israel Hospital, 
Boston, following a short illness 
in his 75th year. Actively asso- 





NORMAN MINTZ 


ciated with the Silver Lake Co. | 


since Feb. 1, 1910, he was wide- 
ly known among many hardware 
wholesalers throughout the coun- 
try as the “dean of the cordage 
industry.” 

He was active in the Boston 
City Club where he made his 
home, having been a life-time 
bachelor. Mr. Mintz was also a 
member of the Zetland Lodge of 
Free Masons, Massachusetts Con- 
sistory and Aleppo Temple. Sur- 
viving relatives are 
and a nephew. 


two nieces 


M. T. MORTENSEN 


M. T. Mortensen, of the De- 
troit sales office of the American 
Foundry Equipment Co., Misha- 
waka, Ind., recently passed away 
after suffering a heart attack. He 
joined the sale staff of the com- 
pany in 1940 succeeding the late 
Hutton H. Haley. 


JOHN S. RICHARDS 


John S. Richards, director of 
research of the American Steel & 
Wire Co., Cleveland, Ohio, passed 
away recently at his home. He 
started working for the National 
Tube Co., as a chemist at the 
National Works, McKeesport, 
Pa., in 1912. The next year he 
was transferred to the Edgar 
Thomson Works of the Carnegie 
Steel Co., as assistant chief 
chemist which post he held until 
being made head chemist at the 
Donora Steel Works, Donora, Pa., 
of the American Steel & Wire 
Co., in 1928. In 1934, he moved 
to Cleveland as a metallurgist in 
the main offices of the company. 
He was manager of the metal- 














OBITUARIES 








lurgical division from 1937 to 
1942, when he was appointed 
director of research of the com- 
pany. 

He is survived by Mrs. Rich- 
ards and two children, a son and 
a daughter. 


JOHN E. HAVILAND 


John E. Haviland, past presi- 
dent of the Old Guard, recently 
passed away at a Hartford, Conn., 
hospital, after an illness of 
several years. Mr. Haviland was 
formerly a salesman for Mathias 
Klein & Sons, Chicago, IIl., and 
had been a hardware man since 
1885. When he was 17, he 
joined the office force of Russell 
& Erwin Mfg. Co., which was 
then located at 43-47 Chambers 
St.. New York City. For six 
years he worked in various ca- 
pacities after which he became 
an outside salesman. For a year 


he sold merchandise in Brooklyn 
and Jersey City, N. J. Later on 
he tovered the New York State 
territory for the 
Erwin Mfg. Co. 


business 


Russwin & 
In 1903 he en- 


tered for himself by 





JOHN E. HAVILAND 


forming the John E. Haviland 
Co., Niantic, Conn., manufactur- 
ers agents. In recent years he 
had been a traveling salesman 
for the Klein company traveling 
in 12 southern states. 





CHARLES W. NICHOLS 


Charles Walter Nichols, re- 
tired secretary of the Stanley 
Tool Works, New Britain, Conn., 
passed away recently at his home, 
after suffering a heart attack. 
Mr. Nichols, 76, had been con- 
nected with the company for 35 
years. He also served as presi- 





| dent 





dent of the Cedar Hill Formula 
Co., New Britain, Conn., a post 
from which he retired four years 
ago. He was a former lieutenant 
in the old Seventh Regiment of 
New York. 

Mr. Nichols is survived by 
Mrs. Nichols, a brother, and two 
sisters. 

ROGER SILLIMAN 

Roger Silliman, 36, vice-presi- 
dent, Silliman Hardware Co., 
New Canaan, Conn., passed away 
suddenly last month. Well 
known to New England hard- 
ware dealers he had been a 
director of the Connecticut Hard- 
ware Association. A son of one 
of the founders of the Silliman 
Hardware Co., the late Nelson 
Silliman, he had been connected 
with the business since 1931 at 
which time he was graduated 
from the University of Pennsyl- 
vania. Mr. Silliman was a mem- 
ber of the New Canaan Recrea- 
tion Commission, the Fire Com- 
pany and the Lions Club. 

Mrs. Silliman and four chil- 
dren survive. 


CHARLES P. ROGERS 


Charles P. Rogers, 78, chair- 
man of the board of Beals, Mc- 
Carthy & Rogers, Inc., Buffalo, 
N. Y., wholesale hardware dis- 
tributor, passed away recently. 
Mr. Rogers became vice presi- 
and treasurer of the cor- 
poration prior to his election as 
president in 1929 after the pass- 
ing of Eugene J. McCarthy. 
When he was made chairman of 
the board in 1939, his son, J. 
Frederick Rogers, succeeded him 
as president. 

Mr. Rogers was active in the 
company until a year ago when 
his health failed. He was for- 
merly a director of the Iron, 
Steel & Heavy Hardware Asso- 
ciation, now the American Steel 
Warehouse Association. He is 
survived by his widow, a son, 
and a daughter. 


G. N. ERLANDSON 


G. N. Erlandson, field secre- 
tary of the Motor & Equipment 
Wholesalers Association, died 
suddenly at his home in Chicago, 
Ill., Dec. 14. He was in his 39th 
year. 

He joined the staff of the as- 
sociation in June, 1938, and as 
field secretary traveled exten- 
sively throughout the country. 





3. C. MITT 


J. C. Hitt, one of the mos 
widely *known and best liked 
men in the west coast hardware 
and housewares business, passed 
away very suddenly shortly be. 
fore Christmas. He had only 


J. C. HITT 


recently returned to activity in 
the hardware business when he 
took charge of the new display 
rooms opened in the Merchandise 
Mart in San Francisco, Cal., by 


Dunham, Carrigan & Hayden, 
San Francisco, Cal., wholesale 
hardware distributors. He first 


worked for Wyeth Hardware & 
Mfg. Co., wholesalers, St. Joseph, 
Mo., as an order clerk, later 
covering a sales territory for 
them. He then became con- 
nected with the former Simmons 
Hardware Co., wholesalers, St: 
Louis, Mo. Following this he 
joined Belknap Hardware & Mfg. 
Co., wholesalers, Louisville, Ky., 
where he remained as_ house 
manager for several years. Mr. 
Hitt later became identified with 
the old Pacific Iron & Steel Co., 
and then represented Dunham, 
Carrigan & Hayden Co., for a 
number of years, before joining 
W. C. Hitt Co., factory represen- 
tatives, which is operated by 
W. C. Hitt, his son. About two 
years ago he had retired to en- 
joy a well earned rest. 


HARRY J. MOORE 


Harry J. Moore, 69, founder 
and president of the Western 
Furniture Exchange and Mer- 
chandise Mart, San Francisco, 
Cal., passed away recently at the 
University of California Hospi- 
tal, after an illness of three 
months. 


In 1936 the present Western 
Furniture Exchange and Mer- 
chandise Mart was built on Mar- 
ket St., at Tenth. Mr. Moore 
is survived by his widow and two 
daughters. 
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BITS 
RINGS 
LOOPS 
SNAPS 
HOOKS 
BUCKLES 
ROPE GOODS 


TROY, NEW YORK 








COVERT MFG. CO. 





That “V” in Covert is a “Vic- 
tory V’. It means a major 
share of our planning and pro- 
duction is directed in “Win the 
War” channels. That is why we 
ask -you, please, to continue to 
order only for current require- 
ments and to allow ample time 
for delivery ... until Victory is 
accomplished and we can all 
get back to normal ways. 









YAS ys 
JEWELRY 




















The WRIGHT family has produced wire and 
wire products through three wars. Today, all 
the resources of this organization are first for 
war. Every effort possible is being made by us 
to meet the requirements of our customers, 
and with equipment that will bring to them 


greater service when victory comes. 


GE WRIGHT wee co. 


WORCESTER= MASS: 
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Since 1885 
ARCADE 
HARDWARE 
and TOOLS 


have been the choice of thou- 
sands of consumers . . . since 
1898 Arcade Toys have served 
Young America at play. Now, 
the materials that were former- 
ly used to make Arcade prod- 
ucts are going into the imple- 
ments of war . . . implements 
that will bring Victory. 

When a victorious peace is 
won, the Arcade production 
lines will be converted back to 
peacetime products. 


* 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 


ARCADE 


HARDWARE & TOOLS 
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Work gloves — WPB has di- 
rected work glove manufacturers to 
give preference to the production of 
jersey, canton flannel and leather palm 
combination work gloves in order to 
meet this winter’s requirements of war 
workers. Glove makers have been more 
than busy, despite curtailed working 
forces. U. S. Census statistics show that 
leather and part-leather gloves and 
mittens, civilian and military, made in 
October amounted to 617,908 dozen 
pairs. Of these, 509,131 dozen were 
men’s and boys’ and 108,777 dozen 
were women’s and children’s items. 


Sales of paint lines—Sales of 
paint, varnish, lacquer and fillers dur- 
ing October, as reported tu Washing- 
ton by 680 manufacturers, amounted to 
$49,564,991, an increase of 3.8 per cent 
over September, 1943, and an increase 
of 12.3 per cent over October, 1942. 
The companies reporting produced 
about 90 per cent of the total value 
of the output of the industry. 

7 o * 

Cotton rug prices—“To end 
chaotic market conditions and stabilize 
prices” in the cotton hooked rug indus- 
try, OPA has established dollars-and- 
cents maximum prices in a new regu- 
lation. All levels are affected, and the 
schedules specify the ceilings that 
wholesalers, retailers and consumers 
may pay for these rugs. 

> . * 

China and pottery—Effective 
Dec. 24, OPA amended Price Regula- 
tion 116—China and Pottery—to pro- 
vide proper ceiling pricing for newly 
introduced items, and for new manu- 
facturers. For new articles, the amend- 
ment provides that the pricing or the 
mark up must be applied, of the near- 
est similar item offered by the manu- 
facturer between Oct..1 and Oct. 15, 
1941 (the “base period”). For new 
makers, not in business during late 
1941, the pricing principles of Regula- 
tion 116 must be used, the same as 
govern older manufacturers. 


Cemented carbide tools—Car- 
boloy Co., Inc., Detroit, Mich., has an- 
nounced reductions in prices of its ce- 
mented carbide tools ranging from 12 
to 20 per cent on smaller sizes and 
somewhat greater percentages on larger 
sizes. The company stated that the 
price reductions came from manufactur- 
ing economies which result from in- 
creased output. 

* * . 


Utilities extended — Electric 
and gas utilities have been authorized 
by the War Utilities Office, to build 
short-line extensions to serve a_ sub- 
stantial number of consumers who have 
previously been unable to obtain ser- 
vice. New electric and gas service 
lines heretofore have not been available 
to persons living outside critical hous- 
ing areas, except when they were built 
as a part of a war housing project. 

Other changes made at the same time 
make available for use by electric utili- 
ties many types and sizes of wire from 
excess inventories, previously “frozen.” 
In addition, construction standards for 
all types of utility construction have 
been altered to perntlit more extensive 
use of now idle material of other 
kinds. 

* > * 

Paper shortages—Of major 
importance the paper and paper prod- 
ucts industry is facing a critical situa- 
tion, the Paper Division of the War 
Production Board says. The newly or- 
ganized Industry Advisory Committees 
were told by Director Hovey that the 
shortages of wood pulp and waste paper, 





Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 92 











a GOVERNMENT WAR-TIME RESTRICTIONS 





combined with the increased demands 
of the military services, particularly in 
the packing field, necessitate not only 
conserving paper, but utilizing substi- 
tute fiber, so that as much virgin pulp- 
wood as possible may be saved. In the 
meantime, rivid economies in the use of 
paper-making materials, as well as 
paper and paper products, must be 
practiced, he said, adding that every 
effort is being made by WPB to in- 
crease both wood production and waste 
paper collection. 
. + - 


Abrasive grain order—Small 
orders of abrasive grain (up to 20,000 
pounds) have been exempted from 
WPB control through an amendment to 
conservation order No. M-319. The 
amendment increases the amount ob- 
tainable for each two-month authoriza- 
tion period, beginning Jan. 1, and will 
reduce largely the periodical requests 
for authorization. This change actually 
amounts to releasing only 4 or 5 per 
cent of abrasive grain production from 
control, WPB states. 


Waterproof wrappings — A 
serious problem confronting the WPB 
Paper Division, and the paper indus- 
try, is to meet the demands of the 
Army for waterproof wrapping paper. 
Kraft paper and unbleached sulphate 
pulp, from which it is made, are short, 
while the requirements for waterproof 
papers have expanded rapidly, under 
the enlarged overseas shipments of 
military supplies, and the development 
of new war uses for these asphalt 
laminated papers. The implements of 
war are built to stand abuse in action 
on all fronts, but, it was pointed out, 
they must be delivered to the battle 
lines in perfect condition. A gun with 
corroded barrel, a shell rusted, a TNT 
case soaked through, or food rations 
contaminated, may mean loss of a life, 
or an action important in our offense. 
Blood plasma, mechanical equipment, 
machine guns and parts, food and medi- 
cines, in fact all material shipped over- 
seas, it was stated, must be protected 
for delivery in many extreme climates 
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CA crude lantern flashed the news of 
Nelson's victory at Trafalgar to watchers on the 
English coast. Thus, the second night after the battle 
the news began its slow spread around the world. 


Sentinel 


RADIO 
Quality Since 1920 


JANUARY 6, 1944 











FLASHES 
TOA 
WAITING WORLD 
1805 ...1944 











Topay, while the smoke and flames 
of a bombed city rise high in the sky, news of 
a raid goes around the world by radio before 
the planes return to their home bases. 


SENTINEL has played a prominent part in developing the 
miracle of radio—is playing a vital part today, in creating and 
producing wartime equipment which is helping to carry out 
the strategy and guide the action of our armed forces. 

The Sentinel radios of tomorrow will emerge conditioned 
by this wartime experience . . . radio and electronic Products 
that promise volume sales for Sentinel dealers. 


SENTINEL RADIO CORPORATION 
2020 RIDGE AVENUE, EVANSTON, ILL; 
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and under adverse conditions. WPB's 
Paper Division has therefore asked the 
28 mills making waterproof wrapping 
papers, to set aside indirect war pro- 
duction, and to accept the large emer 
gency requirements before Jan. 1. 
. a * 

Paper cups and containers— 
A very different, but important, con- 
servation of paper and waxes, has been 
strengthened recently by WPB’s Con- 


tainers Division. Restrictions had heen 








placed on the use of paper cups and 
food containers, because of the increas- 
ing demands of the armed forces and 
war plants. The demand has exceeded 
the supply by a wide margin, but de- 
sirous of making it possible for more 
plants and business activities to use 
this type of container, WPB has issued 
an amendment for this purpose. The 
amendment states that these may be 
used when the food or drink is pre- 


pared on the premises, or when it is 
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The will to work, che skill for war—the spirit 
of Peace. These are the Triumphs—The Amer- 
ican Way. In dark days or bright, the Abilities 
Cumulative, through five wars and 15 decades 
of Peace, sustain and rejuvenate the hope of 
the world—the American Way. 








AMERICAN CENTRAL 


MANUFACTURING 
Cen ERS VY tt be. 


MANUFACTURERS TO INDUSTRY AND THE AMERICAN HOME 
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prepared in bulk and brought to the 


plant for serving in paper cups or food 
containers on the premises. Caterers or 
concessionnnaires who have arrange- 
ments with plants or business activi- 
ties to provide “in-plant” feeding for 
employees, may acquire this type of 
container when they prepare food or 
drink on the premises or bring it in 
bulk to the plant and serve it there. 
This permission does not apply to per- 
sons supplying food or drink, already 
placed in paper cups ,or containers, 
from outside a plant. Hospitals which 
feed patients suffering from contagious 
diseases will be considered by the Con- 
tainers Division as engaged in “in-plant” 
feeding. and may use their MRO rating 
for this purpose. 


a * * 


Metal situation—This week’s 
estimate of national steel ingot produc- 
tion is down to 79.5 per cent of ca- 
pacity from 91 per cent last week, re- 
ported the Dec. 30, 1943, issue of The 
Iron Age. Easier conditions in metals 
at the year end are reflected in several 
recent actions at Washington. Not 
only is there an excess of aluminum 
ingots but also of aluminum extruded 
shapes, according to WPB which is tak- 
ing a census of ¢apacity before order- 
ing cutbacks. Another significant 
order is the lifting of Direction 2 to 
Order M-21-a, an action which now af- 
fords alloy steel users the choice be- 
tween open hearth and electric furnace 
grades, testifying to the passing of the 
carbon steel shortage. Still another im- 
portant decision of WPB is the removal 
of pig iron from allocations effective 
Feb. 1, 1944. Large stocks of im- 
portant ferro-alloy materials as of Dec. 
31, 1943 are revealed, indicating that 
the United States definitely is past the 
scarcity stage for many of these critical 
materials. Relaxation of government 
limitation orders appears inevitable in 
1944, but this does not necessarily 
mean substantial increases in the pro- 
duction of consumer goods in the imme- 
diate future. However, replacement of 
the nation’s transportation equipment. 
which is suffering badly through in- 
sufficient rolling equipment, is expected. 


ba a * 


Building data — Construction 
contracts awarded during November total 
$184,399,000 in the 37 eastern states, 
according to F. W. Dodge Corp., New 
York City. This compares with $213,- 
529,000 for the preceding month and 
$654,184,000 for Nov., 1942. Seventy- 
three per cent of the November volume 
was in public ownership projects. 
Non-residential building valuation of 
$67,028,000 was 27 per cent below Oc- 
tober and only one-fourth of the Nov., 
1942, total of $256,513,000. The hospi- 
tal and institutional building classifica- 
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tion was the only one to equal its prior 
month’s total. Valuation of residential 
building was 16 per cent behind Oc- 
tober and 63 per cent behind the cor- 
responding month last year; however, 
15,279 new dwelling units were pro- 


vided as compared with 20,081 in the 


preceding month and 18,616 in Novem- 
ber, 1943. Private ownership projects 
provided 57 per cent of the month’s 
valuation. Heavy-engineering contracts 
were let to the extent of $58,987,000 
during the month. This was a reduc- 


tion of 7 per cent from October and 74 ¢ 


per cent from November last year. 


* * * 


Electricity’s 1943 record— 
Commenting on the electrical utility 
industry during 1943, C. ‘W. Kellogg, 
president, Edison Electric Institute, 
New York City, says: “The year 1943 
has justified the optimistic predictions 
which the electric utility industry has 
consistently made as to its ability to 
supply the war load of the United 
States. No war program has been de- 
layed by lack of electric generating ca- 
pacity and, at the same time, full ser- 
vice has been maintained to the civilian 
population. This year the long-time 
trends which have heretofore prevailed 
in the electric light and power indus- 
try have continued with little change. 
The 25 per cent increase during the 
year in the sales of industrial power 
measures the great expansion of. the 
country’s war production; but this class 
of service still comprises only 59 per 
cent of utilities’ total sales, as com- 
pared with 56 per cent last year and 
52 per cent six years ago, in 1937. Not- 
withstanding the complete stoppage of 
the manufacture of new household ap- 
pliances and in spite of the various re- 
strictions on the use of electricity in 
carrying out the National Conservation 
Program, the other uses of electricity 
have continued to grow at practically 
pre-war rates. Sales of electricity for 
household use show a gain of 2,000,- 
000,000 kwhr. over 1942 and small 
commercial service has grown by an 
equal amount.” 


* * * 


October rail-air traffic — Air 
express cargo handled in coordinated 
rail-air express service for the nation’s 
commercial airlines increased 16.9 per 
cent in October, compared with the 
same month a year ago, the air express 
division of Railway Express Agency re- 
ports. There were 36,585 shipments 
moved in the combination service, 
compared with 31,292 shipments in 
October, 1942. Express charges on 
this air cargo, which originates at or is 
destined to an off-airline office, or 
moves part way by rail, was 25 per cent 
higher than in October, 1942, the re- 
port indicated. About 30 per cent of 
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all air express shipments are moved in 
combination rail-air service, it is esti- 
mated. 
% * a 

The lumber squeeze—Reserve 
stocks of lumber have been reduced to 
a critically low level by unprecedented 
wartime demands, the United States 
forest service reports, and civilian sup- 
plies may become acutely short next 
year. Lyle F. Watts, forestry chief. 
says that a shortage of skilled man- 


power, operating equipment and repairs 
as well as suitable timber resources, 
has made it impossible for the lumber 
industry to keep abreast of require- 
ments. The military demand for lum- 
ber will be greater in 1944 than in 
1943, regardless of any possibility that 
the European conflict might end soon, 
J. Philip Boyd, director of the lumber 
products division of the War Produc- 
tion Board, said recently. WPB will 
make every effort to maintain lumber 











Deli 
op On All These 
QUALITY BROWER ITEMS 


Get Set for Spring...Order Now! 


These items have many plus value features because they 
are made to rigid BROWER specifications. Being con- 
structed of durable, non-critical materials, they’re available 
in liberal quantities. So order'a full supply now 

they’re priced to sell, and made.to please! Fully guaranteed 


Order Direct from This Ad 


22 Gal. Duraglas Fount 





Screw-on plastic base . . . smooth, 
sanitary . . . will not burst from 
freezing . . . practically unbreakable 

. acid-proof . . . visible water 
level . . . bubbling water’ attracts 
chicks . . . can be inverted *without” 


spilling a drop Retails at $1.85 
each, complete with base. (% doz 
cartons.) 





vert 1 Gal. Duraglas Fount 


Screw-on plastic base . . ideal for 
4 3 starting chicks . . . visible 
y water level ... sanitary... 
won't burst when frozen. . . 
easy to clean. Retails at 60¢ 
each, complete with base 
(1 doz. cartons.) 





Y ae io etapa Gee eat eal ey. : 
Universal Thermostat Wafers P Glass Pan Fount Chick Feeders 
3 in. double-type . . . fits most Base for Mason Jor 







floor-type brooders . . _ triple Sturdy, non-tip construetion .. . 
tested . . . corrosive-proofed .. . Sturdy . . . made of heavy feed-saving lip . . . large capecity 
high quality throughout. Retails flame-polished glass. Retails .. « easily assembled . |. and 3 
at 35¢ each. (1 doz. display at $1.30 per doz. (3 doz. ft. lengths, retailing at 7i¢ and @7¢ 
cartons.) rtons each. (1 doz. cartons.) 


ca » 
WRITE FOR CATALOG ... World's Largest Line of Poultry Supplies 


BROWER 
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production at the highest possible level, 
he promised, but added that production 
this year is about 10 per cent below 
that of 1941. 


* . * 


Brooms “go to war”—aAl- 
though tremendous new areas of de- 
fense plant and barracks floors need to 
be swept, the production of broom corn 
has been cut a third because the land 
is needed for food. The National 
Broom Manufacturers Association, in 
recent convention, said that it is pre- 
pared to supply only two-thirds of the 
60,000,000 brooms needed next year. 
Six states normally supply all the broom 
corn used in the country. In order to 
stretch the current supply, palm stalks, 
bassine and other fibres imported from 
Africa, India and Brazil are having to 
be mixed with the broom corn to pro- 
vide a lighter weight but serviceable 
broom. 

* . > 

No “spending spree”—While 
retailers apparently sold more Christ- 
mas gifts this year than ever before, 
it is generally agreed that this volume 
had failed by a big margin from de- 
veloping into the consumer “spending 
spree” which many stores had expected. 
In the Dec. 18 week, national depart- 
ment stores were 4 per cent under a 
year ago. Perhaps this was not too dis- 
appointing however, for merchandise 
stocks already low have not been com- 
pletely wiped out, thus assuring mer- 
chants some goods with which to start 
the new year. 


Novel Display Sells Combination Doors 





This display sells many doors for the Lake Mills Hardware Co. 


OMBINATION storm doors are 

sold by the Lake Mills Hard- 
ware, Lake Mills, Wis., through a 
simple display device which at- 
tracts the attention of many home 
owners. 

Stock is carried at the rear of the 
store, but a sample door has been 
placed adjacent the main entrance 
with its hinges fastened on the wall. 
This enables the clerk or customer 
to swing the door from side to side 
as if it were already part of a home. 
The easy swing of the door on the 
oiled hinges helps a great deal in 


making sales, states C. S. Schaefer. 

The door sells for $8.50 and this 
price is posted on it. As the door 
is set up, it can easily be seen from 
the street by folks who happen to 
turn to look at the store entrance. 
And it is noticed by about 99 per 
cent of the people who enter the 
store. Its light, unstained finish 
forms a striking contrast with other 
objects nearby. Many folks who 
see the door walk over to it, swing 
it on its hinges and inspect it. When 
they do this, the beginning of a 
sale has been made. 





Electric Fence Controllers 





A Year Around Item 


Electric fence con- 
trollers and acces- 
sories are shown 
upon this table 
which is located 
upon a cross aisle 
and faces the front 
of the store. 


LECTRIC fence controllers are 

featured in the electrical de- 
partment at the Isch Hardware, 
Bluffton, Ind., the year ‘round. 
Usually two units are on display to 
gether with transformers, batteries, 
and other accessories needed to in- 
stall, use and maintain this equip- 
ment. 

This has been a very good line 
with this firm. During the past few 
years it has sold more than 160 con- 
trollers. At the present time a new- 
battery set is going over particu- 
larly well. 

The spring of the year is the best 
time to sell electric fence control- 
lers, according to Harry A. Isch, 
owner. However, they are sold 
throughout the year and the volume 
secured justifies displaying this 
merchandise all the time. 
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Do Black Markets Threaten Us 
With Invisible Government? 


(Continued from page 42) 


even if he doesn’t—the lieutenant 
in charge of the district must be 
reached. Other police officials are 
usually included in the pay-off. 
The violations go on and the 
gang’s war fund mounts. But 
there is still the danger of arrests 
by out-of-the-district authorities, 
state investigators or Federal 
men. Therefore lawyers are need- 
ed, shady “mouthpieces” with 
powerful political tieups. Armed 
with enough money and bolstered 
by political ties, the gang lords 
can create more “friendly” judges 
and cooperative sheriffs at the 
next election. That is exactly 
what they do. Their bribery 
reaches into the highest places. 


Legal Cases Pile Up 


Attempts to stamp out the 
black market have thus far made 
little headway. They have suc- 
ceeded only in proving that the 
unlawful network already is reach- 
ing higher and farther. Seven 
men recently were arrested for 
black market operations in New 
York City. Were they poolroom 
hoodlums, street-corner toughs? 
They were not. One was a ration 
board official of the OPA. Three 
were heretofore respected em- 
ployees of a large bank! 

At this writing, the OPA re- 
ports 55,000 legal suits pending 
of which 38,000 cases involve 
revoking of consumers’ rights, 
4000 cases involve money settle- 
ments, 5000 cases relate to sus- 
pension order proceedings, 2500 
cases involve injunction suits, 300 
cases are triple damage suits and 
5000 cases are criminal proceed- 
ings. 

Cases are pending in all 48 
states, in the District of Columbia 
and in all territories. In cities, 
the number of suits pretty well 
follows population lines and the 
size of the OPA enforcement 
staffs. 

For the single month of Sep- 
tember legal cases break down as 
follows: Gasoline, 7300; food, 
1000; textiles and apparel, 200; 
industrial materials, 100; rent, 
50. In the case of apparel, New 
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York appears to be the hotbed, 
principally at the manufacturing 
and wholesaler levels, with “cash 
on the side” as the outstanding 
characteristic and with restau- 
rants as the rendezvous for illegal 


Meat obtained in the black mar- 
ket is probably the commodity 
which reached the majority of 
homes. I doubt if the average 
consumer realizes the tremendous 
danger to the nation in the extra 
dollars he pays out here. 

Figures of the Bureau of Agri- 
cultural Economics show that 15,- 
522,723,000 pounds of meat 
(dressed weight) were consumed 


in the United States in 1941 (last 


transactions. 





THIS YEAR-ROUND SELLER IS ON YOUR LIST... 


als 
*x 


THE 


$ ¥ 
PY 
9 x > PROFESSIONALLY- 
\ . PROVEN 
) LIQUID 
| / PLANT FOOD 


WE'LL SELL IT 12 MONTHS 


“no Oe (fw A YEAR WITH NATIONAL 


ADVERTISING 


Here’s a Preview of KEM advertising for 1944! 


LIFE © AMERICAN HOME e HOUSE BEAUTIFUL 
BETTER HOMES & GARDENS e HOUSE & GARDEN 


All these leading publications will carry KEM advertising. Have 
Kem on hand in time to cash in on it! 
For an example of the actual ads—see the January 17th issue of LIFE 





@ kem is selling right now—all over the country—for indoor use. (House 
plants, aquatic plants, cut flowers.) . 

@ And remember—every customer introduced to Kem now means another bulk buyer 
during the outdoor season. (Victory gardens, flowers, lawns, shrubs and trees.) 





@ Here’s proof of Kem’s effectiveness—not a cust 


No Delay—No Waiting for KEM! Order it Now for Immediate Sale! 


plaint in 5 years! 











ATTRACTIVE FREE DISPLAY MATERIAL aa Hn 
d fold included 
mi Sm everyeceme Soe at ts came ae cack 
KEM-ICAL CORPORATION Quart 12 to case 50 each 
Oradell, New Jersey Gallon 4 to case 1.00 each 








*Trade-Mark—Patents Pending 


“KEM-FED PLANTS ALWAYS THRIVE” 
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Hard-Edge 
RED END 


Hacksaw Blades 
pe ai) 
THE LINE OF UNVARYING 


TOP-QUALITY 
* 


Simonds “Red End” Hand Hacksaw 
Blades cut faster, smoother, longer... 
protect your customers’ work. And 
this line holds up, year in and year 
out, because customers know that 
quality never varies from the Simonds 
standard strictly maintained in the 
world’s most se/f-contained cutting tool 
factory. So on all rated orders, supply 
Simonds “Red End” Blades. 


Simonds Saw and Steel Company 
1350 Columbia Road, Boston 27, Mass.; 127 S. 
Green St., Chicago 7, Ill.; 228 First St., San 
Francisco 5, Calif.; 311 S.W. First Ave., Port- 
land 4, Ore.; 520 First Ave., So., Seattle 4, 
Wn.; 31 W. Trent Ave., Spokane 8, Wa. 


Sie mily of 
Quality Cutting Tools 
es 


BOUGHT YOUR BONDS 
THIS WEEK? 









| normal year). 





As in the previ- 
ously cited cases of gasoline, re- 
duce this to wartime proportions, 
take a conservative percentage for 
the black market and you still 
have several hundred million dol- 
lars in “take” going to the under- 
world. 

Heads and legs of | illegally- 
slaughtered cattle are strewn 
along the highways today. Ga- 
rages and barns have been found 
with piles of entrails. Cattle- 
rustling, now at an all-time high, 
is done by the new technique of 
motor trucks. 
operation. 


It is a big-time 


Black market meat endangers 
health, we know. It causes a seri- 
ous loss in by-products such as 
leather, adrenalin, insulin and 
gelatin. But the packer, merchant 
or restaurateur who sells it and 


| the man who buys it are doing 
| something more. They are financ- 





ing the gangs who in time will 
have them by the business throat. 


Nylon Hose a la Carte 
No group seems free of this 
pernicious influence as both sell- 
ers and purchasing agents can 
testify if they merely list the “ap- 
proaches” made to them which 
they turned down. Investigations 


| by our bureau of the black mar- 
| ket in nylon were enlightening. 





A man and a girl walked into 
a New Jersey tavern the other 
night. They sat in a dimly-lot 
booth, had several drinks and lis- 
tened to the juke-box. The waiter 


appraised them with crafty eyes. 


Taking the next order, he leaned 
over confidentially, “How about 
a pair of nylons for the lady?” 
Inquiry quickly revealed that the 
tavern had all the nylon stockings 
anyone would want at $5.00 a 
pair. Yet there were none on the 


| counters of the best stores. 


That is a sidelight on the black 
market in operation today. It is 
important specifically in that it 
shows the element which already 
has moved in to take control. In- 
vestigation showed that the same 
“distribution system” exists over 
much of New Jersey. In New 
York and other areas, nylon sales- 
men operate like the old home-or- 
office peddlers of bootleg days. 


Where does the nylon come 
from? In some cases we traced it 
to thefts by employees of the 
hosiery manufacturers. Some 
came from “hijacked” trucks. 
Sometimes company officials put 
it into the black market via wholly 
legitimate sales to black market 
operators in the retail or whole- 
sale field. Suspicion ranges all the 
way from pinning “lost or stolen 
inventories” on resigned employees 
to excess wastages “slipping out” 
by one means or another of plants 
entrusted with the making of para- 
chutes for the armed services. 

Many other commodities, in- 
cluding textile yarns, also are in- 
volved. A large copper reclaim- 
ing plant called us when inven- 
tory showed a steady loss of cop- 
per ingots which brought high 
prices on the black market. Over 
$100,000 worth of ingots had 
already been “lost.” 

We got our men working in- 
side the plant. They soon dis- 
covered that employees on the 
night shift were secreting the in- 
gots in the false bottoms of dump 
trucks, putting slag on top and 
sending it out to a fill. There it 
was dumped and the “fence” truck 
moved in 20 minutes later to cart 
it away. 

While American business is, in 
the main, clear of black market 
corruption, a straying minority 
besmirches legitimate business. 
This is especially bad at a time 
when the propagators of “isms” 
quickly pin everything possible on 
private enterprise. 


The Current Outlook 


Black markets thrive on (1) 
acute shortages of products for 
which cash demand greatly ex- 
ceeds the legally available supply. 
and (2) products subject to a 
to a heavy excise tax which leaves 
a goodly spread between tax paid 
and non-tax paid merchandise 
(such as liquor). Hence, spe- 
cialized black markets periodical- 
ly disappear as fields for plunder. 
But new ones are likely to take 
their place, especially if the under- 
world fostering black markets en- 
trenches itself strongly in the seats 
of government. 
special 


Shortages, rationing, 
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taxes and price controls growing 
out of war-time conditions gives 
tremendous impetus to black 
markets. The extent to which 
gangsters can entrench themselves 
depends greatly on how seon the 
war ends and how soon shortages 
and high excise taxes can then be 
removed. Hence, the race against 
time—and in an election year 
when producers of quantity votes, 
regardless of their ilk, are being 
courted by some political aspir- 
ants who will sacrifice ethics to 
their ambitions? 


What Can Be Done? 


The businessman might well ask 
himself, “What can I do about 
it?” He can adopt this program: 
1—Personally refusing to buy 
or sell in the black market. 

2—Educating other people and 
business concerns to the real 
dangers of black markets, 
urging them to stay out 
of it. 


3—Helping to form local organ- 
izations of volunteers to 
fight the black market. 

t—Notifying the nearest office 
of the OPA about anything 
apparently connected with 
black markets. 

3—Working cooperatively with 
local newspapers and _ busi- 
ness papers to expose black 
markets. 

(he manufacturer, jobber, re- 
tailer or consumer who fails to do 
this is in effect stabbing his soldier 
son in the back. Black marketeers 
and their customers are building 
up American gangsterism while 
our sons fight to exterminate in- 
ternational gangsterism. 

If millions of our young men 
return to find we have turned over 
the country in large part to in- 
visible government, will they curse 
us for selling out America in their 
absence, will they want to clean 
house by creating an entirely new 
order, or will they in large num- 
bers join the ranks of the gang- 
sters? The query cannot be laughed 
off, because millions of these men 
will have become hardened to the 
loss of life and limb and expert 
in the use of firearms. If we sell 
them out or permit them to be 
sold out, can we blame them for 
following any course they choose? 
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7t Mobile Sewite... 
FOR ANY GUN — PISTOL TO HOWITZER 


“Keep ’em Firing”—-no matter where they are. That’s the slogan. 
Repair crews, with their mobile workshops, service all types of 
guns, from pistols to howitzers. Generating units, powered by gas- 
oline engines, charge batteries and operate ¢lectric drills and other 
modern tools. This is typical of the multitude of vital jobs — both 
standard and special — for hundreds of thousands of rugged, de- 
pendable Briggs & Stratton engines “in the service.” 


O those manufacturers now de- 
signing and experimenting with 
machines, tools, or equipment to be powered 
by portable gasoline engines, we offer the serv- 
ices and long experience of Briggs & Stratton’s 
engineering and development staffs, without 
any expense or any obligation. 


Their assistance and counsel may save you 
weeks of time and many headaches, and effect 
material economies and gfeater efficiency. 


The reputation of Briggs & Stratton is world 
wide in the gasoline engine field. Thousands 
of dealers and millions of 
owners and users know that— 


“It’s powered right — when it’s 
powered by Briggs & Stratton.” 


BRIGGS & STRATTON CORP. 
MILWAUKEE 1, WIS., U. S. A. 
® 
BACK THE ATTACK WITH 
MORE WAR BONDS 


GASOLINE 
_ ENGINES 


s 


~~ 








APPLIANCE REPAIR PRICE ADVANCES 
PERMITTED IN CERTAIN INSTANCES 


In MPR 165, Supp. Reg. 22 
Covering electric, gas and mechanical appli- 
ance repair charges it does not include gas 
unit heaters, furnaces, industrial equipment, 


water heaters, 


chines. Four different 


Supplementary Service Regula- 
tion 22 to MPR 165 has been 
issued by OPA, effective Dec. 
27, 1943, to permit some indi- 
viduals and concerns to increase 
their repair service charges on 
mechanical, electrical and gas 
equipment and appliances, be- 
cause of increased labor costs for 
skilled mechanics since March, 
1942. Ceiling prices at March, 
1942, levels, which have ob- 
tained until now, do not take 
into account increased labor 
costs for skilled mechanics, hence 
this supplementary regulation. 
Although the regulation enables 
suppliers who charge on the 
basis of a customer’s highest 
March, 1942, prices, to continue 
doing so, if they choose, it offers 
alternate methods of determining 
ceiling prices. 

A supplier of these services 
who employs mechanics may now 
choose one of four ways, as indi- 
cated in paragraph (a) 1, 2, 3 
and 4 of the regulation sum- 
marized below, for use in estab- 
lishing his maximum hourly 
charges to the customer. The 
four methods are: 


(1) Charge the highest cus- 
tomer’s hourly rate that the seller 
charged in March, 1942, or 

(2) Charge the customer for 
each hour of service a price that 
is double the average basic 
hourly wage rate paid on Oct. 3, 
1942, to employees performing 
the particular type of service 
(that being the date when wage 
rates were stabilized under the 
Economic Stabilization Act), or 

(3) Charge the customer 60 
cents more per hour of service 
than the average basic hourly 
wage rate paid on Oct. 3, 1942, 
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oil burners nor office ma- 


methods provided. 


to employees performing that par- | 


ticular type of service. 

(4) If the supplier employs no 
more than eight employees, and 
is exempt from wage control by 
the National War Labor Board, 
add to the customer’s hourly rate 
determined under either method 
2 or 3 above, an amount equal 
to the increase since Oct. 3, 1942, 
in the average straight-time 
hourly rate for mechanics per- 
forming each type of service. (A 
price established on this basis 
may not be changed oftener than 
once in 30 days.) 

Where the rates under the 
methods indicated in paragraph 
(a) (2), (3) or (4), as sum- 
marized above, are not divisible 
by five cents, they may be ad- 
justed upward to the nearest 
amount so divisible. 


If No Employees 

A person who does not have 
any employees may use either 
one of two methods to determine 
his charges as follows: 

He may charge the highest 
hourly rate he charged in March, 
1942, to a purchaser of the same 
class, or 

He may charge the maximum 
hourly rate that is charged by his 
most closely competitive seller 
who does employ mechanics to 
perform the service. 

This regulation affects electric 
fans, lamps, refrigerators, re- 
frigerating equipment up to 25 
horse power, air conditioners up 
to 25 tons capacity, sewing ma- 
chines, vacuum cleaners, washing 
and ironing machines, kitchen 
equipment and appliances, radios 
and phonographs and similar 
articles. It does not, however, 





| 
| 
| 





include gas unit heaters, fur- 
naces, industrial equipment, 
water heaters, oil burners, type- 
writers, adding machines, dictat- 
ing machines, duplicating or 
other office equipment. 


Minimum Charges 
Mileage Rates 

Minimum charges and mileage 
rates may not exceed the March, 
1942, minimum charges’ and mile- 
age rates to the same class of 
customer; except that any mini- 
mum charge made in March, 
1942, which was based upon a 
stated minimum of time, may 
now be based upon the same 
minimum time applied to the 
hourly charge permitted by this 
regulation. 

Persons subject to this regu- 
lation must on request furnish 
customers with an invoice for 
such service, separately showing 
the hourly rate for the service 
rendered to the customer, the 
number of hours worked and any 
charges made for parts or ma- 
terials. 

When a price is increased as 
authorized by this regulation the 
seller must conspicuously post in 
his business place a notice setting 
forth his new maximum custom- 
er’s hourly vate for each service 
involved. This notice shall be 
posted in the following form: 


Ceminc Prices For Lasor 


Service New hourly rate 


eee eee eee eee ee ee ee ee 


Records Required 


Those increasing prices under 
the regulation must prepare a 
statement indicating: 

(1) Maximum customer’s 
hourly rate for each type of ser- 
vice. 

(2) Name and address of every 
employee engaged on Oct. 3, 
1942, in performing appliance 
and equipment repairs. (Show 
what type of service was per- 
formed by each employee—but 





do not list clerical, supervisory 
and non-productive employees.) 

(3) The hourly wage rate paid 
on Oct. 3, 1942, to each em- 
ployee so listed; 

(4) In the case of sellers ad- 
justing their prices under para- 
graph (a) (4), of the regula- 
tion, a statement of the hourly 
wage rate of each employee, on 
the date of any price increase 
made under this regulation. 

(5) A reference to the para- 
graph of the regulation under 
which he has computed his ceil- 
ing prices. 

This statement must be re- 
tained in the seller’s files and 
may be inspected by the OPA. 
A signed copy of the statement 
shall be filled with the seller’s 
local War Price and Rationing 
Board on or before the date of 
any price increase effected under 
this regulation. No price in- 
crease under this regulation will 
be lawful until such statement 
has been filed. 


PYRETHRUM SUBSTITUTE 
UNDER ALLOCATION 
(Washington Bureau 
of HARDWARE AGE) 

“DDT,” a substitute for pyreth- 
rum in the manufacture of some 
insecticides, has been placed un- 
der allocation by WPB by adding 
to it Allocations Order M-340. 
“DDT” is the trade name for 
the chemical 2,2-bis (para chloro- 
phenyl) 1, 1, 1-trichloroethane. 
Minor changes were made in the 
wording of M-340 in the amend- 
ment, particularly relating to the 
filling of small orders. 





GMPR NOW COVERS 
PREFABRICATED 
POULTRY HOUSES 


OPA has removed portable, 
prefabricated hog and poultry 
houses from the price regulation 
governing manufacturers and 
wholesalers on farm equipment, 
and these houses will now come 
under the general maximum price 
regulation. 

This amendment to Price Reg- 
ulation 246, effective December 
27, also provides that the pricing 
of farm equipment produced by 
new manufacturers, is subject to 
the authorization of a specific 
maximum price by OPA. 
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L-303 Permits Making Steel 
Wire Cloth, 12 Mesh Painted 
16 Mesh, Painted or Galv. 


On Dec. 13, WPB issued Limi- 
tation Order No. L-303, to be in 
effect Dec. 28, 1943. The order 
provides that no steel insect 
screen cloth (wire cloth) shall be 
made except in 12 mesh painted 
finish or 16 mesh painted or gal- 
vanized finishes, with wire diam- 
eter .0110 inch. The permitted 
widths are radically simplified to 
the eight best sellers, which are: 
—24, 26, 28, 30, 32, 36, 42, 48 
inch. 











The order places upon each 
manufacturer the responsibility 
for distributing his production 
equitably for essential civilian 
uses, with review of such distri- 
bution to be reported to WPB 
quarterly, to insure a proper bal- 
ance between military and vari- 
ous civilian allotments. 

Deliveries, also, must be fairly 
proportioned between screen 
manufacturers’ and distributors’ 
requirements. 





Bilge Sawn Southern Pine Stave 


Nail Kegs Now Under MPR 342 


Nail kegs made entirely or 
partly of bilge sawn Southern 
pine staves have been provided 
with dollars-and-cents ceiling 
prices in Revised Maximum Price 
Regulation 342. Previously these 
kegs were priced under GMPR. 

The new ceilings readjust 
prices by lowering abnormally 
high prices in two zones and 
raising prices in two other zones. 
The new prices, which became 
effective Dec. 23, average 8.4 per 
cent above former maximum 
prices, which were the highest 
prices individual sellers charged 
during March, 1942. However, 
since June, when increases in pro- 
duction costs began to work hard- 
ship on keg makers, the industry 
had been permitted to sell its 
product at prices to be adjusted 
to the new ceilings. 

To permit ceilings to reflect 
differences in inbound freight on 
staves and headings, the new ceil- 
ings provide four pricing zones, 
which represent the principal nail 
keg producing areas. They are: 

Zone 1—Alabama, Delaware, 
Florida, Georgia, Kentucky, 
Maryland, Mississippi, North 
Carolina, South Carolina, Ten- 
nessee, Virginia and West Vir- 
ginia. 

Zone 2—Arkansas, Louisiana, 
New Jersey, Pennsylvania and 
Ohio. 
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Zone 3—Illinois, Indiana, 
Michigan and Missouri. 

Zone 4—Connecticut, Iowa, 
Kansas, Maine, Massachusetts, 
Minnesota, Nebraska, New 
Hampshire, New ‘York, North 
Dakota, Oklahoma, Rhode Island, 
South Dakota, Texas, Vermont 
and Wisconsin. 

Maximum prices for kegs pro- 
duced in other areas will be 
established by OPA upon appli- 
cation. The new average ceil- 
ing prices, weighted by volume 
of production, compare with the 
average selling prices under the 
old March, 1942, base date ceil- 
ings as follows. 


New Old Per- 
average average centage 


order No. M24l-a WPB imposes 


restrictions on such items as 
package gift wraps for home con- 
sumption. Industrial or com- 
mercial wrappings are not af- 
fected. 


L-236 SIMPLIFIES 
TACKLE BLOCKS 


By recent change in order L- 
236, WPB has standardized and 
simplified the manufacture of 
tackle blocks, in order to pro- 
mote longer runs and to increase 








production. 

The revised order restricts the 
manufacture of tackle blocks to 
the sizes, styles and grades, spe- 
cified in four tables, which cover 
wood blocks for manila rope, 
metal blocks for manila rope, 
metal blocks for wire rope, and 
attached fittings. 

Each manufacturer is limited 
to one type or style, but he may 
produce the full range of per- 
mitted sizes for each type he 
elects to manufacture. 








L-13-a Covers Metal Office Furniture 


and Industry Furniture, Fixtures 


To assure continued control 
over production and distribution 
of all the restricted types of metal 
office furniture and equipment, 
regardless of whether such furni- 
ture is used in an office or else- 
where, the words “metal office 
furniture and equipment” have 
been changed to read “metal of- 
fice and industrial furniture and 
fixtures” throughout Limitation 
Order L-13-a, as amended, the 
War Production Board an- 
nounced Dec. 14. The same 
change in terminology has been 
made in the reference to L-13-a in 
Schedule B of Limitation Order 
L-260, covering all types of furni- 
ture. 

A few other changes, affect- 
ing metal tool cases, time card 
racks, inventory reports, and the 
language of the order, have also 
been made in L-13-a. 

Metal tool cases continue to be 
excepted from the prohibitions of 
the order, but they will hence- 





forth be interpreted as including 
tool room shelving inserts, used to 
protect edged tools and to store 
drill and reamer bits, lathe tools, 
circular saw blades, milling cut- 
ters, and other critical machine 
shop items. The availability of 
metal shelving inserts will thus 
be assured. 

Metal time card racks have 
been omitted from this order. 
They are under the jurisdiction 
of Limitation Order L-54-c. 

Under the amended order, in- 
ventory reports, previously filed 
each month on Form WPB 1600, 
are to be filed only once each 
quarter. Inventories are so low, 
ahd sales so infrequent, that 
monthly reports are no longer 
necessary. 

All other provisions of the or- 
der remain unchanged, except 
that the language of the order 
has been simplified and clarified 
wherever possible. 





ceiling selling ch 
price per price per per 100 
100 kegs 100 kegs kegs 


Zone 1.... $34.80 $28.77 +21 

Zone 2.... 85.71 31.58 +-13.3 
Zone 3.... 36.22 39.05 — 7.2 
Zone 4.... 36.92 38.10 — 3.1 
All zones. 35.82 33.04 + 8.4 





WRAPPING PAPER 
USE RESTRICTED 


' Use of wrapping papers, in the 
manufacture of some non-essen- 
tial “converted” paper products 
will be restricted in 1944 to ap- 
proximately 65 per cent of the 
1942 base period production, the 
WPB paper division has an- 
nounced. 

By amendment to conservation 








CMP 9-A Not Usable for _ 


Buying Complete Items: 


The War Production Board has 
issued Interpretation 1 to CMP 
Regulation 9-A regarding the 
purchase of complete items, ordi- 
narily used by themselves:— 

“Paragraph (b) of CMP Regu- 
lation 9-A assigns a preference 
rating of AA-3 to a repairman to 
buy repair parts and materials for 
carrying on his repair work. The 
term ‘repair parts and materials’ 





does not include any complete 
item ordinarily used by itself. 
For instance, a repairman can use 
the rating to buy grates which he 
requires in repairing furnaces, 
but cannot buy a complete fur- 
nace by use of the rating. Simi- 
larly, an industrial repairman 
could buy a gear needed to re- 
pair a lathe but could not buy a 
complete lathe.” 
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OES Sets Up Program 
For WPB, OPA for 


Stepping Up Production 


When WPB feels existing price regulations in- 
terfere with production it will inform OES. 
OPA will be empowered in such instances to 
revise existing price schedules as production 
stimulant where considered necessary by OES. 


Office of Economic Stabiliza- 
tion Director M. Vinson has an- 
nounced details of a far-reach- 
ing program for insuring ade- 
quate production of essential 
civilian goods to be effectuated 
jointly by the War Production 
Board and the Office of Price 
Administration. A broad policy 
statement addressed to WPB 
Chairman Donald M. Nelson and 
OPA Administrator Chester 
Bowles lays down procedural re- 
sponsibilities of the two agen- 
cies in carrying through the 
program. It also establishes the 
framework for changes and modi- 
fications in existing price control 
techniques when such action will 
result in stepping up production 
of specific items. 

Primarily, these changes says 
O. E. S. will result in a greater 
equalization of profit margins 
for all products and price lines 
of individual consumers’ goods 
industries when such action is 
needed to improve production 
f essential items. There is also 
provision for special handling of 
price control affecting marginal 
producers, and affecting pro- 
ducers whose current profits are 
at excessively high levels, accord- 
ing to O. E. S. 

The policy statement incor- 
porates two major principles on 
which will be based any future 
joint operations of the two agen- 
cies in formulating programs for 
production of essential civilian 
goods. These are: 

1. WPB is responsible for 
formulating plans and programs 
to assure needed volume produc- 
tion of essential civilian goods. 
When WPB finds that existing 
price regulations “constitute a 
serious impediment” to fulfill- 
ment of the programs, certifica- 
tion to this effect will be made 
to the Office of Price Adminis- 
tration. 

2. OPA is empowered, under 
certain conditions, to revise exist- 
ing price schedules as a produc- 
tion stimulant, but in every case 
pricing formulas spelled out in 
the policy statement must be ad- 
hered to as a preventive against 
inflationary or uncontrolled price 
increases. 
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Both WPB and OPA actions 
under the program ire subject to 
review and approval of the Di- 
rector of Economic Stabilization. 
OPA is instructed to review 
promptly existing price regula- 


| tions in order to institute price 


| 


| 
| 


| The standards will 





reductions for all items where 
profit margins are excessive says 
O. E. S. Purpose of this is to 
compenstate for price increases 
resulting from the directive and 
also to equalize, insofar as pos- 
profit margins of indi- 
vidual items in accordance with 


sible, 


the Stabilization Act of Oct. 2, 
1942. 
When WPB certification is 


made to OPA that price regula- 
tions operate to hinder produc- 
tion of products essential to the 
consumer economy, OPA may, 
with the approval of the Econo- 
nomic Stabilization Director, al- 
low price increases beyond “the 
minimum requirements of law.” 

The provision is surrounded 
with several specific standards 
on which any price revisions 
must be based, states O. E. S. 
(1) prevent 
excessive profits; (2) assure pro- 
duction from marginal as will as 
more efficient producers; and 
(3) provide for a more equitable 
spread of profit margins. 

When price increases are per- 
mitted on an individual producer 
basis, the following standards 
will prevail: 

For the producer whose cur- 
rent profits from all operations 
are no more than double thoce 
earned during the 1936-39 base 
period, or who is operating at 
a loss: (with OPA authorization) 
he may increase the price of the 
item for which increased pro- 
duction is needed to an amount 
not to exceed the total unit pro- 
duction cost plus a profit not 
to exceed 2 per cent of that cost. 

2. For a producer whose profits 
from all operations are more 
than double those earned in the 





1936-39 base period: OPA may 
set a price ceiling not to exceed 
the total cost of making the 
item for which increased output 
is indicated. In other words, 
producers with “exceptionally 
high” profits will be required to 
produce needed consumer goods 
and to sell them at cost, O. E. S. 
states. 

These standards will also pre- 
vail when varying price increases 
are granted for group of firms. 
or between groups of firms and 
individual firms making the same 
product. 

When uniform price increases 

in amount of percentage—are 
needed, says O. E. S. to obtain 
industry-wide assistance in pro- 
duction of a given item. it is 
stipulated that the rate of in- 
crease shall be based on the pro- 
duction costs of the highest cost 
producer. If increases are per- 





mitted, the highest cost produce: 
(whose output is needed) of the 
item involved will not be per- 
mitted to set his price in execss 
of his direct production cosis. 
Prices of other producers will 
be pro-rated to this. 

In instances of this type, how- 
ever, amy necessary price in- 
creased will be minimized wher- 
ever possible through pooling 
arrangements. While details of 
such arrangements were not dis- 
closed, their purpose would be 
to establish individual producer 
maximum prices which would 
conform to the principle that 
those whose total current profits 
are not excessive be permitted a 
two per cent profit on goods 
whose production is essential. 
The uniform maximum price to 
puchasers would be the weighted 
average of the net maximum 
price to individual producers. 


MPR 188 Modification Permits 
Wood Furniture Price Advances 


Effective Dec. 17, OPA modi- 
fied Price Regulation 188, and 
granted wood furniture manufac- 
turers an increase of 5 per cent 
over their existing ceiling prices. 
The adjustment charge may not 
be made until the manufacturer 
has submitted to OPA a list of 
the specific articles to which the 
charge will be applicable, to- 
gether with their existing ceiling 
prices to his most numerous class 
of purchasers and the approxi- 
mate date on which those articles 
were brought out. At the same 
time furniture wholesalers were 
permitted to add to their exist- 
ing maximum prices the exact 
amount of the adjustment charge 
manufacturers are charging re- 
tailers in cases where the manu- 








facturers’ and wholesalers’ ceil- 
ings are the same. Otherwise they 
may add 4 per cent to their own 
ceiling prices. Operating figures 
now available to OPA for retail- 
ers handling furniture indicate 
that no increase in prices for re- 
tailers is necessary. 
Wholesalers, before adding the 
adjustment charge _ permitted 
them, must mail to OPA a list of 
their ceiling prices, identifying 
the articles and their supplier’s 
name and address. The order 
covers articles of movable wood 
furniture, including upholstered 
items primarily designed for and 
generally used in homes. One 
section of the order specifically 
enumerates items for which no 
price adjustment may be made. 


All Alfalfa Seeds Subject 
MPR 471 (Legume, Grass Seeds) 


All alfalfa seeds, including all 
State certified improved varieties, 
were made subject to control of 
the price regulation governing 
legume and grass seeds on Dec. 
7, 1943, by the Office of Price 
Administration. 

This action corrects the inad- 
vertent omission of certain State 
certified improved varieties of 


alfalfa seed from those listed in 
the regulation. 


This amended 





| moth red 





list now includes the following 
domestic and Canadian seeds: 
alfalfa, medium red and mam- 
clover, alsike clover. 
sweet ‘clover, timothy and all mix- 
tures of those seeds. 

Certain, but not all, State certi- 
fied varieties carry a premium 
over other grades of the same 
kinds of seeds. 

The regulation applies to all 
sales, whether for immediate or 
future delivery, in all parts of 
the continental United States. 

This action was taken through 
Amendment No. 2 to Maximum 
Price Regulation 471 (Legume 
and Grass Seeds). effective Dec. 
13, 1943. 
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Check Your Poultry ; 
Supply Needs — 


with 


ANDERSON 





FARRELL-CHEEK 


FIRE-FIKER 









FURNACE TOOLS 


lo , 


CLINKER TONGS 
CLINKER HOOKS 


ASH HOES 
CLINKER RAKES BACK-UP WRENCHES 





—T 








Good Quality, Practical Design, and Convenient 
Use Has Made The FIRE-FIXER Line The 
"LEADER™ in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: ° 


FARRELL-CHEEK STEEL CO. 


SANDUSKY, 
OHIO 
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THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
ds 


If your customers have wor uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 14“ to 114" by sixteenths; with 
machine shanks, from 1%" to 3” 
by eighths. 


Jhe PROGRESSIVE MFG. C 


R Ree eT 


Pit % 





U 








Sheet Metal Water Well Casing 
Now Sabject to Rationing 


Sheet metal water well casing 
became subject to rationing on 
Dec. 15, according to an an- 
nouncement of the War Food 
Administration. This action is 
provided in Supplementary Order 
6 of Food Production Order 14. 
This type of well casing is made 
of flat steel sheets which are 
rolled and welded or riveted into 
sections. It is used chiefly by 
farmers in the West and South 
and is not to be confused with 
well casing fabricated by pipe 
mills. 

In the rationing of sheet metal 
well casing, an exemption of $100 
per well is allowed so that farm- 
ers needing small amounts for 





Recommend Dusk to 10 P.M. for 


supplies or maintenance, or for 
sinking small wells, will not be 
required to obtain ration certifi- 
cates. Persons wishing to use a 
quantity of the casing costing 
more than $100 (retail value) for 
any one well will be required to 
obtain a purchase certificate from 
their County Farm Rationing 
Committees. Applications will be 
filed on Form MR-120-c, available 
from County Farm Rationing 
Committees. Information _ re- 
quired on the form will determine 
whether the county committee 
will issue the applicant a pur- 
chase certificate or disapprove 





the application. 





Electricity Used by Stores 
For Promotional Lighting 


A special task committee of the 
electrical industry has recom- 
mended to the Office of War 
Utilities a standard burning 
period of from dusk until 10 
p. m. for all promotional lighting 
by advertisers and commercial 
and industrial enterprises, the 
War Production Board said to- 
day. The purpose of the recom- 
mendation is to provide for more 
equitable contribution to the 
OWU power conservation pro- 
gram. 


UNIFORM DOLLAR 
CENTS CEILINGS ON 
ONION SETS, RMPR 371 


Onion sets were put under uni- 
form dollars-and-cents maximum 
prices Dec. 23 by the Office of 
Price Administration to super- 
sede “freeze” type ceilings. All 
sales levels from the grower to 
ultimate planter are covered in 
RMPR 371, effective Dec. 30, 
1943. 

The new prices apply only to 
onions and onion sets small 
enough to enable them to pass 
through a 1%-inch bar screen. 
All larger onion sets remain sub- 
ject to Revised Maximum Price 
Regulation 271 (Potatoes and 
Onions) and MPRs 422 and 423, 
the fixed mark-up regulations for 
retail food stores. 

Growers’ maximum prices be- 
gin with a Nov. 16 base ranging 
from 93% cents to 15% cents per 
pound, depending upon which of 
five specified screen sizes apply, 
and gradually rise until by July 
16 they range from 16 cents to 
21% cents per pound, plus the 
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An earlier recommendation by 
the committee, establishing a 
permissive two-hour burning 
period between dusk and 10 
o’clock, was found to be confus- 
ing because of differing practices 
among individual advertisers. 

OWU officials and members of 
the task committee believe that 
the proposed standardized cur- 
tailment will assure wholehearted 
support of the program and fe- 
sult in substantial savings of 
power, fuel and materials. 


seller's delivery charges. They 
apply to processed yellow, brown 
and red onion sets in bulk sold 
by any person other than a coun: 
try shipper, a wholesaler or a 
retailer. These prices may be in- 
creased by 1% cents per pound 
on processed white onion sets. 
Country shippers may add one 
cent per pound over the farmer- 
producers’ maximum base prices. 
Wholesalers are allowed a 
mark-up of four cents per pound 
over farmer-producers’ charges on 
sales to planters. On sales to re- 
tailers, the wholesalers’ mark-up 
will vary slightly according to 
quantities involved in sales. 
Wholesale sales in lots of 1600 
pounds or less are allowed a 
mark-up of five cents per pound; 
in lots of more than 1600 and up 
to 3200 pounds, four cents; in 
lots of more than 3200 and up 








to 9000 pounds, three cents; in 
lots of more than 9000 and up to 
16,000 pounds, 2% cents; and in 
lots of more than 16,000 and up 
to 24,000 pounds, 2% cents per 
pound, over farmer-producers’ 
ceilings. 

Retailers may add a maximum 
mark-up of 1944 cents per pound 
over wholesale prices, or 24% 
cents per pound over farmer- 
producer maximum base prices. 

In case the seller furnishes 
sacks or other containers, he also 
may add to his maximum price 
the proper market value of such 
containers. 

MAY UP INDUSTRY 
THERMOMETER MAKING 


Requirements for industrial 
thermometers in 1944 will equal 
1943 production and may exceed 
it by about 25 per cent, the In- 
dustrial Thermometer Industry 
Advisory Committee was told at 
its meeting in Washington, the 
War Production Board an- 
nounced Dec. 20. The estimate 
of 1944 requirements is based on 
analysis of industry reports, the 
backlog of unfilled orders and the 
1944 shipbuilding program. 





AGAIN REVISE MPR 
FOR CONVERSION OF 
OIL BURNERS TO COAL 


OPA has announced a major 
revision of the regulation apply- 
ing to parts for conversion of oil- 
burning heating equipment to 
solid fuel in Second Revised 
Maximum Price Regulation 236. 

Maximum prices previously es- 
tablished on the basis of the 
weight of the boiler parts used 
for conversion purposes in the 17 
Eastern states will be permitted 
to revert to a “piece” basis. Dol- 
lars-and-cents prices originally 
established for the Eastern States 
for a group of specialty units 
used solely for conversion pur- 
poses will be extended to the re- 
mainder of the country. 

With the end of mandatory con- 


version and the decline of sales 
to normal replacement volume, 
however, the per-pound basis is 
no longer necessary, OPA said. 

The ceiling prices established 
are for 10 types of specialty units, 
produced by 12 manufacturers. 
Prices vary from $32.95 to 
$107.95, depending on the size of 
unit and number of parts in- 
cluded in each. All dollars-and- 
cents ceiling prices are listed on 
an installed basis for the product. 





FURTHER REDUCE USE 
OF NATURAL RUBBER 


Further conversion of the rub- 
ber industry to wartime use of 
synthetic rubbers instead of nat- 
ural rubber was reflected Dec. 
23 in a new directive issued to 
all rubber manufacturers by Rub- 
ber Director Col. Bradley Dewey. 

The new regulation will be 
known as Amendment No. 2 to 
Rubber Order R-1, as amended 
Dec. 4, 1943, and effective Jan. 
1, 1944. 

In general, the new regulation 
amends Rubber Order R-1 as 
follows: 

1. It eliminates use of crude 
rubber wherever possible, and re- 
duces the amount of crude in 
products where use of some nat- 
ural rubber is absolutely essen- 
tial. 

2. It eliminates the section of 
the basic rubber regulations 


compound-grades (synthetic plus 
natural rubber) by the rubber in- 
dustry. Specific percentages of 
crude rubber or latex have been 
substituted for each product 
which is permitted to be manu- 
factured. 

3. It reincorporates in the basic 
rubber regulations certain allow- 
ances for small-scale use of col- 
ored rubber for purposes of iden- 
tification. The color-regulations 
were included in the original 
Rubber Order but were omitted 
from the order as amended Dec. 








4, 1943. 





Production in 1944 Fourth Quarter 


On Dec. 17, the War Produc- 
tion Board allocated to the sev- 
eral makers of ice refrigerators, 
the numbers of units which each 
company will be permitted to 
make during the first quarter of 
1944. 





The schedule for the new quar- 
ter covers almost exactly the 
same companies and quantities as 
for the latest preceding quarters. 
However, during the last quarter 
manufacturers could increase 
their allotted production to ful- 
fill any orders bearing a prefer- 
ence rating of AA-5 or higher. 
Now their allotments are specifi- 
cally limited, and even on orders 
bearing preference ratings, no 
manufacturer may exceed his 





scheduled quota. 
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ZOOM! He’s off—streaking away to his ob- 
jective. Suddenly his engine misses—sputters 
wildly—dies! The prop whirls on—windmilling, 
threatening to tear the vitals out of engine and 
plane! But instantly a Victor built motor actu- 
ates an ingenious device which feathers the 
propeller,—stops rotation. 


To “feather” propellers when engines are killed, 
either by accident or design, is one of the 
many vital functions performed by Victor motors 
in war service 
It is through experience in production such 
Torpedo Trucks 
Torpedo Test Sets 
Incendiary Bomb Plungers 
Torpedo Parts 
20 Millimeter Fuses 
Hydraulic Pump Motors 
Boost 


wa wwe 
er Motors 
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WILD PROPELLORS 


ON DEAD ENGINES 


as this, experiences in the tough and exacting 
laboratories of war, that hold promise of finer, 
better things in Victor peacetime products. 
And you who have sacrificed Victor Desk Fans, 
Kitchen Ventilators, Force- 
Air Exhaust Fans and Victor 
small Motors for the duration, 
will be rewarded for your un- 
derstanding when “V-Day” 
comes. Victor Electric Prod- 
ucts, Inc., Dep’t. HA-144, 
2950 Robertson Avenue, 
Cincinnati 9, Ohio, 

Motors 


wa oar 
Portable Ironers 
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Miracle Breeze Electric Fans 
In-Bilt Electric Kitchen 
Ventilators 
Force-Air Exhaust Fans 
Fractional Horsepower 
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For more than 60 years ‘we have beer 
cal rubber goods. Our technical experts are constantly at 
work finding new ways to use the materials at our 





command and to improve quality. 





eeticing mechani- ‘. 


Currently, working with synthetics as well as crude 


and reclaimed. rubber, 


war’s demands are accruing which 
will make BWH_ post-war products 
surpass the finest the world knows 


[ 
BOSTON WOVEN HOSE & RUBBER CO. ' 


WORKS: CAMBRIDGE, MASS., U.S.A. 


so well today. 


P,0. BOX 1071, BOSTON 3, MASS., U.S.A. 
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Paint Simplification Revision 


Farther Reduces Colors 30% 


The proposed revision of Sim- 
plified Practice Recommendation 
R144-42, Paints, Varnishes and 
Related Products, has been ap- 

roved for promulgation, accord- 
ing to an announcement by the 
Division of Simplified Practice, 
National Bureau of Standards. 
The revision effective from Dec. 
15, is identified as “R144-43.” 

This recommendation lists vari- 
ous items of oil paints, enamels, 
varnishes, etc., water-mixed 
paints, and gives the recom- 
mended maximum number of 
colors and sizes of containers for 
each. The current revision is the 
second during the present emer- 
gency and both revisions, spon- 
sored by the Standing Committee 
for the recommendation and the 
Simplification Committee of the 
National Paint, Varnish & Lac- 
quer Assn., were intended to ef- 
fect conservation of materials and 
otherwise aid in the war effort. 
As a result of the first revision, 
certain sizes of containers, in par- 
ticular the half-gallon size cans, 
were eliminated and a substantial 





reduction effected in the maxi- 
mum number of colors for all 
products. 

The current revision effects a 
further reduction in the maxi- 
mum number of colors, repre- 
senting 30 percent on the aver- 
age for both classes of products. 
Some items are reduced as much 
as 80 per cent. While no changes 
were made in the schedule of 
container sizes, it was found 
necessary because of the critical 
container situation to permit the 
use of other sizes when the 
recommended sizes are not avail- 
able. The recommendation also 
makes clear that containers of 
any suitable material are permit- 
ted and are not limited to the 
traditional tin or metal con- 
tainers. 

Until printed copies are made 
available, a limited number of 
mimeographed copies of the re- 
vision may be obtained from the 
Division of Simplified Practice, 
National Bureau of Standards, 
Washington 25, D. C. 








Remove Copper, Alloy 


Restrictions 


For Renewable Fuses, Elec. Wiring Items 


Restrictions on the use of cop- 
per and copper base alloy in re- 
newable electric fuses and electri- 
cal wiring devices were removed 
Dec. 17 by the War Production 
Board. 

Control over the distribution of 
the products remains unchanged, 





except that a rating of AA-5 or 
higher is required instead of a 
rating of A-l-j. This change is 
made to conform with over-all 
changes in the rating structure. 
Non-renewable fuses are still sub- 
ject to the restrictions on the use 
of copper and copper base alloy. 








Revoke Directions 9 and 10 
Of CMP Regalation No. 5 


Directions No. 9 and No. 11 to 
CMP Regulation No. 5 have been 
revoked, the, War Production 
Board announced Dec. 20. 

This action is taken in view of 
the fact that the procedure under 
which employees are permitted to 


use their employers preference 
ratings for hand tools and safety 
equipment is now included in Di- 
rection No. 4 to Priorities Regu- 
lation No. 3, and there is no 
longer any need for the directions 
under CMP Regulation No. 5. 





FLUORESCENT UNITS 
UNDER BLANKET MRO 


WPB recently amended order 
L-78, to provide that new fluores- 
cent lighting fixtures may be 
bought under blanket MRO rat- 
ings, including ratings extended 
under CMP regulation No. 5, 
only if purchase orders carry 
ratings of AA-1 or AA-2. 

The less essential industries 
and activities whose MRO rating 
is AA-5, may not use MRO pro- 
cedure for purchasing fluorescent 
fixtures, 
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WARM-AIR FURNACE 
PRICE REDUCTION 
WHERE PARTS OMITTED 


Another OPA modification of 
Maximum Price Regulation 188, 
effective at once, permits minor 
reductions in ceiling prices of 





warm-air furnaces, from which 
certain parts have been omitted 
by manufacturers in accordance 
with recent WPB limitation or- 
ders. The reduction in price, 
when any of these parts are omit- 
ted from a complete furnace, ap- 
plies to shipments by manufac- 
turers, either for civilian or gov- 
ernment use, and will be reflected 
in prices paid by consumers. 





WAR PRODUCT SECTION 
NOW ASSIGNED TO 
PAPER DIV. OF WPB 


The War Products Develop- 
ment Section, formerly a part of 
the WPB Pulp and Paper Divi- 
sion, has been designated the 
Technical Staff and assigned to 
the Paper Division, under Rex 
W. Hovey, director, the WPB 
recently announced. It will serve 
the operating branches of the 
Paper Division which are: Fine 
Paper Branch, Coarse Paper 
Branch and Converted Paper 
Products Branch. The functions 
of the Technical Staff are to: 
render technical service to the 
Paper Division and other divi- 
sions and agencies; to facilitate 
vital development work on paper 
by the armed services; cooperate 
with the Distribution Section; 
and to assist in educational and 
publicity work. It will also co- 
operate in conservation, standard- 
ization, and simplification activi- 
ties; to maintain close liaison 
with the armed services on tech- 
nical problems, and to some ex- 
tent, on procurement. 





OPA APPOINTS 
PADLOCK INDUSTRY 
ADVISORY COMM. 


The OPA recently appointed 
six officials of companies manu- 
facturing padlocks to serve on 
the Padlock Industry Advisory 
Committee. Those named to the 
committee are as follows: Royal 
M. Bassett, general manager, 
Corbin Cabinet Lock Co., New 
Britain, Conn., Bernard S, Falk, 
sales manager, Independent Lock 
Co., Fitchburg, Mass., Edward 
T. Fraim, vice president, E. T. 
Fraim Lock Co., Lancaster, Pa.; 
Rollin G. Plumb, vice president, 
Eagle Lock Co., Terryville, Conn., 
W. Heyward Smith, vice presi- 
dent, Slaymaker Lock Co., Lan- 
caster, Pa., and Samuel M. Soref, 
vice president, Master Lock Co., 
Milwaukee, Wis. 











HANDLE MAKERS SEEK 
PRICE RELIEF 


The National Handle Associa- 
tion recently held a two day con- 


vention in Chicago, Ill. The 
group expressed the opinion that 
the OPA would have to afford 
the industry relief from price 
schedules if it is to remain in 
business. ‘The asociation whose 
members are now producing tent 
stakes, warehouse books, and 
deck swabs, reported that many 
of its members had curtailed 
production sharply because of 
the price freeze and are not able 
to get back into full scale pro- 
duction to meet demands of the 
government. 


WPB NAMES CANVAS 
BASKET & HAMPER 
INDUSTRY COMMITTEE 


WPB recently appointed the 
Canvas Basket & Hamper Indus- 
try Advisory Committee with gov- 
ernment presiding officer, Donald 
A. Campbell. The committee 
members: are as follows: D. F. 
Lane, W. T. Lane & Bros., Inc., 
Poughkeepsie, N. Y.; V. B. Loy- 
er, Belding Basket Co., Belding, 
Mich.; David P. Meese, Meese, 
Inc., Madison, Ind.; and Fred J. 
Trumpbour, C. R. Daniels, Inc., 
44 West St., New York City. 


OPA NAMES TEN TO 
SERVE ON PLUMBING 
DRAINAGE COMM. 


The OPA recently named 10 
industry officials to serve on the 
Plumbing Drainage Staples and 
Specialties Industry Advisory 
Committee. Those named as 
members of the committee are: 
L. C. Anderson, secretary and 
manager, Portland Iron Works, 
1335 N. W. Northrup St., Port- 
land, Ore.; L. N. Boosey, Nor- 
man Boosey Mfg. Co., 5140 
Hamilton Ave., Detroit, Mich.; 
Leo H. Filstead, secretary and 
treasurer, John D. Kupferle 
Foundry Co., First and Wright 
Sts., St. Louis, Mo.; M. J. Hirsh- 
stein, vice-president, Joesam 
Mfg. Co., Empire Bldg., Cleve- 
land, Ohio; George H. Quest, 
president, Blake Specialty Co., 
1600 Mill St., Rock Island, IIl.; 
T. B. Robbins, president, The 
Bignall Co., Medina, N. Y.; J. 
Walter Singmaster, president, 
Reading Foundry & Supply Co., 
522-528 Chestnut St., Reading, 
Pa.; Thomas Van Helms, mana- 
ger, Central Specialty Co., 7529 
St. Aubin Ave., Detroit, Mich.; 
F. A. Warren, president, Haley- 
Warren, Inc., 475 Marietta St., 
N. W., Atlanta, Ga., and M. A. 
Zurn, president, J. A. Zurn Mfg. 
Co., Erie, Pa. 





99 











EE 


RP 


i 


( d PLL Te 





| 


| | 
7 iT / ) -atfln,ar. 


| | . rf | nt 





\ 


And best wishes for good 
health, happiness and pros- 


perity in the New Year. 


Juice hing 


HOME JUICE EXTRACTORS 
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THE NATIONAL DIE CASTING COMPANY 


600 North Albany Avenue, Chicago 12, illinois 
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Sales Doubled When 
Gift Department 
Was Enlarged 


(Continued from page 47) 


into this type of merchandising.” 

The Bennett store advertises its 
gift line in the local newspaper 
and also on the radio. The radio 
program goes on the air at 7 to 
7.30 p. m. six nights per week on a 
local station. Mr. Bennett sponsors 
this program along with several 
other merchants and gets several 
announcements during the half- 
hour. He finds that this type of 
radio advertising pays well. It 
brings to his store customers from 
many outlying communities and 
rural areas. 

Mr. Bennett believes that the 
average person wants to beautify 
his or her home and will patronize 
the store which makes an attempt 
to stock merchandise which will 
help attain their goal. Prices need 
never be cut on such quality mer- 
chandise, for the demand is al- 
ways strong. Women come from 
other towns to view the Bennett 
gift stock and to buy because they 
have heard of the store from their 
friends. 

“I believe that our gift business 
will increase in the post-war era,” 
says Mr. Bennett. “There will be 
more gift items available to sell 
and people will have the accumu- 
lated spending power to purchase 
them.” 


It Takes Four Men 
to Handle Their 


Repair Department 
(Continued from page 43) 


vacuum cleaners, oil burners, 
toasters, electric irons and other 
items,” says Mr. Tolzman, who 
at 68 has been in business here for 
45 years. “This has been a very 
profitable department for us dur- 
ing wartime, especially since some 
types of merchandise have been 
hard to get. We also sell space 
heaters and other stoves on ration 
certificates and we also recondi- 
tion stoves. Much of this type of 
work is now coming in as people 
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want to supplement oil heating 
with coal heat.” 


This repair department also 
handles a lot of soldering work. 
Lomira is located in a rich agri- 
cultural community and farmers 
bring large milk cans to the store 
for soldering. Such soldering often 
includes the outside and inside 
seams, as well as breaks in the 
can. Milk utensils, tea kettles, 
wash boilers and other pots and 
pans are also handled in consider- 
able numbers in this repair depart- 
ment. 


Bottled Gas Stoves 


The Tolzman firm also services 
botiled gas stoves, as it has more 
than 400 accounts for such gas in 
this territory. The man who de- 
livers the gas is able to service 
many of the stoves on the scene, 
but he also brings some to the 
shop for repairs. Making contacts 
with farmers like this, the service 
man also is given many electrical 
appliances to repair from time to 
time. Similiarly, the man who 
handles milking machine and gas 
engine repairs for the Tolzman 
company also contacts farmers 


‘ who have appliances to repair. 


Mr. Tolzman says that exten- 
sive service such as his firm offers 
will also pay off in the post-war 
era so far as sales of new appli- 
ances are concerned. His service 
men are picking up the names of 
many people who say they want 
new appliances as soon as they 
are available. This list will be 
used by the firm when the time is 


ripe. 


Well Equipped 


The Tolzman repair department 
is well equipped with wrenches, 
vises, drills and other equipment 
needed in doing a first-class repair 
job on appliances. The shop is 
quite large and affording plenty 
of room for the four service men 
to work at different jobs at the 
same time. 

In a shop like this, farmers like 
to walk from the store irito the 
repair section and watch the men 
at work. Mr. Tolzman encourages 
this, for it always gives the 
farmers ideas about having their 
own appliances repaired. 
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Stove buyers feel the same way 
about it... (only more sof) 


WITH ONLY ONE STOVE RATION CERTIFICATE TO SPEND 
THEY'RE INSISTING ON A NAME THEY KNOW, QUALITY THEY CAN TRUST 


The man or woman who’s talked himself hoarse before his ration board to 
get a stove purchase certificate isn’t going to be talked out of it easily. 


That buyer had to prove he needed a new stove ... and the dealer to whom he 
surrenders that purchase certificate is going to have to do plenty of proving too. 


And that’s where you have a big advantage when you can say, “Walk right 
over here... let me show you the genuine Estate Heatrola.” For the Heatrola 
is the home heater everybody knows. It’s the original cabinet-type heater, 
famous for its built-like-a-battleship construction, its unique fuel-saving, heat- 
making features, its honest-to-goodness quality and value. 


¢ * ~ ; a _ 
Always the easiest home heater to sell 

... today, when every buyer is looking 

for the best, Estate Heatrola is the 

one home heater that sells itself. 





oday, more than ever, 
wince eel these famous 
Estate Heatrola features: 
Intensi-Fire Air Duct 


La 


ous fuel-saving fl il 
; rng circulating warmth 


@ Closed base construction and slanting 


ers assure warm floors ; 

e pee ash box and paper-tight door 

@ Handy Ped-a-Lever Feed Door 

@ Porcelain enameled — ’ 

© Sturdy construction throughou 
— 

& 

>. - } 


It’s easier to sell =— 
what your customers want to buy 


ESTATE HEATROLA 


Made only by THE ESTATE STOVE CO., HAMILTON, O. 














Over the Estate plant in 
Hamilton, Ohio, under 
the Stars and Stripes, 
flies the Army-Navy 
“‘E"', emblem of ex- 
cellence in war work 
production, 































YES! 
WE'RE STILL 
ROLLING 


Bassick Casters are available for 
replacement and repair purposes 
in limited quantities. Your jobber 
can supply you with a few of the 
more popular types and sizes. 
Unfortunately the quantity and 
range of sizes are limited, but we 
have been and will continue to do 
our best to “Keep ’em rolling’’ to 
the Hardware Dealer. And re- 
member: Bassick gives your cus- 
tomers the best in casters. 


Bassick 


MAKING MORE KINDS OF CASTERS 


MAKING CASTERS DO MORE 


THE BASSICK COMPANY 


EPORT 2, CONN Div. of Stewart-Warner rp 














At the left is shown the shorter bayonet together with the cultivating and 
weeding hoe made from the 6-in. section removed from the end. At the right 
is a hoe made from a Confederate bayonet used in the Civil War. 


Shorter Army Bayonet Makes More Hoes 


HE Union Fork & Hoe Co., 

Columbus, Ohio, recently took 
advantage of the Army order to 
shorten the regulation bayonet from 
16 to 10 in., and converted the extra 
6 in. of fine steel removed from 
thousands of bayonets into cultivat- 
ing and weeding hoes. The Army 
did this in order to make the bayo- 
net lighter and more useful for 
jungle fighters and paratroops as 
well as for usual field combat. The 
Ordnance Department, Army Ser- 
vice Forces, estimates that the short- 
er bayonet blade will save 560 tons 
of high carbon steel in 1944. These 
converted tools will be allotted to 
hardware stores with the provision 
that they be sold only to home gar-- 
deners who will produce food for 
victory. 

The new tool, which is being as- 
sembled at the company’s Columbus, 
Ohio, plant, has been christened the 
“bayonet-hoe,” and retains the origi- 
nal bayonet point at one end for 
digging. The opposite end, where 
it was trimmed from the long bayo- 
net blade, is shaped into two handy 
weeding prongs. The bayonet’s edges 
have become the long sides of the 
hoe and are sharpened to furnish 


two 6-in. edges for scraping and - 


scuffle-hoeing. 

While the principle of beating 
swords into ploughshares originally 
appears in the Bible, the idea of 
turning bayonets into hoes origi- 
nated from our own Civil War. Ed- 


ward Durell, president of the com- 
pany, has a historical tool collection 
which contains several examples of 
Confederate bayonets found near 
Winchester, Va., which soldiers of 
Lee’s army had fashioned by hand 
into single pointed hoes when they 
returned to their fields after the war. 
Mr. Durell states that it was these 
relics that gave his company the 
idea. 


Better Service—Now— 
Paves the Way for 
Post-War Business 
(Continued from page 45) 


the store. Before they leave, we 
have them feel they were wel- 
come and that The Reseda Hard- 
ware Co. is really interested in 
their particular problems as they 
affect the hardware business. 
People who become truly ac- 
quainted in an honest service en- 
deavor will stick. And this has 
been found to be true in case after 
case. The excuse of being too busy 
does not hold water. It is not nec- 
essary to hold lengthy conversa- 
tions when people are waiting as 
the feeling can be imparted as the 
sale goes along. 

There is another angle for post- 
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war planning fully as important 
to the live hardware retailer as the 
consumer-service influence and 
that is distribution. 


Distribution Changing 

Distribution in the hardware 
business is going through a great 
change and it is on the verge of 
even greater changes. Basically, 
the greatest threat to the indepen- 
dent hardware retailer is the 
threat of distribution by the rub- 
ber, oil and paint corporations 
after the war is over. Undoubt- 
edly there will be more manufac- 
turers of hardware items in the 
post-war period than ever before. 
Competition will be keener than 
ever. The chances are that the 
hardware men will join up with 
our former “point-with-alarm” 
competitors the department store 
people in combating new inroads 
in the merchandising field. What 
we can do now to offset that con- 
dition is to develop really strong 
jobber-dealer teamwork. 

With so much after-the-war 
planning being discussed on the 
radio, in the newspapers and in 
the far thinking trade papers of 
our industry, it would seem to be 
about time for all of us in the 
hardware field, dealer, jobber and. 


manufacturer alike, to get together 
to plan for the “bright new 
world,” that is coming. 


Insulation Display 
Attracts Customers 


HEN the D. & F. Kusel Co., 

Watertown, Wis., added insu- 
lation to the lines of merchandise 
sold at the store, the new merchan- 
dise was given an excellent window 
display as well as interior store 
showing which attracted many pros- 
pects. 

The window consisted of one 
large roll of insulation at the cen- 
ter. It was partly unrolled so that 
the insulation showed very plainly. 
At the sides flanking it were several 
other rolls as well as placards tell- 
ing all about the line. The simplic- 
ity of the display made it very 
effective. A sign at the top of the 
display said, “Conserve for Vic- 
tory. Fix and repair your home 
now!” 


JANUARY 6, 1944 











When your customer says, “I want Cap 
Screws that assemble quickly and easily,” 
he means TRIPLEX. They turn in, smooth 
as silk. That’s why we’ve photographed 
them on silk. Less work means time saved. 
Less anguish means happier customers for 
you. Cut down your labor cost with 


TRIPLEX Cap Screws. 


TRIPLEX SCREW COMPANY 


5317 Grant Avenue ° Cleveland 5, Ohio 


THREADED 
FASTENERS 


BOLTS, NUTS AND RIVETS 
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starting out the New Year 


You darned betcha he is... 


-** JUSTRITE! 


with the 


best equipment (he’s using everything 
from locomotives to lanterns) that your 
bonds can buy. 


findin 


Make no mistake about it . . . he’s 
a hundred and one different 


jobs for his Justrite Lanterns on the 
roads to Berlin and Tokyo. 


“All well and good,” you say, “but 


what good does that do me?” 


Just this... when Joe gets home 


(and he will . . . victoriously) he'll be 
clamoring for things he’s learned to 
know, use and ~r on. That means 


Justrite Service 


Justrile 
Twin-Bulb 
Trainmen's 
Lantern 
Justrite Twin-Pulb 
Safety Lantern 


ights .. . Penlights 
. Headlights and Lanterns. 





many Justrite products 


(Oily Waste Cans—Safety Cans—Safety 
Filling Cans—and. Lanterns) are avail- 
able on priority orders. They're a profit- 
able, fast-moving line with safety features 
that are vital to personal safety as well 
as the war effort. Write today for in- 
formation. 


JUSTRITE MANUFACTURING COMPANY 
2073 N. Southport Ave., Chicago, Illinois 
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The Dean's Page 


(Continued from page 62) 


strength of paper on two sides of 
a single piece of veneer, is unbe- 
lievable. I rather feel that the auto- 
mobile body of the future is likely 
to have a lot of impregnated paper 
in it. It is cheap, easy to handle, 


easy to mold, and it stays put when’ 


made. 

“About the last thing I want to 
talk to you about is the use of short 
wave induction in the manufacture 
of plywood, and more particularly 
what it means. We can make this 
very simple by comparing the ac- 
tion to diathermy. A short wave 
induction machine is nothing more 
than a short wave diathermy ma- 
chine. As the diathermy sends heat 
through your body and agitates your 
molecules to create heat, so the 
current, oscillation at millions of 
times per second, agitates the mole- 
cules in the wood, or in the bonding 
agent between the wood, and heats 
them. If you can visualize a piece 
as thick as a book, with a number 
of laminations, being put in a hot 
plate press, and waiting for heat to 
be transferred all through that— 
well, something like that would take 
15 minutes, a piece like the book 
would take seven or eight hours; 
and the results would be-in doubt, 
because the outer laminations might 
be over-cured and the inner lami- 
nations under-cured. Short wave 
heating is simultaneous through the 
whole mass, and either of these 
pieces could be heated through in 
five minutes; it doesn’t make any 
difference so long as you have 
enough power, enough K. W.’s to go 
through. Well, where is that so im- 
portant? 


Reduces Expense 


“We made boats in pre-war times 
—we made about 1500 little boats 
that were marvelous. They were 
light and they were seamless. That 
boat, 12 ft. long, made 30 miles 
with a 16-h.p. outboard motor, and 
with one man in it. But the neo- 
prene bags we used for molding it 
cost us $6.00 per boat; they cost us 
$125 or $150 and they were good for 
twenty-five ‘cooks’; and the forms 
we used were good for about the 
same number of ‘cooks’; so that 
between the bags and the molds we 
had an expense of $12.00 a piece 
for these little boats. Twelve dol- 
lars on a little boat is a lot of 
money—enough to take it out of the 


large low-priced market. Now by 
the short wave method—and we 
haven’t done enough of it yet to be 
certain—insttad of having to ‘cook’ 
one of those boats for 30 or 40 
minutes, it will be necessary to 
‘cook’ it for about five minutes. 
And there will be no heat at all on 
the rubber bag because the electrode 
will be inside of it. There will be 
no heat on the form, because the 
heat will be outside; and the pres- 
sure we will use will be compressed 
air. With short wave, then, it 
should be possible to use the neo- 
prene or rubber bag _ indefinitely, 
and the form indefinitely. And the 
cost, instead of $12.00 a boat, might 
come down to a few cents per boat, 
plus very much more rapid pro- 
duction.” 


Correct Answers to 
“Test Your Hardware 


Sense” 
(Questions on page 70) 


1—Answer—The item is un- 
profitable. Selling salary expense 
is 66.6 per cent of the margin on 
the line which is above the 50 per 
cent limit mentioned in the prob- 
lem. 

2—Answer—Salary expense is 
13 per cent of sales. Simply find 
what per cent $3,250 is of the total 
volume. $3,250 divided by $25,- 
000 = 13 per cent. 

3—Answer—Charge $250 to 
office salary; $750 to management 
and buying salary; and $1,500 to 
selling salary. 

4—Answer—Sales quotas for 
the months are as follows: Janu- 
ary, $1,280; February, $1,472; 
March, $2,080; April, $3,264; 
May, $3,520; June, $2,592; July, 
$3,104; August, $2,624; Septem- 


ber, $2,336; October, $3,648; 
November, $2,944; December, 
$3,136. 


5—Answer—ldeal stocks are as 
follows: competitive hammer, 2 
doz.; better grade hammer, 6 doz. ; 
and high quality hammer, 1 doz. 
On this basis six turnovers could 
be secured in the year and the 
average stock on hand would 
amount to a two-months’ supply. 
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FRED DORN, traveling 
representative for Edw. K. 
Tryon Co., Philadelphia, Pa., 
wholesale hardware and sport- 
ing goods distributors, is 66 
years of age and has spent a 
half century in the hardware 
business. Mr. Dorn first en- 
tered the field on August 30, 
1893, with Brooks, Baldwin & 
Robbins, with whom he re- 
mained until 1895, when he 
transferred his allegiance to 
Frye, Phipps & Co. In 1913 
he became associated with the 
Simmons Hardware Co. and 
remained with that organiza- 
tion until 1933 during which 
period the firm name under- 
went several changes. In 1933 he joined the Tryon com- 
pany and has been with that firm ever since. Mr. Dorn 
is chairman of finance for the First Parish Unitarian 
Church of West Roxbury, Mass., and is also chairman of 
the board of trustees. He says that his principal hobbies 





FRED DORN 





are the New York stock and bond market, traveling over 
North America, selling hardware and meeting ,his cus- 
tomers. 





G. EMERY WILSON, buyer of 
builders’ hardware and sporting 
goods for the Wilson & Pugh Co., 
Cumberland, Md., wholesale hard- 
ware distributors, is 66 years of age 
and has been in the hardware busi- 
ness for 51 years. Mr. Wilson be- 
gan his hardware career on April 
1, 1892, and remained in that field 
steadily until the, present time. In 
1919 he organized and was gen- 
eral manager of the Wilson Hard- 
ware Co. and in 1926 of the G. E. 
Wilson Co., handling both hardware 
and sporting goods. Mr. Wilson has 
never been intergsted in holding 
public office, but has confined his & EMERY WILSON 
after-hours pursuits to hunting and fishing. Incidentally, 
he has always been known to wear a smile both in busi- 
ness hours and while fishing. When the luck is running 
bad it’s a pretty difficult thing to smile in either occu- 
pation. 


ROBERT GORDON KIN- 
GAN, president of the Kingan 
Hardware Company, Limited, 
Peterborough, Ontario, Can- 
ada, wholesale hardware dis- 
tributors, is 81 years of age 
and has spent 70 years in the. 
hardware business. Born Au- 
gust 19, 1862, Mr. Kingan en- 
tered the field when he was a 
boy and has remained in it 
since that time. He became 
manager of the company of 
which he is now president in 
September, 1884. He has re- 
mained active in that organ- 
ization and is still going 
strong. He has not been in- 
terested in holding public 
office and has preferred to devote his time to his business. 
As a matter of fact, he says that the hardware business 
and reading are his hobbies. They make an excellent 
combination. 





ROBERT G. KINGAN 
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HELP SAVE 


MAN HOTR'S.. 


Dall nN 

ch" 

° ance OLD 
FAITHFUI 
CRAYONS 





i 


HELP SAVE MAN HOURS — 


“American” Old Faithful indus- 
trial markers are time savers— 
short cuts! Developed to save 
time in industrial operations in 
today’s factories. There’s an 
American Old Faithful Crayon 
to..meet every marking need in 
every business —from glass to 
textiles, from lumber to leather. 
Every marker is developed to 
meet specific requirements. 


You can stand back of American 
Old Faithful Markers, for a 
108-year-old firm stands back 
of you! 


Send to Dept. 50 for the Industrial 
Crayon Guide — FREE 


@ Reg. U. 8. Pat. Of. 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x *e* 


FROM INDICATIONS HERE 
bristle paint brushes ‘for civilian use 
will be just as tight this year as they 
were in 1943. Horsehair and fibre 
brushes will be the only type available 
for unrestricted use. 

At present bristles are under the con- 
trol of the Combined Raw Materials 
Board and are distributed equitably 
between the United States and the 
United Kingdom. Both foreign and do- 
mestic bristles can be purchased only 
by Defense Supplies Corp. Finished 
brushes may be used only by the Army, 
Navy, Maritime Commission and the 
War Shipping Administration and for 
war necessity construction, repair, main- 
tenance and operating uses. 

The reason for this tight situation is 
that all of the better natural bristles 
used in this country are imported from 
China. At this time they have to vie 
for shipping space with other vital sup- 
plies in flights over the Himalayas, a 
long trip on the Indian railroad system 
and thence by boat from Calcutta to 
the United States. 

When land routes to China are again 
opened up bristle brushes will appear 
in quantity on the American market. 

There may be a widening of the per- 
mitted necessary industrial uses this 
year, but this will not likely mean any 
brushes for sale to users other than 
those listed on Schedule I of CMP 
Regulation 5 or 5A. 

Synthetic bristle brushes are com- 
pletely under Navy jurisdiction and will 
remain so. 


The restrictions on paint brushes, out- 





lined in M-51, do not apply to stocks 
which were in possession of manufac- 
turers, wholesalers and retailers prior to 


July 30, 1943. In addition, any brushes _ 


which may be produced in excess of 
those required for necessary orders may 
be disposed of. 

When Order M-51 was written WPB 
said that brushes not required to fill 
rated orders should be distributed equi- 
tably. A section of this order is as 
follows: ‘ ¢ 

“In making such distribution due re- 
gard should be given to essential 
civilian needs and there should be no 
discrimination in the acceptance or fill- 
ing of orders as between persons who 
meet the seller’s regularly established 
prices and terms of sale or payment. 
Under this policy, every seller of the 
items, so far as practicable, should 
make available an equitable proportion 
of his merghandise to his customers 
periodically, without prejudice because 
of their size, location or relationship as 
affiliated outlets. It is not the intention 
to interfere with established channels 
and methods of distribution, unless 
necessary to met war or essential 
needs.” 

However, the excess available for such 
distribution has been negligible accord- 
ing to WPB and inventories are sadly 
depleted. 

x * * 


WPB HAS RESTRICTED THE 
USE OF BLACK WALNUT LOGS 
to gunstocks and gunstock flitches. The 
supply of walnut lumber is limited, 
chiefly because the species does not 
grow in dense stands but is interspersed 
with other species. Available data in- 
dicates that practically the total esti- 
mated production in the second half of 
1943 and the first half of 1944 is needed 
to fill gunstock requirements. Less 
critical species can be substituted for 
all other uses. 

Order M-358, prohibits the use or de- 
livery of black walnut for any purposes 
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except gunstocks. Stumps up to 50 in. 
in length are exempted. ‘This order is 
designed to conserve black walnut for 
its most essential’ war use, the produc- 
tion of gunstocks. If at any time sup- 
plies in excess of gunstock requirements 
are available, WPB may release specific 
quantities for other products or may 
earmark them for designated uses. 


ee &® ® 


THE DEVELOPMENT OF A 
PROGRAM to provide dealers with 
more balanced stocks of radio tubes 
for civilian use was urged by the Elec- 
tronics Distributors Industry Advisory 
Committee at a meeting with WPB in 
Washington. The committee recom- 
mended that a task group be appointed 
to make suggestions to WPB on the re- 
distribution of excess stocks of elec- 
tronic components no longer required 
in military programs. 

The committee was of the opinion 
that wider distribution of non-military 
receiving tubes for household sets 
would be accomplished if the inter- 





change of various types of such tubes 
between manufacturers and the prorat- 
ing of tube supplies among distributors 
on the basis of their 1941 deliveries 
could be accomplished. This would 
not increase the number of tubes avail- 
able for civilians, but would improve 
distribution. Some manufacturers now 
supply tubes to distributors on the 
basis of precedence of orders, although 
others have been using the proposed 
pro-rata distribution system volun- 
tarily. 
xk * 


A “PNEUMATIC STEEL” MO- 
TOR VEHICLE TIRE developed in 
Sweden employs a 176-lb. steel tire 
fitted over an ordinary worn-out rubbef 
tire, according to the Department of 
Commerce. Tests conducted over all 
types of roads have proved, it is 
claimed, that a speed of 46.6 miles an 
hour can be attained. Tests are to be 
conducted to determine how the tire 
and the vehicle to which it is attached 
will react in case of a blowout of the 
rubber tire which it encases. 





Dog's Picture Attracts Dog Owners 


HE J. L. Robertson Co., Wau- 

watosa, Wis. displays its dog 
harnesses on a special board at- 
tached to a pillar. The center attrac- 
tion of the display is a picture of a 
fine dog taken by a local photog- 
rapher and given to the hardware 
store with his complements. The 
photographer’s name appears on the 
picture. Practically every dog owner 


and dog lover who enters the store 
approaches this display and looks 
at the picture. Many of them re- 
main to buy some dog harnesses. 

This is an idea which can be used 
in many localities. Pictures of local 
famous dogs could be posted on a 
display and this would attract much 
attention, and result in more sales 
of dog harnesses and supplies. 





The illustration attracts dog owners—the display does the rest. 
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THIS FAST- 
SELLING 
ITEM IS A 
BIG PROFIT 
PRODUCER 












IT’S THE BIGGEST 
SELLING DRAIN 
OPENER IN THE 
HARDWARE FIELD 


e 

Here's Why: 
E-JECT-O is safe—will not harm 
enamel or pipes—will not solidify. 
E-JECT-O works fast~opens 
drains quicker; actually boils 
water in 90 seconds. 
E-JECT-O heats, agitates and 
dissolves obstructions. No fumes 
—no foam! 
FREE advertising displays and 
leaflets. 

12-or. cans 2 doz. fo carton. 


28-oz. cans packed one dozen. 
10-Ib. cans packed 4 fo case. 










WwW 
ORDER FROM 
YOUR JOBBER 

OR DIRECT FROM 
MANUFACTURER 


UNITED GILSONITE LABORATORIES 


SCRANTON, PA. 
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066 
THE VERY BEST 





The “Very Best” is a big statement 


—but no exaggeration when refer- © 


ting to the Lufkin 066 folding wood 
rule. Superior in quality of mate- 
rials, in finish and in appearance, 
this “Red End” rule is a fast seller 
for you and an outstanding rule for 
your customers. Feature Lufkin 066. 


. It’s one of the reasons—"Tt always 
_ Pays to talk Lufkin.” 
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PRECISION TOOLS + TAPES + RULES 


SAGINAW. MICHIGAN © NEW YORK CITY 











Farm Repair Service Helps 
J. C. Miller’s Winter Sales 


Albany, Ohio, dealer builds up cold 
weather business by reconditioning 
equipment of farmers in his area 


C. MILLER of Albany, Ohio, 
« is building rural patronage, 
and spreading rush business over 
dull seasons by encouraging 
farmers to overhaul and repair 
machinery during the winter 
months. Farmers, as a class, are 
habitually inclined to neglect this 
important duty until along about 
planting time, when they overtax 
hardware and implement dealers 
with rush calls for repair parts 
and accessories. As a result, sup- 
plies are sold faster than the 
dealer can stock them. Conse- 
quently, many farmers are delayed 
with their planting, lose money 
because of it, and in entirely too 
many cases the dealer gets the 
blame. 


Realizing last year that war con- 
ditions would make it necessary 
to either break the farmer’s rush 
habit or lose a lot of rural busi- 
ness, Mr. Miller placed this ad- 


vertisement in local newspapers: 


FarMiInc EqQuipMENT SHOULD 
Be Servicep during the winter, 
while we have the necessary sup- 
plies, and you have ample time 
to do the work. Let’s help our 
country, our neighbor, and our- 
selves by having every tool in 
good working order when spring 
arrives. We're ready to do our 
part—Now. J. C. Mirrer. 


Mr. Miller backed the advertis- 


ing by a personal appeal to 
farmers who visited the store. 
Supplies soon began to move 
faster and, although short of help, 
he was able to build and maintain 
a 30 per cent increase in rural 
business throughout the winter 
and early spring months. No cus- 
tomers were delayed, and fully 
90 per cent of their equipment 
was serviced and ready for duty 
when planting time arrived. 

“By this plan, I am eliminat- 
ing those irregular spurts of busi- 
ness which are troublesome any- 
time, but especially serious under 
war conditions.” Mr. Miller de- 
clares. “It is difficult now, at best 
to carry an adequate stock of 
machinery parts, but by having 
repair jobs spread over an other- 
wise dull season, I get better ser- 
vice from supply houses, and the 
right item is usually on my shelves 
by the time the farmer needs it. 
There is a better demand also for 
miscellaneous hardware, because 
during the winter farmers have 
time for many minor repair jobs 
which would otherwise be neg- 
lected. The winter servicing plan 
rounds out our war-time store 
schedule very nicely and by sav- 
ing them time, labor, and money. 
we are pleasing farmers in prac- 
tically every district of our terri- 
tory.” 





Feminine Merchandise Builds Traffic 
(Continued from page 52) 


gift stock artistically against light- 
colored walls. Plaques are placed 
directly on the wall while glass 
shelving is also employed quite 
extensively. 

“We have done quite well, too, 
on pictures and lamps,” says Mr. 
Scanlon. “We carry boudoir, 
table and floor lamps and intend 
to develop this line in the post-war 
period.” 


When women gift customers be- 
gan talking about costume jewelry, 
Mrs. Scanlon put in a line and 
found that it sold very well. Stocks 
that can be purchased, however, 
are limited in wartime. Mrs. 
Scanlon believes this is a line 
which can be developed in post- 
war days. 

One excellent traffic builder in 
this gift department is a splen- 
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didly designed and stocked greet- 
ing card case. Women send greet- 
ing cards more often now than at 
any time in the past decade, and 
this greeting card case brings 
many of them to the Scanlon store. 

Mrs. Scanlon reports that a 
stock of gifts and allied items, in 
order to appeal to women, must 
be carefully chosen, and it must 


be kept very clean. Women like 
to shop for such items in sanitary 
surroundings with no trace of 
dust. 

Items in this gift shop range in 
price from .25 cents to $35.00, 
with $2.50 and $3.00 being aver- 
age prices which women will 
spend for gifts or pictures or 
plaques. 





Simplifies Handling of Oil and 
Turpentine in Bulk 


UHL’S HARDWARE, Maumee, 

Ohio, have simplified the han- 
dling of bulk linseed oil and turpen- 
tine. The plan they have followed 
makes it easy to dispense either of 
these products, saves a lot of time, 
and reduces the amount of floor 
space usually required by such mer- 
chandise. 

Three storage barrels were in- 
stalled in overhead shelving in the 
storage space at the rear of the 
store. This provides a gravity flow 
to the faucets. Pipes lead from 
each barrel to the dispensing point 
on the top of one of the tables in 


this section. A drip tray is used 
under each faucet. Various size 
measures also have a place on this 
table so they are convenient to sales- 
men. 

Storage barrels are filled by the 
use of a pump, which is attached 
to the barrel to be emptied into the 
storage barrel. The contents of the 
barrel is then pumped into the stor- 
age barrel. The pump is operated 
by an electric motor. The pump it- 
self is an oil pump from an, automo- 
bile. The entire pumping unit was 
worked out by Lewis J. Puhl, one of 
the owners. 





JANUARY 6, 1944 





LESSONS IN 


alesis 









Tam THIS REPAIR 
ITEM TO HELP 
YOUR CUSTOMERS 

CONSERVE 


By selling Acme Tack-Point Corru- 
gated Fasteners, you are tying in 
with the Government’s conservation 
program . . . encouraging your cus- 
tomers to repair and fix up wooden 
articles. 





», i %. : Ss xs \ 
The Acme Fast- Sige 7 Ee 
ener display box we 
on your counter ip = 
acts as a fe- \ > — 


minder to your customers—shows them 
one important way to aid the Victory 
Effort. Driven with a hammer, Acme 
Tack-Point Corrugated Fasteners assure 
stronger joints easier and faster. They are 
ideal for repairing furniture, cabinets, 
screens and other wooden articles. Put the 
Acme Fastener Display box, with its red, 
white and blue REPAIR label up in front— 
and watch it go to work for Uncle Sam 
and you. 


ACME CORRUGATED 
FASTENERS 





Can be furnished in 100-pound kegs, 
offering opportunity for, profitable bulk 
sales. In addition, there are standard 
cartons of 250, 500, 1,000; boxes of 100 
fasteners, ten boxes to a carton; also in 
boxes containing 50 fasteners of one size 

44"x4; Va"xS; %"xS. A display 
carton contains 12 of these boxes. 


ACME STEEL COMPANY 


2838 Archer Avenue Chicago, Illinois 


Branches and Sales Offices in Principal Cities. 
if your jobber can't supply you, write us direct. 


MAIL THE COUPON 
FOR FREE SAMPLE BOX 


Acme steel Company | 
2838 Archer Avenue 

Chicago, Illinois 

Please send me all the facts on Acme Cor- 
rugated Fasteners. 
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No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


ey ASURE CURE 


@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
\%” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE NoDrip Cir- 
cular about Con- 
densation Drip 2 
and ite Preven- A 





508 BURCH ST. 
KANKAKEE, ILL. 





























UTILITY TAPE 
HUNDREDS OF USES 
INSULATES . WEATHERSTRIPS - PLUGS 
UP CRACKS - MAKES PACKING OR 
GASKETS - CAULKS CASEMENTS 
GLAZES WINDOWS 
This new pli- 
able plastic 
doesnot 
crack, chip, 
dry out or 
shrink. Easy- 
to-handle, un- 
rolls like rib- 
bon and is 
ready for use, 
inside or out- 
side. Can 
be _paint- 
ed also. 


SIMPLE 
TO APPLY 


Mortite ad- 
heres to any 


surface. No 
tacking or 
tools needed, just press into place and it 


stays put, 

About 80 ft. to a box. Order t h 
your Jobber. Nationally advertised at $1.25 
($1.40 west of Rockies.) 


Circular Free 


4. W. MORTELL CO., 568 Burch St, Kankekes, lil. 





110 





Women Take Course in Home Repairs 


NE of the results of the many 
dislocations caused by the war 

has been a greater appreciation of 
women’s ability in fields heretofore 
almost exclusively reserved for men. 
We now accept as commonplace wo- 
men truck drivers, machinists, auto- 
mobile mechanics, welders, riveters, 
etc. So it is not surprising to learn 
from the December issue of Farm 
Journal that a home - mechanics 
course for women has been started 
by a college in Pennsylvania, and 
that the class was quickly filled by 
girls eager to learn about the many 
mechanical household jobs that con- 
stantly need doing around the home. 
Heretofore, the men have laughed 
about women’s inabjlity to use a 
hammer and saw, and nail-driving 
contests with women have always 
been sure-fire entertainment at pic- 
nics and similar events. But now, 
apparently, things will be different. 
It all started when a co-ed at 
Pennsylvania State College told the 
head of the Agricultural Engineer- 
ing Department that a number of 
her fellow co-eds wanted to learn 
“how to fix things” around the 
house. A class in home mechanics 


was started with twenty-five girls. 
Soon the high school in the town 
inaugurated a similar course, and 
before long the town’s housewives 
asked to be given the same oppor- 
tunity to learn home mechanics. 

The women are given courses in 
the use of hand tools; in sharpening 
and repairing of tools used in house- 
hold, lawn, and garden; in repair- 
ing window screens and doors; in 
glazing windows and painting; in 
repairing plumbing equipment and 
electric wiring; in servicing small 
electric appliances; in modernizing 
lamps and fixtures; in sewing-ma- 
chine adjustments and repairs; in 
the refinishing and care of floors, 
woodwork and wall surfaces; in re- 
pairing pans; in the operation and 
care of heating systems. 

This new-found skill should not 
only prevent the dissension often 
caused by husbands’ procrastina- 
tion in attending to home repair 
jobs, but should also enable these 
housewives to conserve irreplaceable 
household appliances such as wash- 
ing machines, vacuum cleaners, elec- 
tric ironers, etc., and thus prove a 
contribution to the war effort. 





Show Flat Rim Sinks Below a Table 


LAT rim sinks can be shown 
below a regular display table 
by simply adding a supplementary 
display fixture such as that shown 
in the sketch. Cut holes in the 


sloping display surface to permit 
the sinks to fit flush. Add show 
cards giving price and size of each 
sink. Usually two sinks can be 


shown below the regular 5-ft. dis- 
play table. 

The unit holding the sinks should 
be constructed so that it can be 
removed in case the space is re- 
quired for some other use. Such a 
display of sinks could well be used 
below a table featuring plumbing 
accessories and supplies on the top. 





Showing how the sinks 
fit into the display fixture. 
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This low level display provides a contrast and catches the eye. 


Low Level Display Features Woodenware 


OLISHED woodenware items 

are shown in a low level dis- 
play at the Bennett Hardware Co., 
Fond du Lac, Wis. The lower tier 
of the display is only 10 in. from 
the floor and even the top shelf is 
not more than 34% ft. from floor 
level. Placed in the aisle between 
two other display tables having a 


much higher level, the woodenware 
items stand out very clearly and 
make a striking impression on cus- 
tomers. Items range in price from 
75 cents and up. Merchandise of- 
fered for sale here has a rapid 
turnover rate, because the store has 
a high percentage of women’s trade 
interested in distinctive items. 





Glass Helps the Army to Remember 





(U. S. Army News Photo) 
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Glass is put to 
many uses by 
America’s Army. 
A novel method 
of emphasizing 
that soldiers 
should never talk 
about troop 
movements or 
anything else 
that might en- 
danger their own 
lives or the lives 
of members of 
their organization 
is a mirror lo- 
cated in the Offi- 
cers and Civilian 
Personnel Head- 
quarters of the 
huge Quarter- 
master Replace- 
ment Training 
Center. Staff Ser- 
geant Paul W. 
Dixon, of QMRTC 
h oad quarters, is 
shown standing 
in front of the 
mirror adjusting 
his tie. 





LIFETIME THRILLS 





best gir 
would! : 


The first day you stocked 
with ILAX! 
Get SOILAX from your jobber. 
Retail Price: 25¢ for 1% lb. Box 
‘Economics Laboratory, St. Paul, Minn. 
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The Chicago “V’-Belt 
Palley Display 










will help 
You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 

All pulleys are for “A” belts 
and come in 1%” and 5%” bores. 

The Display Board is finished 
in red, white and blue and has 
mg in the rear for additional 
8 


zes. 
Mfr’d by 


2507 W. Monroe St., CHGO. 12, ILL. 






















Stick 
dri-kleen 


for 
QUICK 
SALES 
& 
GREATER 
PROFITS 

















Lerge Economy size retails for 
$1.00. Makes 25 gallons. im- 
proved, scientific, soluble-crys- 
fal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


QUICK FACTS ABOUT DRI-KLEEN 
@ Simple to use. © Odorless, non-infammable, 
non-explosive, ¢ Contains no soap, animal fet, 
acid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. © Restores 
original sparkle and brilliance to colers. © Keeps 
hands smooth and soft.¢ A ingly icol 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 
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METAL WASTE PAPER OR 


GARBAGE CONTAINER 


high. Assortment of 


colors. 


Limit 2 to a customer 19 
1214 diameter by 15” $ 


15c Extra for Lids 


Hardware 


2217 S. Adams 
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This advertisement announced the sale of the waste paper cans. - 
Its original size was two columns in width and 2! in. in height. 


Sells 18 Dozen Home Made Waste Paper 
Receptacles in Three Weeks 


WEETNAM’S Hardware, Peoria, 

Ill., has sold 18 dozen metal 
cans for waste paper, garbage or 
food storage containers in three 
weeks. 

No such containers being avail- 
able on the market, Wilber Sweet- 
nam, owner, improvised them from 
ordinary untinned lard cans, 121% 
in. in diameter and 15 in. high. 

He had an old fishing tackle dis- 
play rack with an electric turn-table 
on it. He turned the cans upside 
down on this turn-table and while 
one employee turned the table by 
hand, another one spray-painted the 
cans with a small spray gun. The 
average time used in spraying was 
three minutes per can. The cans 
were painted various colors, such as 
blue, green, orange, etc. 

Decalcomania designs were placed 
on each can. Some of these were 
small and some were of larger size. 


The cans with the small designs 
were sold for $1.19 each and those 
with the larger designs for $1.29. 
Fifteen cents each was charged for 
the lids. A limit was made of two 
cans to a customer. 

The only promotional methods 
used were a window display, one 
radio announcement over the local 
station WMBD during the juvenile 
theater hour program on Saturday 
morning, November 27, and one 
small “coupon” ad in the Peoria 
Journal-Transcript of Sunday, No- 
vember 28. This coupon was one of 
a full page of such ads used for 
special offerings by merchants in 
various lines of business. 

The 18 dozen were sold in just 
three weeks. The cans in their 
original form cost $4.30 a dozen. 
This left a nice margin of profit 
after all the other expenses of prepa- 
ration were made. 





Right and Wrong 


PROMINENT airline formerly 
replied, when questioned if 
flights were scheduled for that day, 
“No, we are sorry, but the weather 
will not permit our flight this after- 
noon.” Connotation: Air travel is 
hazardous. 

Now, the answer has been changed 
to: “No, our flight has been can- 
celled because the weather is not up 
to our standards.” Connotation: 
Safety ideals of the airline are high. 

Here are other tips on differences 
in phrasing: 

Wrong—“I was down this way 
and thought I’d drop in to see you.” 

Right—“I planned this trip be- 


cause I wanted to see you about—” 

Wrong—‘Do you understand what 
I mean?” 

Right — “Am I making myself 
clear?” 

Wrong—“You won't be sorry if 
you buy it.” 

Right—“You will always be glad 
you made this choice.” 

Wrong—‘Sorry you are not will- 
ing to give my line a try.” 

Right —-“Thanks for going over 
this with me. I’m sure we'll work 
together later on.” 

—Pulse, published by 
Occidental Life 
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Placed in the middle of the store, this rack can be seen at all times. 


Double-Sided Wallpaper Rack 
Makes Pattern Selection Easy 


HEN A. F. Reideman, owner 

of Saecker’s Hardware, Lake 
Mills, Wis., displayed his wallpaper 
stock on a special rack and placed 
it in the middle of the store at the 
rear, sales increased considerably. 
This procedure brought the stock 
out where it was in constant sight_of 
all women shoppers and it helped 
to make the patterns sell more read- 
ily. So that women would not have 


to unroll the rolls to see the pat- 
terns, Mr. Reideman took a small 
piece and displayed it at the junc- 
tion of each lower right angle, and 
thus housewives can inspect the pat- 
terns very easily. There is a wrap- 
ping counter nearby and women 
shoppers often walk over and in- 
spect the wallpaper stock while Mr. 
Reideman is bundling some other 
purchase. 


Roofing Display Fixture 


TIMULATE your sales on roof- 

ing by promoting the line with 
good display the year round. The 
display fixture shown in the accom- 
panying sketch will provide you 
with a roofing unit which will en- 
able you to keep this line before 
customers the entire year. 

The front part of the fixture is 
used to show: shingles, while the 
back of the unit provides space for 
roll roofing. When you construct 
your fixture you can vary the de- 





sign so as to show more roll roofing 
if this is desirable. 

Shingles are shown on a sloping 
surface. Usually eight or more 
types can be displayed here. From 
six to 10 rolls of roofing can be 
shown on a 5-ft. fixture. 

The basis of the fixture is a plat- 
form. The units designed to dis- 
play the shingles should be re- 
movable. The platform is 30 in. 
wide, the standard width for such 
equipment. 








This easily made fixture helps build sales of roofing materials. 
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®@ Subjected to many and 
varied tests—for strength, 
hardness, size, breaking 
point—at our plant, Vichek 
Tools reflect exceptional 
quality. ¢ “Tested,” too, in 
the crucible of war, Vichek 
Tools have demonstrated 
over and over again their 
ability to handle the 
toughest jobs with speed 
and efficiency. 


THE 





es VLUHEK 


TOOL COMPANY 


3001 £. 87th ST. « CLEVELAND 4, OHIO 
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Distinguished in Looks 
Distinguished in Cateye 


The modern kerosene lantern for 
daily and emergency use. While 
the military has first call, we are 
continuing to supply - essential 
civilian requirements. Two sizes. 


Order from your jobber now. 





Embury Mfg.Co., Warsaw,N.Y. 








Locksmithing 


NOW MADE 
EASY! 


New course 
for prac- 
tical men, 
mechanics, 
carpenters, 
fix-it shops, ete. Learn to fit keys, pick locks, de- 
code, make masterkeys. It pays. Send name for 
FREE details. No obligation—write today! 
NELSON CO. 


== Ss = = 
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321 S. Wabash, Dept. A-712, Chicago 








COOK’S 
SUPER VALUE 
NAIL CLIPPER 


Due to the war, "Clip- 
ie Finger N it Clipper 
rt." Finger Na P) 
are unavailable. atil 
conditions permit their 
sale, remember the name: 
COOK! 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Cons. 








The Modern DOG Repellent 


“‘DOGZOFF” keeps 
dogs and other 
animals away from 
yaeee, not bn 
armless. annot 
“DOGZOFF” injure vegetation. 
meee Non-poisonous. 
Non-inflammable. Dealersareauthorized 
to sell “DOGZOFF”’ under money-back 
guarantee, Order now for Spring trade. 


BOHLENDER PLANT CHEMICALS, Ine. 
TIPP CITY, OHIO. 
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The sweat pads catch the eye—and the table's contents do the rest. 


Farm Table Display Draws Farmer Trade 


HE farmer who enters Saeck- 

er’s Hardware, Lake Mills, Wis., 
doesn’t have any trouble picking out 
the section where he can inquire 
for farm items. This is because 
A. F. Reideman, owner, has placed 
sweat pads high up on the table 
and also lined one of the sides with 
a display of leather horse collars. 


Other farm goods are hung from 
crosspieces on the table, or displayed 
flat, while adjacent counters also 
hold more farm items. Mr. Reide- 
man has so arranged his store during 
wartime that farm goods stock is 
given more display than ever before, 
with items displayed more openly to 
catch the attention of farmers. 





End Tables Feature Seasonal Items 


End tables in the Isch 
Hardware, Bluffton, 
Ind., are used to 
show seasonal mer- 
chandise throughout 
the year. This means 
that they must be 
changed frequently. 


harvesting items for 
fall. 





. HARDWARE AGE 











of 


cl 


on 
sp 
fa 
th 


fre 





GE 











Kusel’s Feature Tree Protecting 
Material and Secure New Volume 


Tree protectives 
are featured in a 
special rack at 
the front of the 
store where they 
may be seen with- 
out difficulty by 
anyone’ entering 
through the doors. 


. TREE TANGIEFOOT * 


& F. KUSEL CO., Watertown, 

e Wis., is promoting a new line 

of material to protect trees from 
climbing bugs and insects and has 
done a rather outstanding sales job 
on it. The material is featured in a 
special rack supplied by the manu- 
facturer. The display is located. at 
the end of one of the tables in the 
front part of the store. Since Water- 





town is noted for its beautiful shade 
trees, residents are always solicitous 
of their welfare and have been quick 
to make use of this product. 

Insulating material, sometimes 
used with the tree protection com- 
pound, is displayed on an adjacent 
table. Many extra sales of insula- 
tion are made of this material by 
alert salesmen. 





Letterheads 


EDALS received at fairs, 

legal phrases, and consider- 
able other “gingerbread” that once 
adorned letterheads are obsolete, ac- 
cording to a checkup by American 
Business. 

Only one letterhead out of a hun- 
dred carried the old “All contracts 
contingent upon strikes, fires, ac- 
cidents, acts of God, etc.” which 
was once considered a “must.” 

Simplification is the rule. Thirty- 
eight per cent use only the name 
of the company and the city, with- 
out even a street address; 62 per 
cent print the street address. 

Only 30 per cent feel it necessary 
to include the telephone number, 
while but 12 per cent bother with 
printing the codes used or cable ad- 
dresses, Anniversary dates are used 
by but 12 per cent, and names of of- 
ficers by only 8 per cent. 

Other features are: Department 
or executive names, 11 per cent; 
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Simplified 


trade mark or picture of product 
or factory, 50 per cent; slogans, 12 
per cent; and lists of branch houses 
or plants, 11 per cent. 





It has been wisely pointed out 
that a man’s age can be measured 
by the degree of pain he feels as 
he comes in contact with a new 
idea. 

—The Ambassador 





Efficiency is only another name 
for doing the right thing at the right 
time. 

—Ten Test News 





The best executive is the one who 
has sense enough to pick good men 
to do what he wants done, and self- 
restraint enough to keep from med- 
dling with them while they do it. 

—Theodore Roosevelt Quotation, 
Canadian Business 











BARREL BOLTS 





This high quality, extra strong bolt is avail- 
able in four sizes—2!/2", 3", 4", and 5”. 
Japanned finish. Furnished with or without 
screws. Packed one dozen in box. 


WINDOW 
BOLTS 





A rugged and compact bolt that will give 
the best of service. Furnished with either 
Mortise, Surface, or Universal strike. 
Japanned finish. Available with or with- 
out screws. Packed one dozen in box. 


Ask Your Jobber 


THE SHELBY SPRING HINGE COMPANY 


SHELBY, OHIO 


VILLE SINCE 1698 
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KEY BLANKS 


OF EVERY DESCRIPTION 


— 


Catalogue on Request 
GRAHAM MFG. CO. 


Dept. 
Derby, Conn., U. S. A. 








ALL WOOD SLEDS 
ALL WOOD COASTER WAGONS . 
VICTORY GARDEN WHEELBARROWS 
KITCHEN STEP STOOLS 
SCOOT-R-CAR 
HAND DECORATED UTILITY POTTERY 


V. H. WORMAN 
ASSOCIATES 


Merchandise Mart, Chicago, Ill. 











STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 





Ne. 102 | -22"x10" 
Briek x7” deep = Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 38th St. and Hamilton Ave. 
. CLEVELAND OHIO @ @®@ 








More About the 
OPA $50 Penalty 


By ELTON J. BUCKLEY 


HAVE written a few articles on 

the law which creates the OPA, 
particularly as to the clause allow- 
ing any consumer who has been com- 
pelled to pay more than the ceiling 
price for any merchandise, to bring 
suit against the merchant who com- 
pelled her, for a $50 penalty plus an 
attorney’s fee. 

As was to be expected, this clause 
has bred a large number of squeeze 
suits all over the country. Many a 
consumer would be very much 
pleased to be charged a few cents 
over ceiling price if she could make 
some merchant pay her $50 and her 
attorney’s fee. 

I need not say, also, that there are 
plenty of attorneys who would glad- 
ly take such cases. 

Most courts which have gotten 
these cases have been loath to im- 
pose a $50 penalty in a case where 
the overcharge was small, or where 
the merchant had any excuse at all, 
or on technical grounds. Some courts 
gave judgment only for the amount 
of the overcharge, and allowed no 
counsel fee at all. 

All this has been to some extent 
overthrown by a decision of the U. 
S. Circuit Court of Appeals for the 
District of Columbia. I notice it here 
because it is my intention to keep 
the readers of these articles as near- 
ly up to date as possible upon a 
subject as important as this. 

The U. S. Circuit Court of Ap- 
peals overruled several lower court 
cases there I think in which the 
courts had refused to allow the full 
$50 penalty for one reason or an- 
other, on the main ground that the 
scheme was unjust and oppressive 
and that consumers should not be 
encouraged to make money out of 
the perhaps trifling and inadvertent 
mistakes of some business man. 

The U. S. Circuit Court of Ap- 
peals ruled that under the OPA act 





Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 92 








Gross tack 
1s A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTT] 


Jacks and staples 


fon new nequinements 
M specially -*+- 


W.W. (ross & CO. INC. 


EAST JAFFREY. N.H. 

















. = 
Gripper Clip 
Small and large Registered U. S. Pat. Office 
sizes for holding 


kitchen utensils, 
etc. Ebony finish. 
Packed on cards, 





‘ GIBSON GOOD TOOLS, INC. ¢ 
Box 268 Orange, Mass., U.S.A. 














SUNSHINE 
cHAMOIS 


eats ae datten 


HOYT & WORTHEN TANNING CORP 


MAVERHILL. MASS 





THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 

ORDER NOW FROM YOUR fpr 


SUPERIOR FASTENER ATION 
2949 Elston Ave. Chicago (18) tl. 
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NORCROSS 


GARDENE’.4 LAWN 
AND “i TOOLS 





A, Restricted 
only as to 
Quantity 


Doing Our Best 
to keep up with 
Victory Garden 
Demand 








Norcross Rotary 
(No. 10-N) Cultivator 

It plows, cultivates, mulches, weeds! Attractive, 

sturdy, does many jobs well, saves drudgery. Com- 


plete with attachments and 
leaf guards. 





Priced to move! 





HAND CULTIVATOR 


(No. 55-N) 


ragus 
Kn Practical, durable, Detach- 
able prongs. 4’ selected white 
neater appear- ash handle. Very popular 
= tool, designed seller. 
for action! Supe- AFTER VICTORY — back to 
rior to any on complete line of Garden and 
the market. Lawn tools. 





Ask Your Independent Jobber 





C. S$. NORCROSS & SON 
BUSHNELL, ILLINOIS 


Bees QUALITY GARDEN TOOLS SINCE 1891 cecum 


, TROY 
BEST 


= A~ (Patented) assures better workman- 
safety to user. 


pee gl ee files, taps, By dies quickly 


TROY FILE WORKS 

















Troy, Est. 1837 N. Y. 
@ KEY BLANKS 
from 
“America’s Largest Exclusive 
Locksmith Supply” 


In ordering, use any stand- 
, ard manu ‘acturer’s number. 
If the original blank is not 


to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 
17 Warren Street, New York 7, N. Y. 








You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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the $50 penalty was minimum and 
had to be imposed—with counsel fee 


had been inexcusably exceeded 

I do not know what effect this 
decision will have upon the general 
situation. Probably it will inspire 
the OPA to bring more cases. How- 
ever, two things should be said. 
First, the case can be appealed to 
the U. S. Supreme Court, which may 
or may not agree to decide it. And 
second, the decision is not binding 
on state courts except within the 
District of Columbia, and State 
Courts rather than Federal usually 
get these cases. Nor is it binding 
upon U. S. Circuit Courts of 
Appeal in any other of the ten 
Federal Districts. 


My own guess is that some courts 
will undoubtedly adopt this decision 
and follow it, while others will de- 
cide the cases in accord with their 
own ideas of right and justice. 











—in every case where the ceiling | 





Lea NEW YORK 
Output Distributed Thru the Jobbing Trade Exclusively 
Tn a a 





Light with Safety 
in all 
Emergencies - 


Tiag ! 


LANTERNS 
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R.E. DIETZ COMPANY 
“1944 


WORK GLOVES 


ARE 


WAR GLOVES 





PROTECTING THE NATION’S HAND-POWER 


pl Whotesater Me 
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And Still Available for Hardware Distribution 


Walnut Letterholders 


Letterholders, with walnut stands and 
fine glass partitions. They are hand 
engraved and have smooth ground 
edges. Single holder, 4085Z, is four by 





five by four inches, and the double 
holder, 4086Z, is the same width and 
height, but six inches long. They can 





be purchased in lots of six of a number. 
Leo Kaul Importing Agency, Inc., 115- 
119 So. Market St., Chicago, Ill. 


Booklet for Delivery 
Truck Drivers 


Entitled, “Wartime Information for 
the Delivery Truck Operator,” this 
booklet contains a complete text of 
ODT 17, which established wartime de- 
livery restrictions, plus authoritative 
interpretations covering both the regu- 
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lations and general permits issued under 
them. Another section contains a wealth 
of suggestions regarding truck conser- 
vation and maintenance in wartime. It 
furnishes data on truck care, causes of 
tire wear, lubrication requirements, and 
operating economics. The Studebaker 
Corp., South Bend, 27, Ind. 


Eagle Lock’s Bolt- 
Nut Catalog Shows 
Post-War Plan 


The Eagle Lock Company, Terryville, 
Conn., has issued a new easy reference 
catalog on screws, bolts and nuts. In- 
cluded in the catalog is the company’s 
basic post-war plan for a line of screws, 
bolts and nuts. The company points out, 
however, “that as long as Government 
regulations are in effect” that “we shall 
be obliged to conform to requirements 
for preference ratings, allotment sym- 
bols and end use information.” Products 
described and illustrated in the catalog 
are listed according to sections: wood 
screws; drive screws; machine screws; 
machine screw nut; stove bolt; stove 
bolt nuts; sink bolts and sheet metal 
screw section. Each section has its 
thumb index tab for easy location. 
Price lists and discount lists are bound 
right in the book, which is so bound 
that it will lay flat on a desk. Page 
headings are in two colors. Other 
features include simplified price tables, 
and large clean-cut illustrations, all de- 
signed for quick and easy reference. 
List prices are included in easily read 
tables. Since the binding permits in- 
sertion of new pages as changes oc- 
cur, such pages will be mailed cata- 
log holders whenever such changes de- 
velop. In addition to the lengths and 
diameters not listed, the company of- 
fers its services as to these. Eagle 
screw board displays are also illus- 
trated and described in the catalog. 
Decimal equivalents and a comparison 
of gages are included in the catalog. 
There is also data as to shipping 
weights and diagrams showing how to 
measure various types of bolts and 
screws included in this catalog. 








Display for 
Rug Cleaning Powder 


Display for Powder-ene, powder for 
keeping rugs clean without suds or 
liquid. Said to be an attractive sales 


Rove pooner HGS lemweee mess 


Ponder enn 


rack, it provides space to store and 
displays 24 cans and 12 applier brushes. 
Display shipped with an order for 
Powder-ene. Von Schrader Mfg. Co., 
Racine, Wis. 


Swift 1944 Victory 
Garden Booklet 


In 10 steps this booklet shows you 
how to plan and take care of your vic- 
tory garden. Each step is fully illus- 
trated, and charts are included to fur- 
ther clarify matters. These charts are: 
the guide to food value of vegetables, 
planting information needed to plan and 
plant, and methods used in transplant- 
ing flowers, shrubs, and for seeding 
new or worn lawns. A complete dia- 
gram and list of the number of rows 
for each vegetable for a 30 by 40-foot 
plot, plus much general information. 
The 10 steps outlined are as follows: 
breaking of the soil; making of a seed 
bed; test for acidity; how to give the 
garden a square meal; watering; spray- 
ing, pruning, etc.; harvesting; and, how 
to utilize the yield. Swift & Co., Fer- 
tilizer Works, Union Stock Yards, Chi- 
cago, Ill. 
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Milk Filter Disk 
Selling Display 

Colorful, five-piece window and coun- 
ter display featuring Perfection Milk 
Filter Discs, and their performance. 
The cards are 8 by 5 in. high by 6 in. 
wide and are printed in red, blue, 


green, and yellow. Schwartz Mfg. 
Co., Two Rivers, Wis. 








Magni-Focuser 
Binocular Eye Loupe 
Equipped with stereoscopic, pris- 
matic, magnifying lenses of optical 
glass, user may, by slightly tilting his 
head, bring the subject into greatly 





magnified focus. The user, when not 
needing the magnification, can easily 
look beneath the shade with his nor- 
mal vision. The loop is manufactured 
from cellulose acetate, which is said to 
be non-inflammable and durable. Made 
with an adjustable head band, it is 
said to suit anyone’s eyes, and to fit 
comfortably over regular eye glasses. 
The design also affords protection to 
the eyes of the wearer from flying bits 
of steel or shavings. Edroy Products 
Co., 840 Lexington Ave., New York 
City. 
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Booklet on 
U.S. Army Helmet 


Containing 20 pages, it traces the 
history of the development of the new 
American helmet designed by the Army. 
Written by Daniel Wells, it contains 
illustrations of the many uses the hel- 
met has been put to in combat zones. 
Several war heroes are listed whose 
lives were saved by the wearing of the 
helmet. M-1 helmet is 7 inches deep 
and has 1 inch of space between the 
liner and the top of the helmet. Com- 
plete description of the production 
steps through which the helmet passes 
is included. Copies obtainable upon 
request. McCord Radiator & Mfg. Ca., 
Detroit, Mich. 


Proctor Booklet 


Features Services 


Entitled, “We’re All in the Same 
Boat,” this booklet describes the ac- 
tivities of this company since Pearl 
Harbor. It tells of the 81 service sta- 
tions that are strategically located 
throughout the U. S. to repair electrical 
appliances. It also tells about the plan 
to collect all old electrical appliances 
from closets, cabinets, etc., to be sold 
to dealers for defense stamps, in order 
that they may be reconditioned. Proc- 
tor’s department of customer research 
mails questionnaires to women con- 
sumers inviting them to help create the 
post-war appliances they want. The 
questionnaires are booklets covering 
every phase of iron and toaster style, 
construction, etc., with illustrations. 
Also outlined is the campaign called 
“Tel-Anothers,” whereby one dealer will 
pass along to others ideas he has tried 
and found practical in his business, and 
receives in return a War Bond. Proctor 
Electric Co., Division of Proctor & 
Schwartz, Inc., Philadelphia 40, Pa. 





BIGGER PROFITS FOR YOU 
with DU PONT 
SEED DISINFECTANTS 





Here's a line of products 
thatcan beasourceofnew 
business for you! There’s 


ORDER EARLY 
FROM YOUR 





a Du Pont SEMESAN seed 

JOBBER! disinfectant for every ma- 
jor crop—including NEW, 

ARASAN SAFER, intelli non- 

° metallic ARASAN. All are 

2% CERESAN available now—and their 
‘ fair margin assures you 


welcome profits. Push 


New Improved | ty Pont SEMESAN seed 


CERESAN treatment! 
7 
You'll help the farmer, 
SEMESAN the Nation and yourself! 
° Remember, Food Fights 


SEMESAN BEL for Victory! 


SEMESAN JR. 


STOCK THEM 
ALL—NOW! 


Write for free displays 
and sales helps. 


DU PONT SEMESAN CO. 
Wilmington 98, Del. 
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NEW WINDMILi¢ 


ON THE Way, 




























oS ia Monitor windmills 
» are on the way! Baker 
Manufacturing Company is 
standing by its dealers in 
their drive to keep farm 
wells pumping. 
Replacement parts will 
continue ‘to be furnished 
for repairing old windmills 
where possible. In addi- 
tion to that—Monitor has 
been authorized to manu- 
facture a substantial num- 
ber of new windmills dur- 
ing the coming year. 


If a farmer’s need is genuine 
and he qualifies for ration cer- 
tificate MR-22, he may be able 
to obtain a new windmill. 

This is not a stripped wartime 
model, but the regular Monitor 
“storm-safe’’ mill with auto- 
matic wind-governing, self-oil- 
ing head and iron-vault gear 
case. Get the full facts from 
your nearest Baker branch. 





RUNNING WATER 
SYSTEMS 


BAKER MANUFACTURING co., EVANSVILLE, wis. 
BRANCHES: Minneapolis, Minn.; Madison, Wis.; Fort 

Dodge, Ia.; Cedar Rapids, ta.; Omaha, Neb.; Kansas 
+ bags Enid, Okla. ; wrt Kansas. oun 


Amarillo, Lubbock, San Angelo, Tex. 
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Ane you gelting 


YOUR SHARE OF 


INDUSTRIAL ‘| 
SOLDERING IRON | 
BUSINESS? 






One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Illustrated here is No. 600-10 (100 


watts, % in. tip) from the line of 
DRAKE Industrial Soldering Irons. 






ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 








Manufadtaning 


PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %”" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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Coming Conventions and Events 


Corrected According to Latest Data 


Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 17-19, 1944, at 
the Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago, Ill., is. secretary. 

American Hardware Supply Co., 
annual convention, Jan. 24-25, 1944, at 
company headquarters, 41-43 Terminal 
Way, South Side, Pittsburgh, Pa. Wil- 
liam M. Stout is general manager. 

Arkansas Retail Hardware and Im- 
plement Association, annual convention, 
April 4, 1944, at Little Rock, Ark. 
Headquarters, sessions and exhibit at 
the Marion Hotel. George L. Turner, 
322 E. Markham St., Little Rock, is 
secretary. 

Bicycle Institute of America, 
Inc., annual meeting, Jan. 26, 1944, at 
the Roosevelt Hotel, New York City. 
With this organization are affiliated the 
Bicycle Manufacturers Ass’n of Amer- 
ica, Cycle Parts and Accessories Ass’n, 
and the Cycle Jobbers Ass’n. Cecile 
Meehan, 122 East 42nd St., New York 
City, is executive secretary. 

California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at San Francisco, Cal. Head- 
quarters and sessions at the Whitcomb 
Hotel. Le Roy Smith, Room 237, 417 
Market St., San Francisco, Cal., is 
secretary. 

Illinois Retail Hardware Association, 
annual convention and exhibit, Feb. 
22-23, 1944, at Chicago, Ill. Headquar- 
ters, sessions and exhibit at Sherman 
Hotel. C. G. Gilbert, 1455 Merchan- 
dise Mart, Chicago, IIL, is secretary. 

Indiana Retail Hardware Associa- 
tion, annual convention, Jan. 25-26, 
1944, at Indianapolis, Ind. Headquar- 
ters and sessions at the Hotel Lincoln. 
G. F. Sheeley, 333 N. Pennsylvania 
Ave., Indianapolis, Ind., is secretary. 

Intermountain Association, annual 
convention, Feb. 2-3, 1944, at Boise, 
Idaho. Headquarters and sessions at the 
Hotel Boise. Leon L. Weeks, Chamber 
of Commerce Building, Boise, Idaho, 
is secretary. 

Iowa Retail Hardware Association, 
annual convention, Feb. 8-11, 1944, at 
Des Moines, Iowa. Headquarters, ses- 
sions and exhibit at Hotel Fort. Philip 
R. Jacobson, Mason City, Iowa, is sec- 
retary. 

Kentucky Hardware and implement 
Association, annual convention, Jan. 
26-27, 1944, at Louisville, Ky. Head- 
quarters, sessions and exhibit at the 
Kentucky Hotel. J. M. Stone, 315 
Kentucky Hotel, Louisville, Ky., is 
secretary. 

Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 22-24, 
1944, at Grand Rapids, Mich. Head- 
quarters, sessions and exhibit at the 
Pantlind Hotel. H. A. Daschner, 1112 


Olds Tower, Lansing, Mich., is secre- 
tary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 18-20, 
1944, at Minneapolis, Minn. Head- 
quarters, sessions and exhibit at Radis- 
son Hotel. C. J. Christopher, Nicollet 
at 24th St., Minneapolis, Minn., is 
secretary. 

Mountain States Hardware and 
Implement Association, annual conven- 
tion, Jan. 18-19, 1944, at Denver, Colo. 
Headquarters and Sessions at Cosmo- 
politan Hotel. John T. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 

Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at Omaha, Neb. Headquarters 
and sessions at the Fontenelle Hotel. 
C. A. McCoy, 325 Insurance Building, 
Lincoln, Neb., is secretary. 

New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 29-March 1, 1944, at Boston, 
Mass. Headquarters, sessions and ex- 
hibit at Hotel Statler. Russell R. 
Mueller, 189 Dartmouth St., Boston, 
Mass., is secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 
8-9, 1944, at Syracuse, N. Y. Head- 
quarters and sessions at the Syracuse 
Hotel. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 

North Coast Retail Hardware Asso- 
ciation, annual convention, Jan. 23-24, 
1944, at Portland, Ore. Headquarters 
and sessions at the Multnomah Hotel. 
D. D. Stewart, American Bank Build- 
ing, Seattle, Wash., is secretary. 

North Dakota Retail Hardware 
Association, annual convention, Feb. 
16-17, 1944, at Fargo, N. D. Head- 
quarters at the Hotel Gardner, sessions 
at the Town Hall. Clarine Sherwood, 
21 Clifford Building, Grand Forks, 
N. D., is secretary. 

Ohio Hardware Association, annual 
convention, Feb. 15-17, 1944, at Colum- 
bus, Ohio. Headquarters sessions and 
exhibit at Deshler-Wallick Hotel. John 
B. Conklin, 175 S. High St., Columbus, 
Ohio, is secretary. 

Oklahoma Hardware and Implement 
Association, annual convention, Jan. 
20-21, 1944, at Oklahoma City, Okla. 
Headquarters and sessions at the Skir- 
vin Hotel. Charles F. Nelson, 711 
Wright Building, Oklahoma City, Okla., 
is secretary. 

Panhandle Hardware and Imple- 
ment Association, annual convention, 
Jan. 17-18, 1944, at Amarillo, Texas. 
Headquarters and sessions at the Hotel 
Amarillo. Mrs. C. L. Thompson, Can- 
yon, Texas, is secretary. 

Pennsylvania and Atlantic Sea- 
board Hardware Association, annual 
conventions, Feb. 15-16, 1944, at Phila- 


HARDWARE AGE 








th wat A et & A 


2 4 pet WS 


w 
F 
E 
tl 
R 
bit 


JAN 





delphia, Pa. Headquarters and sessions ele) “= a SO | » 4 L 0] 


at the Benjamin Franklin Hotel. Feb. ;. 
17-18, 1944, at Pittsburgh, Pa. Head- 
quarters and sessions at the Roosevelt 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., is secretary. 


South ep Retail Meany High grade steel spring wire, 
262, 1944, et Stor Falls, 5. D. attractively packed in the fa- 
Headquarters and sessions at the Cata- miliar - and ogee boxes. 
ract Hotel. Earl Erlandson, Cotton- Units of Y% Ib., Y2 lb., and 1 


wood, S. D., is secretary. Ib., also 5 Ib. packages. Wire 
5 Southern California Retail Hard- sizes from .005” to .200” dia. 

ware Association, annual convention, At your local mill supply 
j Feb. 24-25, 1944, at Los Angeles, Cal. house, or stocks in Worcester, 


Headquarters, sessions and exhibit at 
the Elks Club. J. V. Guilfoyle, 509 
Rives Strong Building, Los Angeles, is 
7 managing director. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 22-23, 
1944, at Nashville, Terin. Headquarters 
s and sessions at the Andrew Jackson 
. Hotel. Morris Jones, P. O. Box 784, 
, Nashville, Tenn., is secretary. 


Akron, Atlanta, Chicago, Los 
Angeles. 


Texas Hardware and Implement 


2 Association, annual convention, Jan. 

q 11-13, 1944, at Dallas, Texas. Head- 

., quarters at Adolphus and Baker Hotels. 

re Hugo Swan, 911 Continental Building, 

7% Dallas, is secretary. ; geo rr oe 

a, Triple Mill Supply Convention, Jou Ni S ON STE 3 L , WI 1345 CoO. INC. 
May 22-24, 1944, at the Palmer House, 


WORCESTER * MASSACHUSETTS 
Chicago, Ill., comprising the Southern oes ae ee cwics 












































































e 
q Supply & Machinery Distributors’ 
j. Ass’n, E. L. Pugh, 314 Volunteer Build- 
e ing, Atlanta, Ga., secretary; National Beart ae ee ar Se ; a Saag 
ls Supply & Machinery Distributors’ 
Ass’n, H. R. Rinehart, 505 Arch St. 
y. > , ’ ' 
4 Philadelphia, Pa., secretary, and Amer- SPRADLING Ss 
4 ican Supply & Machinery Manufac- 
a turers’ Ass’n, H. Kennedy Hanson, 1108 s we E C { A LS 
1. Clark Building, Pittsburgh, Pa., gen- 
i. eral manager. OVERNIGHT BAGS 
Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
re , , 
b. 1944, at Richmond, Va. Headquarters MONEY 
d- and sessions at Hotel John Marshall. MAKER 
G. T. Omohundro, Jr., Scottsville, Va., 
a8 ‘ 
d, hire es No. W-h-0-0-+-h—the new 2-3-4 cup 
3, Western Retail Implement and 1 peng any dy Eo 
Hardware Association, annual conven- ¢ velerel ote | out of 
al tion, Jan. 17-19, 1944, at Kansas City, right price, with the right 
Mo. Headquarters and sessions at the ates — eae ant 
n- . : No. 74—Approx. 13 inches long. Mad combination — quelity ond 
Hotel President. Frank H. Spink, 322 |] from assorted colors of fibre with a ee tnd ab canine 
ad sy as . : Leatherette gusset. Soft bottom dealtun tate neal 
an Scarrett Building, Kansas City, Mo., is || No. 7115/4". Lacquered fibre. Stiff > eam, WO been pane 
1s, secretary. bottom. Leatherette gusset. mane really 
West Virginia Hardware Associa- 
nt tion, anndal convention, Feb. 7-8, 1944, 2-3-4 CUP 
n. at Parkersburg, W. Va. Headquarters 
la. and sessions at the Chancellor Hotel. 
ir- Sam H. Diemer, Box 363, Fairmont, 
ll W. Va., is secretary. 
Be Wisco Hardware Co., annual con- 
vention, Jan. 24-26, at the company’s i da iia 4 alee ele , NATIONALLY ADVERTISED 
: ‘ e rom assorted colors o 
~ headquarters, Madison, Wis. J. A. high aaa “heavy weight Leatherette, bo oF cane w'Ure. Semsdy Oo 
mn, Fitschen is general manager and sec- long. three snap buttons. Approx. 15!” orn mg Pca SE. rae 
\e n loman's Home e 
a retary. No-'73—Same size. Made from water- AMERICAN Magatine, ond @ long 
tel ‘ . . mead material. list of other notional publications. 
n- F Wisconsin Retail Hardware Associa- mae Sinday mcipopen See ou 
tion, annual convention, Feb. 1-2, 1944, , , ORDER Za iether — T00ar 
a at Milwaukee, Wis. Sessions at the FROM oa HL “A os. a 
- Milwaukee Auditorium. H. A. Lewis, YOUR 
md Stevens Point, Wis. is secretary- JOBBER 
treasurer. 
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BALL CONTACT 
WITH FLOOR 


THE SCHATZ MANUFACTURING CO 
U.S.A 
t: 2640 B om Gevas ° Chi ag "902 S. Wabash Ave 


nd: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blv 


HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


“Arie” 
CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The ex- 
clusive ball bearing feature 
makes “Acme” the out- 
standing caster of the trade. 


The manufacture of ‘‘Acme’’ Casters will 
be discontinued for the duration. We 
can only supply ‘‘Acme’’ Casters to 
customers with high priority ratings. 








VAUCHAN NOVELTY MFG. CO., INc. 


World's Largest Manufacturer of Can Openers and Bottle Openers 
3211-25 CARROLL AVENUE CHICAGO, ILL U.S.A. 








BUY WAR BONDS AND STAMPS *©* * © *® 


o * * * 


‘ 







ERS Glue 
tic Times 


HowAbo 
In These 


. Can you get merchandise? 


Yes—Can’t serve new customers but we're taking care 
of our old customers. 


. ls the supply of Rogers Glue limited? 


z>Oo #9 


Yes, to a certain extent, for the duration, but we've 
worked out a fair plan of distribution on back orders to 
assure Hardware Trade a steady flow 


What about prices? 
We are not advancing our prices. 





And ‘‘Rogers’’ quality — ? 


2? OPO 


Rogers Glue is by far the strongest on test—no change 
in quality. 


Rogers Carries On With Exclusive Hardware Jobber Policy 


Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 


~ 
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1 BEAUTIFULLY COLORED MINIATURE ANIMALS 


Made of Tenite, an almost unbreakable material, looking even 
more gorgeous than glass 


Seven different animals, from 2 to 5 inches high, in dark jade and bright coral finish, from $3.60 to 
$7.20 per doz. All seven animals are illustrated on our pricelist $228 Z, which we will mail to any 
hardware dealer on application. We carry a large line of GIFT GOODS, from $1.80 to 
$90.00 per doz. that can be sold at good markups. Complete set Z of illustrated pricelists, 
mailed to any hardware dealer on application. 


LEO KAUL 





115-119 Z South Market St. 
Chicago 4, Ill. 


IMPORTING 
AGENCY, Inc. 




















MACHINE BOLTS 


® Machine bolts with either square or hexagon 
heads are made of heat treated steel, and have true, 


straight shanks and very accurate threads. Made . 


up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 


A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
Sor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 











—back orders will soon diminish. New 
equipment has been added that will 
permit greater production of Quality 
Trojan Saw Blades and Frames. Trojan 
Blades are manufactured with the pre- 
cision of fine instruments—from high 
carbon content wire rolled to Trojan 
specifications, oil hardened and tempered 
to stand maximum abuse. Teeth are 
filed and set (not stamped). 


ACKERMANN, STEFFAN & CO. 
4534 Palmer St. © Chicago 39, Ill. 
NEW YORK: 200 Church Street. 
SAN FRANCISCO: Houston & Merton, 1270 Bush Street. 
MONTREAL: W. Claire Shaw, 407 McGill Street 

















HAND and POWER 
TOOL GRINDERS 


SICKLE GRINDERS 
GRINDING WHEELS 


SHARPENING STONES and 
ABRASIVE FILES 


MANUFACTURERS OF 
QUALITY 
HARDWARE 


GENERAL 


3618 W. PIERCE STREET 


JANUARY 6, 1944 





Buy from your regular jobber. 


HARDWARE 


VISES 
SKATE SHARPENERS 


LAWN MOWER SHARPENERS 
and GARDEN TOOLS 


LAWN RAKES GRASS CUTTERS 
WEED CUTTERS HOSE REELS 


COMPANY 


MILWAUKEE, WISCONSIN 
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NORTON LASIER COMPANY + 
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Examples of Vaco Ingenuity 


The Vaco screw drivers and small tools shown above were 
developed for the aviation industry. They are just a few 
examples of how Vaco has met every need of industry as 
well as the war effort, when that need was outlined to us. 


For the hardware field . . . everywhere that screw drivers 
and small tools are needed . . . Vaco Amberyl shock-proof 
and break-proof products are voted standards of excellence. 


Our regular catalog lists 173 numbers, to do every type 
of job a little better and a little faster. Write for catalog. 


VACO PRODUCTS CO. 


317 E. ONTARIO ST. CHICAGO 11, ILL. 
Canadian Branch Warehouse: 560 King St. W. Toronto 2, Ont. 





BOMMER 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 


We will give you the best service under War 
Production Board Order L-236. 


TRADE MARK | 


Double Action Single Action 
Standard Type No. 29 Standard Type No. 0 


BOMMER SPRING HINGE CO., BROOKLYN, N. Y. 


CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 




















SANDVIK 


PULPWOOD SAWS 


AND 


BUCK SAWS 
(FOR CUTTING FIREWOOD) 


° SAVE TIME 
¢ SAVE ENERGY 
° SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 
47 WARREN STREET New York, N. Y. 











Pp. O. BOX 


















KILLS 





This powerful dis- 
infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


STOXITE LABORATORIES 
BOX B CHESTERTOWN, MARYLAND 
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THE WM. SCHOLLHORN COMPANY 


1944 NEW HAVEN, CONNECTICUT 
o>, % pe. 











| The satisfactory service Brown & 
Sharpe Clippers give continues year 






after year—shows 
clearly the high quality 
of their manufacture. 


_ BROWN & SHARPE MFG. CO. 
ma PROVIDENCE, R. I., U.S. A. 








BROWN & SHARPE 


HAIR CLIPPERS 
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Help Wanted, Accounts Wanted 


Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words...... - $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ........ .08 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency of stamps. 


HARDWARE AGE is published every other 


Thursday. Classified forms close 15 days 
previous to date of publication. 


Positions Wanted 
(Special Rate) set solid, maximum, 
SO WOEdS .ccccccccccccses socesee QUO 
“Bach additional Word.......5. 05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
| Re Cae ree -- $6.00 
Each additional inch......... 4.00 





Essential Workers Need Release Statements 








eel RR Mw 


: SALES MANAGER WANTED 


A capable Sales Executive with 
experience in formulating sound 
sales and distribution policies and 
| in executing practical selling 
plans for salesmen and retailers. 
He must be an original thinker; 
possessing imagination, vision, 
keen business judgment—and a 
proven record as a Sales Execu- 
tive. 


The man we want has been a 
successful merchandiser in a 
field such as household items, 
appliances, paint, or refrigera- 
tors—or in some other field 
where the average dealer has 
had to compete with the mail 
order chains. He should be 
familiar with both the dealer 
and chain method of distribu- 
tion. 


Knowledge of sales promotion, 
dealer promotion, dealer help, ad- 
vertising, and the ability to di- 
rect the activities of salesmen are 
important. 

Our products are widely used— 
they are the highest quality and 


have been favorably known for 

more than 55 years. 
The man we want must have 
sold a quality product but not 
necessarily for the largest man- 
ufacturer in the field. We pre- 
fer someone who has sold 
against competition. 


SALARY —an exceptionally high 
salary and an unusual opportunity 
is offered to the man with out- 
standing selling and merchandis- 
ing ability who qualifies for this 
position. 

This man is no doubt profitably 
employed at the present time, but 
is ambitious enough to want to 
enlarge his opportunities both 
now and for the post-war period. 
Our organization is familiar with 
our efforts to secure such a man. 
Location—northern New Jersey. 
Please write us giving your full 
history, age, experience, and evi- 
dence of your achievements as a 
Sales Executive. Your reply will 
be held in strict confidence. State- 
ment of availability required. 


Address Box No. 324, Care of HARDWARE AGE 
100 E. 42nd St., N. Y. C. 17, N. Y. ' 








Distribution — Present and Postwar 
Established — Reliable — Aggressive 
Selling Agents 


ANCO CORPORATION 
Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 
carry the accounts or you can bill direct. 
Write for further information and 
references. 


CANADA 
POST-WAR 
PLANNING 


CANADIAN IMPORTING FIRM, established 
in 1920, is looking forward to exclusive rep- 
resentation of factories of GLASSWARE, 
ENAMELWARE, TINWARE, HARDWARE 
SPECIALTIES and ALLIED LINES. We oc- 
cupy 75.000 square feet Warehouse space and 
6,000 square feet Showroom display in heart 
of wholesale district. Wide coast-to-coast 
sales organization. Strong financial becking. 











r Address Box H-319, core of HARDWARE AGE Reply Box H-3I!, care of HARDWARE AGE 
100 E. 42nd Street, New York City 17, N. Y. 100 E. 42nd Street, New York City 17, N. Y. 
WANTED 
} BOLTS — NUTS — RIVETS WE WILL EURCHASE FOR CASH 
‘ocks 
SCREWS — WASHERS HARDWARE _ PAINT > Toots 
Submit Your Lists of Surplus Material to: whet you or 
IL ‘ 
L. SALZINGER MLTOT FORD. PAS” 


997 Broadway, Brooklyn 21, N. Y. 











We also buy factory sleseouts, 
surplus or discontinued items. 
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MANUFACTURERS’ AGENTS—LOCATED 
IN PHILADELPHIA and covering Eastern 
Pennsylvania, Southern New Jersey and the States 
of Delaware, Maryland, District of Columbia and 
Virginia, and catering exclusively to Electrical 
Supply Jobbers, seek one hardware line which 
will sell to that type of distributor. Here is any 
additional outlet for you from well rated ac- 
counts. Highest references and satisfactory re- 
sults. Address Box H-323, care of HarpWaRE AGE 
100 E. 42nd Street. New York City 17, N. Y. 





MANUFACTURERS’ DISTRIBUTOR, SPE- 
CIALIZING IN MACHINERY, industrial sup- 
plies and specialties, having well established busi- 
ness and high financial rating with store and 
warehouse facilities, desires to represent manu- 
facturers of similar equipment and supplies in 
the State of Arizona and adjacent territory. 
sire exclusive distribution where possible. Write 
at once to: Machinery and Supolies, P. O. Box 
3978, Phoenix, Arizona. 





YOU MAKE IT! WE’LL SELL IT! Aggres- 
sive Manufacturers agent covering Hardware Mill 
Supply, Automotive jobbing trade in Minnesota, 
Dakotas, Iowa, Wisc., wants line housewares, fly 
swatters, tools, kitchen gadgets, toys, games, fuses, 
plugs, switches. If you can’t deliver now, let’s 
talk post-war. Address Box H-318, care of 
Harpware Ace, 100 E. 42nd Street, New York 
City 17, N. Y 





MANUFACTURERS’ AGENT AND DIS- 
TRIBUTORS of Building Specialties, tong es- 
tablished in Northern California, desire additional 
lines for present and Post-war periods. Address 
Box H-305, care of Harpware Ace, 100 E. 42nd 
Street, New York City 17, N. Y. 





FOR SALE 100 GROSS 3% solid steel pointed 
scissors, unplated. Immediate delivery. No pri- 
ority required. Packed 1 gross to box. Net cash 
price f.o.b. New York City $24.00 per gross. 
20% discount on orders over 12 gross. General 
Paints, Inc., 45 Vesey Street, New York, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
COVERING Utah-Idaho-Nevada desires one or 
two more high grade lines to sell to Hardware- 
Furniture-Implement Dealers and to Drug and 
Department Store Chains. Address Box H-322, 
care of Harpware Ace, 100 E. 42nd Street, 
New York City 17, N. Y. 





FOR SALE: PROFITABLE HARDWARE 
BUSINESS in Northern New Jersey. Spring 
merchandise ordered and some already received. 
Annual sales $50.000. Sell for $17,000 cash 
Address Box H-320, care of Harpware Acz, 
100 E. 42nd Street, New York City 17, N. Y. 





EASTERN MANUFACTURER OF BUILD- 
ERS’ HARDWARE, long established, is ready 
to consider applications for post-war attractive 
position. Write giving full information as to 
experience; strict confidence desired. Statement 
of availability required. Address Box H-321, 
care of Harpware Ace, 100 E. 42nd Street, 
New York City 17, N. Y 





DISTRIBUTOR—Interested in acting as dis 
tributor or manufacturer’s representative for New 
all ae Rael asin Bg Ma — 
Have numerous contacts with avant 
hardware dealers and jobbers and with abl 
utilities and various manuf. plants. 
arable to make deliveries at present interested fo 
diosnesing ay representation. Address— 
— olff, 420 Lexington Ave., New York 

ity. 
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There are no substitutes for quality—buy RED DEVIL Modern-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


LANDON P. SMITH Inc. Irvington, New Jersey, U.S. A 
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1-322, SAVE TIME — SAVE MANPOWER! 
Street, Because its automatic grip ture high-quality blades, 
enables the worker to hold, tempered entire length; 
start and set up screws in hand-ground bits; unbreak- 
unhandy places with a mini- able insulating handles in 
mum of time and effort, a most models, Advertised in 
WARE Hold-E-Zee screwdriver is a “Popular Mechanics’ and 
Spring natural for speeding Victory “Popular Science’ to reach 
ceived production. war workers. 
) cash In addition to the patented 
e Ace, Gripper, Hold-E-Zees fea Order Through Your Jobber 
m= 3s UPSON BROS., INC., 84 Exchange St., Rochester 4, N. Y. 
3UILD- 705 SOUTH SIXTH STREET MILWAUKEE, WISCONSIN TOOLS ARE WEAPONS—Take Care of Yours! 
s ready 
tractive 
as to odie on — — — — 
atement 
H-321, 
Street, 
as dis 
for New 
ea 
t woiic oni 
h public j 
ints. - for Safety . Economy - Good Service eS bo WELDED AND WELDLESS D 
ow York THE CLEVELAND CHAIN & MFG. CO. CLEVELAND, OHIO 
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PYREX 


GAUGE GLASSES 
30,000 DOZENS 


A complete stock for immediate deli ot 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED UNE and PYREX BROAD 
RED LINE GAUGE GLASSES. 
Machine facilities ovollable f for special lengths. 
Also Glass Cylinders, Oil Cup Glasses, Lubri- 
cator Glasses, etc. Weiter wire, or phone. 


G mM PET LUBRICATOR CO. 


LUMINOUS 


X-RAY 


HOUSE NUMBERS 


Show addresses 2 night and 
day. Selling fast everywhere for 
hardware dealers. Two new deals, in- 
eluding full color display card and 
rack, now available to make selling 
easy. Numbers retail at only 10¢ 
each. Markers with 4 numbers at 
$1.00. Guaranteed. 


KURSH PAPER CO. 


| 
MOORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 














REFLECTING 









Get free sample 
and stery at no 
cost. Writetoday. 





610 St. Clair, N.W. 
Cleveland, Ohio 














Well-known since 1900 for every 
pin-up or hang-up need. Two top 
quality products that bring repeat 
sales and satisfied customers. 


PUSH-PIN COMPANY : Since 19 
Berkley Street, Phila. 44, Pa 


DOMES? SILENCE 





GenuineJ) 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 











(=p & FLOORS - CREATE QUIET 
=. for name 
Domes of Silence” 


Domes of Silence — Insulated Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 


Noiseless. Sizes for metal beds, wood beds, large 
and all furniture. 


TOA 





Ask your 


OMES of SILENCE Inc., 35 
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Cleveland Chain & Mig. heeded i 
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Consumers Glue Co. ............ 130 
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Cross & Co., Inc., W. W.......... 116 
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Johnson Steel & Wire Co., Inc....12! 
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Malleable Iron Range Co.......... 15 
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Smith & Son, Inc., Seymour........ 129 
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Union Hardware Co. 
United Gilsonite Laboratories 
United States Time Corp .. 
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Vaco Products Co..............cs06 125 
Vaughan Novelty Mfg. Co......... 122 
Victor Elec. Prod., Inc............- 7 
Viehok Teel Ces ......scocccossece 113 
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Whitlock Supply Co.............. 117 
Wickwire Brothers, Inc. ............ 12 
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THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


SILVER LAKE C0..| Mz, Shovesion @» MucoRo 


~99 Chauncy St., Boston BENGAL 





Se ANT & VARNISH 
REMOVER 


THAT MEETS 


U.S. GOVERNMENT 
1S pectgecatn TT-R-251 





: oe and you're selling ’em satis- LAMSON CAP SCREWS 
action plus! at’s what-you’re doing when : 

you oid ens Sheffield Paint & Varnish Reso ° eee full ee ae a SAE orn 
—the product that gives ’em top quality at bot- marae Hames. +. agpreneen Map -anag ell tor Catia 
tom price. Works faster and more thoroughly minimum tensile strength. Our high carbon cap 
because it contains sufficient wax to hold the screws of SAE 1035 steel, heat treated, have approx- 
Remover on the surface, thus providing better imately 150,000 lbs. minimum tensile strength. 
penetration and quicker break-up of the old | A copy of the Lamson “Ready Reference” List, a 
film of paint, enamel or varnish. Prompt deliv- | handy visible indexed catalog and price list, is ready 
eries in sizes from % pts. to gallons. Don’t Sor you. Ask your jobber’s salesman, or write us for it. 


delay ordering. 


THE SHEFFIELD BRONZE POWDER & STENCIL C0. 


) ae: ee ee. ee 
CLEVELAND, OHIO x Scter cota of 


Sellers 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
































Black 
oy ae This fast cutting, easy operating tool, and other num- 


bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 
through your jobber; he can serve you best. 


GRASS AND HEDGE SHEARS UNAVAILABLE 


Distributors until the war effort is served. 
JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. ¥. City SEYMOUR SMITH & SON, Inc., 100 MAIN ST., OAKVILLE, CONN. 


565 W. Wash. Bivd., Chicago Specialists in Garden Shears for Three Quarters of a Century 
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Yew 
IN 2 2 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 





‘INicK & PULL” 


WITH PATENT STRING FEATURE 





A 


















CAN OPENERS 
and EGG BEATERS 


VICTORY YEAR? 





Production diverted from civilian to 
war needs is backing the attack until 
victory. Allotments available for house- 
hold needs are “holding the line"— 
equitably shared through your jobbers 
on the basis of previous sales. 




















Quick Sellers : GOOD PROFITS 


QUALITY THAT MAKE AND HOLD CUSTOMERS 














LINOLEUM | coLo = 
ASTE WATER “A. 
on MIX Zz, 
Ready for use Knits te Old or a 
for laying and | new Plaster Zz 
patching. Also gy 
used on drain roe, oe ZB 
boards and shrink — 4 
$ peel or ee 
stair treads. eoak FZ 
Packed: ig 
. Packed: p 
Pints—Quarts—Gallons 12% & ¢ 
: 5-Ib. car- 7 
The Old Reliable tons. Also 2—5—10-lb. Bags. 
ICONSUMERS Brushes 
CRACK | Needthe a fies 
FILLER Best of REINA Ueam 
5 OR WOOD PUTTY Care 403 CLEANER 
Mixes smooth, DAISY SP 
dries hard and 


stays put—will 
not chip. crack, 
shrink or peel. 
Fills holes, cracks or breaks 
in wood, stone, etc. 

5-oz. and 1-lb. cartons. 








will do that job. 


Retail: 
3-oz. cartons 10¢ 
12-0z. package 25¢ 


Packed 1 gross to the case. 











CONSUMERS GLUE COMPANY 


SINCE 1906 
ST. LOUIS (18) MISSOURI 





| 


| fied Opportunities 


| without waste circulation. 
| Hardware language to the Hardware trade. 


| 100 East 42nd St. 


It’s Easy 


to See — 


Why so many adver- 
tisers use the Classi- 


Section of Hardware 
Age when they want “ 
to reach Manufactur-’’ 
ers, Manufacturers’ 
Agents, Jobbers, Job- 
bers’ Salesmen, Re- 
tailers and Retail 
Salesmen. They reach the very class they 
want to reach and get results. That is 
why the— 





if — 
CLASSIFIED 


OPPORTUNITIES SECTION 


oY’ Hardware Age is so well patronized—advertisers know 
they are advertising in the right medium. Hardware Age 
carries their message straight to the “Cream of the trade” 
Your advertisement speaks the 
Send your ad 
with remittance to— 


HARDWARE AGE 
Classified Opportunities Dept. 
New York City 
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MADE BY NATIONAL SCREW... 
Patented by Phillips and accepted by Industry 


. this amazing self-centering, fast-driving screw 


will be ready for your trade ... at the war’s end 





pee 1 














. Self-centering on the driver 


N 


. Holds driver from slipping 


. Drives faster 


Dr YW 


. Eliminates head breakage 





wn 


. Frees operator’s hand to hold work 


6. Makes better appearance— 


know prevents marring work 

ade” 7. Simplifies hard-to-get-at e / 
er ) sage , wail ad tion eg: 
City THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. : 














BOSS} 
i 
K 


AER OSENE ~ s 
FROSENE Gf iy, LebA. 

; i BURNE 

SITORVIEIG ee RANE GIES : 


BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS” 
the Quality Leader. 





PRIZE WICKLESS 
NEEDLE VALVE 
STOVES... 


Made in both Table Model 
and High Leg Types. 


C-29-N Teble Model 
C-28-N High Leg Model 








B V | > N « Nationally Famous For Cooking Efficiency .. . 
The Standard Of Value For Over 40 Years. 


RATIONING RESTRICTIONS 


Rationing Certificates are required 
to make shipment of kerosene stoves. 





Same are shipped in order received. 


, MODELS SHOWN NOW AVAILABLE 











RANGES ¢« STOVES *« OVENS ¢ HEATERS 
THE QB ESEFELD CO. CINCINNATI, OHIO. 
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